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0-F sees the American way of life as a reflection of 
America’s Liberty . . just as the moon's placid beauty is 
areflection of thesun’s vivid splendor. Ifthe sun fail, the 
moon’s radiance must die. And if we let the cause of 


Liberty go down, all that America means must perish. 


Weare proud that Ostby and Barton Company has men 
and machines in the national service for such a cause. 


At the same time, we feel deeply our obliga- 
tion to you with whom we have shared so 
many successful years of civilian enterprise. 
Whenever possible, we shall continue to meet 
your need for the fast-selling, fair-profit 
Jewelry items for which Ostby and Barton 
Company is known. 
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by our own artist- 
inch — y he ~ craftsmen, 


HORN OF PLENTY 
An entirely new Signet Ring Design. 
INo. 2022/7 6!/2 dwt. $40.00 Keystone 


AVENGING DRAGON 
Masterpiece of Chinese Classical Art. 
No. 3034/7 9'/n dwt. $50.00 Keystone 
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i z MARCE captures the grace of swirling 
fan plumes in the daring lines of this 
ee elegant ruby and diamond ring .. . 
_Purther tribute to both the talents 
of Marce and the flawless craftsmanship 
RA of K & O jewelry artisans... 


n of our staff and machinery are now engaged in produc- 
uij ent for the armed forces it is to be expected that K & O 
not be as available as in the past ...In the face of the emergency 


KATZ & OGUSH 


INCORPORATED 
CREATORS OF FINE PLATINUM JEWELRY AND WATCHES 
: ENJOYING THE CONFIDENCE OF THE INDUSTRY 


33 WEST 607 ST NEW YORK, N. Y. 
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fecurate, carefully-adjusted time fuzes for anti-aircraft shells are 
coming out of the Elgin factory daily. Elgin’s master craftsmen are 
producing these on government order, along with other precision in- 


struments for the use of America’s army, navy and aviation forces. 


“Battery attention! Battery attention! Tar- burst close to a plane. And with today’s 


get!” It is the voice of the Battery Com- — ships flying at such high speeds and high 


* 


mander. The gun crews swing into action. 
Elevation and azimuth setters adjust their 
dials. Fure cutters set their mechanisms 
according to timing electrically transmitted 
from the Director. Then the order: “Com- 
mence fring!” 

(s the planes come over, shells are pumped 
upward at a tremendous muzzle velocity to 
blast them out of the sky with deadly 


“*ack-ack”. 


To be effective, an anti-aircraft shell must 


* * * * * * 


altitudes, this calls for almost uncanny accu- 
racy and precision timing down to the fraction 
of a second! 

Time fuzes for anti-aircraft shells—accu- 
rate to the split second —are now being pro- 
duced by Elgin on government order. In 
addition, Elgin is also turning out many 
other types of precision instruments for the 
U.S. armed forces. 

Totheseexacting assignments, Elgin brings 


the finest scientific facilities in the watch- 


lit ecu n J 





making world .. . the same unerring pre- 
cision used in the manufacture of the famous 
Elgin watches . fine fourth-generation 
craftsmanship. 

Every Elgin precision instrument is thor- 
oughly American. All the parts are created 
in the Elgin factory 
devoted to the manufacture of fine time- 


the largest in the world 


pieces. 


Elgin National Watch Company, Elgin, Illinois, U.S. A 


TELGIN: 


| 
THE GREATEST NAME IN AMERICAN FINE 
WATCHMAKING SINCE 1865 


* * * * * * * 








Elgin manufactures for army, navy and aviation use: 


NAVIGATION WATCHES + STOP WATCHES + AVIATION CLOCKS + TANK CLOCKS + SERVICE WATCHES - CHRONOMETRIC TACHOMETERS 
COMPASSES + TIME FUZES FOR SHELLS +. JEWEL BEARINGS + SPECIAL TIMING DEVICES FOR NAVAL AND AVIATION USE 
RAILROAD AND TRANSPORTATION WATCHES 


Elgin's M-S6A WATCH OIL is used in all ELGIN precision instruments for America’s armed forces. 
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FAMOUS WOOD BRIDE 
AS SHE IS APPEARING 
IN THE PAGES OF 
LIFE MAGAZINE 
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Two fine and famous names 
join hands when Art-carved 
Rings, created by Wood, 
make their appearance in 
Life Magazine. Rings by 
Wood have long been es 
tablished as pace-setters in 
design, quality and beauty. 
Life Magazine is a dynamic 
selling force. And so the 
concentrated advertising 
campaign bringing these 
fine engagement and wed- 
ding rings before the most 
powerful magazine audience 
in the country is bound to 
be a happy combination. 
The Life campaign on 
Art-carved Rings by Wood 
i is initiated with the adver- 
C Cif GED vil. i tisement reproduced on this 
$ aon page! Dramatic — unusual 

—this advertisement and 
those to follow will carry 
the name of Wood to the 
greatest marriage market 


ier 


—) 


J. KR. WOOD & SONS, Ine. 


ch STI 


in America. 
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Vew Consumer Folder sent on request fea- 





tures smart designs in Art-carved Wedding 
and Engagement Rings created by Wood. 


J.R. WOOD & SONS. Ine. 


Makers of Fine Rings for 92 Years 
216 East 45th Street, New York City 


Members of Gemological Institute of America. We maintain a 


Certified Gemologist. Support Your Jewelry Institute Publicity Board. 


REMEMBER—BLYING WAR BONDS COMES FIRST 
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--e AND HE’S DOING IT ADMIRABLY! 


OU'Vé been reading and hear- 
, on a lot about the war work 
being done by manufacturers in the 
jewelry industry. A big and impor- 
tant job is going on under the roofs 
of those plants whose sole products 
used to be watches and silverware 
and clocks and jewelry — but the 
retaier is doing a mighty fine job of 
his own 
To free American factories for 
war production, and still to retain 
his place as an important unit in 
the U S. economy, the retail jeweler 
has searched for—and found — 
ingenious replacement merchandise 
for many of the lines which are 
“out for the duration.” He is 


adjusting his business to radically 
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rew conditions born of wartime 
needs. He is doing it uncomplain- 
ingly and well. 

True, the retail jewelry trade as 
a whole is enjoying unprecedented 
sales volume this year and we are 
sincerely gratified, even though 
Hamilton isn’t in a position to get 
its usual share of the business. We 
hope there’ll never come a time 
when Hamilton dealers’ shelves are 
bare of America’s Fine Watch. It 
won’t happen this Fall, but how- 
ever Crastic the ultimate curtail- 
ment of civilian merchandise may 
be, we have every confidence in the 
ability of the American jeweler to 
meet it. Hamilton Watch Company, 
Lancaster, Pennsylvania. 
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AMERICA’S FINE WATCH 
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Use Baker Jewelry Palladium 
rele os ciaselsl was 


The unique qualities of the precious metals make them indispens- 
able in armament of all kinds and in these times of national 
peril, the country’s military requirements have first claim 
upen them. However, although our plants are working to 
the fullest\possible extent on war orders, we still can sup- 
ply the jewelry industry with Baker Ring Blanks, Set- / 
tings and Findings. Although the precious metals are 
irreplaceable for jewelry, it may happen that their j 
use may be restricted. However, Baker Jewelry j 
Palladium while an all precious metal alloy, is 
not a strategic material. It would be wise to J 
discount the ,future and make use of it / 
wherever possible. Baker Jewelry Pal- 
ladium is brilliantly white, cannot jy 
tarnish, is easy to work and doesnot 7 
injure tools and dies. This all pre- ff 
cious metal alloy can be of 
great value in helping the in- 
dustry to turnabad corner. 7 
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113 Astor St., Newark, N. J. 
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REFINERS ‘AND WORKERS OF PLATINUM, GOLD AND SILVER 


SAN FRANCISCO CHICAGO 











Arnold Schwedock John Langione i Thomas Gallanti Donald Smith 
John Chapin a William Lennon ock Herbert H. Held John Stern 
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bulova pays Dasbule 


TO ITS MEN IN THE ARMED FORCES 
xs AND TO BULOVA CRAFTSMEN, ALSO, vy 


— HELPING ARM THOSE FORCES! 
- a 
— 























We are proud of Bulova employees who in Bulova factories who are tirelessly and 
ore now serving in the armed forces of wholeheartedly producing munitions and 
this country. Many are commissioned war matériel. They, too, are serving 
officers in various branches of service. their country, doing their part—and a 
We are proud, too, of the employees very valuable part—to help win this war! 
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WE’RE SHARPENING 


UP THE AXE TO 
SMASH THE AXIS... 


Along with thousands of other American manufacturers, we've 


got an axe to grind —for delivery to Mr. Schickelgruber at a 


spot just south of his mustache... So many of our men, machines 
and materials have been devoted to Uncle Sam’s orders that 
we can turn out our regular production only when it does 
not delay our government work ... Thus when goods are short 


and deliveries late, please understand and cooperate with us — 


during this period of grave emergency... 


BRUNER-RITTER, Inc. 


(Bf FACBORY: BRIDGEPORT, CONN. e N.Y. SALES OFFICES: 630 FIFTH AVENUE 


BANDS — KEEP COMPANY WITH THE WORLD'S FINEST. WATCHES 
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PERSONALITY 


in Wedding Rings 








BUY WAR BONDS 


SOLD THROUGH WHOLESALERS 


















NEW YORK 
71 NASSAU STREET 


CHICAGO 
29 E. MADISON ST. 


BRISTOL SEAMLESS RING COMPANY > ding Viauupactucers 
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hen a man overfeeds, or plays false with a pal 












Don’t call him a hog, and a swine— 
Stop and think of the strain on the porker’s morale. 


Why pick on the pig to malign? 


It is true that sow’s ears cannot make a silk purse 
But pigskin for watch straps is fine. 
And the finest of all, says this pig-tale in verse, 


You'll find in the Jacques Kreisler line. 
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- 
This English saddle pigskin is typical of Kreisler’s jewel- 
er’s-quality straps. All handcrafted of genuine leathers— 
they stand up and take it! + » + Kreisler’s famous THIN- 
flex Expansion’ Watch Band is now available in 14 kt. 
solid gold—yellow, white or pink. Kreisler bands, straps, 


and Accessory Jewelry are sold through jewelers exclusively. 


JACQUES KREISLER MFG. CORP. 
5 OR @ Om On On on On Dame Oasis ee Op oa ee On. mn eee 
Vew York Showroom: 630 Fifth Avenue 


A MAN’S WORD 


A Monthly Comment by Jacques Kreisler 


I was winding my way, slowly, 

(I'm no youngster) 

among the pines, the oaks, 

the naked birch, the maples. 

I was humming a tune, happily, 

but without a sound. 

The humming was inside of me. 

Only the song of cricket and bird, 
and the occasional beat 

of ripe acorns striking ground, 
studded the silence. 

Then I heard something else. 
"Laughing waters," I thought. 

But the blue lake was tranquil 

and as smooth as porcelain — 

no laughing waves, 

no chuckling ripples. 

Then I heard it distinctly: 

it was the laughter 

of little children at play! 

I saw them in a clearing — 

about fifteen of then, 

on an outing. 

Fifteen happy little faces; 

and, apparently, 

of a dozen different nationalities! 
Warm in laughter, friendly in play; 
some children, arm in arm. 

I watched and wondered. 


Race, color, creed, thought I, 








aryan, non-aryan... 





are distinctions 

for decaying men — 

not for budding generations 

of Americans! 

When I took leave, 

I was still humming inside. 

But now the words of the melody 
came to me clearly: 

",..-And crown thy good 

with brotherhood 


From sea to shining sea!" 
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American 
Railroad 
Watches 
"Keeps em 
Rolling..." 


| AMERICAN 
WATCHES 


go to war! 


We are proud of our American 
Watch manufacturers for their 








| untiring effort in producing 


and delivering accurate time- 


- 
pieces and precision instru- 
ments vital to war needs and 


ultimate victory. 


THE BALL COMPANY 


Approved Wholesale Distributors Since 1865 


Garland Building, 58 E. Washington St., Chicago 











14 THE JEWELERS’ CIRCULAR-KEYSTONE 














with Compacts and Cigarette Cases made 
from the best alternate material available 


under present conditions. FINE SILVER PLATED 
and 14 KARAT GOLD PLATED—many deco- 
rations to choose from—Enamel, Engraved, 
Engraved with beautiful color effects; also 
ornamented with fine Mother-of-Pearl. Imme- 


diate delivery. 


ELGIN AMERICAN 


SS oe ee 


od Ley -\ C7 e) NEW YORK 
55 E. WASHINGTON ST. 358 FIFTH AVENUE J} —$i_+1- — "SAB 


IP * SINCE * 1888"* 
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& “forwant = 


“For want of a nail, the shoe was lost; 


W. JEWELERS are accustomed to working small “bits and pieces”... for what 


else is jewelry but that? 

Today, little things can be all-important. Of what use is a bomber with- 
out its flying instruments, or those instruments without their small integrated 
parts, or anything in the vast arsenal of war without the little pieces that 
make a unified working whole ? 

No battle must be lost “for want of a nail.’’ To us in the jewelry industry, 
here at SHIMAN-OF-NEWARK as in other jewelry plants, falls a vital share of 
production for Victory. 

Indeed, we enjoy a proud privilege. Our contribution is measured not in 
dollars nor pieces, is not delivered by truck or carload, but rather in its rela- 
tive importance to the vast national effort. We in the jewelry industry are 
doing our full share, making sure there will be no “lost nails.” 

Each fights in his own way, some with guns, others with the weapons of 
. but all together toward the ultimate, inevitable triumph. 





<< Of NEWARK 


for want of a shoe, the horse was lost; 

for want of a horse, the rider was lost; 
«zy for want of a rider, the battle was lost.” 
i Quotation from Ben Franklin 











SHIMAN MANUFACTURING CO. INC. 


113 MONROE ST., NEWARK. N. J. 


NEW YORK SALES OFFICE: 15 MAIDEN LANE 


AMERICA’S OUTSTA 


NDING GOLD LINE 
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OF You 
and Jor Viclory 


In these difficult days we must be on the alert 
and keep our nose to the grindstone. Home front 
morale must be maintained in order that we 
might work all the harder to prepare for the 
’ final knockout blow that will bring us victory. 
Let us all cooperate — 
We are on the spot — Government War Work 
comes first, naturally... yet we are doing every- 
thing in our power to maintain an uninterrupted 
schedule of service to our customers. If deliv- 
eries are a little slow, you will understand why. 
Rest assured however, that orders will be filled 
with sufficient promptness, because our plant is 
working at full capacity, taxing every produc- 
tion facility to maintain a normal supply. 








THE MANUFACT 


LEADING RING FINDING “(itp MANUFACTURERS 
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NEW YORKER 


Fortune ... Esquire ...Vogue...and The New Yorker... these 
leading national magazines, enjoy “class” circulations totaling more 
than one million readers. They will introduce the world-honored 
line of truly waterproof Rolex chronometers to the American 
buying publie this month. The 1942 advertising climax will 
be reached in the Christmas editions ofthese great publications 
when full pages will feature and illustrate the Rolex Oyster. the 
Rolex Oyster Perpetual and other Swiss Rolex models of wrist- 
watch eraftsmanship. Leading jewelers who have recognized the 
prestige of offering these regal precision timepieces of unbelievable 
aecuracy to their clients, will benefit materially through the national 
advertising. If you have a clientele which recognizes and wanis the 
best. we suggest an immediate inquiry. particularly about the official 


timing certificate which accompanies each Rolex chronometer. 
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ROLEX 


‘ The Master tcece of Watch Cra Lomanshth 
f f 


e 
IMPORTANT: 


The Rolex Watch Co., Inc., 580 Fifth Ave., N. Y., is the sole 
distributor of Rolex Watches in the entire United States. 


THE JEWELERS’ CIRCULAR-KEYSTONE 





ee 
pat ee eee 








FOR OCTOBER, 1942 


/ aS 















































—— 
} 
is more marked than ever as | 
the record of marriages shows 
| 
a steadily rising line across the 
nation . . . This increase is i 





reflected, too, in the mounting 
demand for Lovelight Diamond 
Rings—-a demand supported by 
the distinguished beauty, mas 











terpiece quality and outstanding 


~ ee . . . 
a CEs Se value of this volume-building 


Presented in a wide va- 








aoe a line. 
riety of popular-priced sets and 





= solitaires, Lovelight Ring selec- 
or es tions for the coming seasons are 
yd ; 7 definitely worth inspection 
sto2 NN ae = Retailers’ inquiries are invited. 
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MILLIONS 7 


| WILL SEE THE WYLER ADS THIS FALL | 










| 
Capitalize on the WYLER advertising in 


leading American Magazines. Meet the 
| consumer demand .. . stock the complete Tie-in your local WYLER ad- 
| line of ladies’, men's and novelty watches. vertising with the Noationol 
| Feature WYLER watches to insure customer Campoign. Write for free 
newspaper ad-mats. 





satisfaction NOW and in the FUTURE. 










, WY, 
Steel back; ISjewel wig GUATIME Wate 


ame ; OUL, $34.50, Prince «With sweep second TPO, stai 
Because conditions beyond our control at times delay Wyler war Prices include Federal no"! 2nd, $38 7s; ial 
J x 42; with. 
Proof watches e 
. See Y, areséld : 
shipments, we suggest you place your order NOW WYLeR Waren iter or Write For pee net in $2counesy 
NCY Ape 





Ulnse 
* 630 FETH avenue ipo ie 





for your fall and winter requirements. 


WYLER WATCH AGENCY 


630 FIFTH AVENUE - - - COLUMBUS 5-5697 - - - NEW YORK, N. Y. 
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the PROBLEM of DELIVERIES 


These are critical days for many bust- 
nesses. The problems of supply and 
demand deepen. Logically, this 1 is as it 
must be, for the production of aire 
weapons that will win this wat forte 
scends all fone 

Naturally, the supply of watches 
feels the pinch and there are not 
enough to go ‘round. Yet, we know 
that a watch ts frequently a going- 
away gift to countless boys entering 


the. service. And, era pronrerteite time- 


keepers play a part in keeping AViaee 


can workers on time and alert. 


and KEEPING FAITH w7/t/ OLD FRIENDS 


We want our many friends in the 
trade to know that we are doing our 
utmost LO Meet a trying situation for 
them as well as ourselves. We are deal- 
ing impartially with every case and 
allocating Our supply with the strict- 
est fairness.to all. Obviously, we must 
keep faith with our old friends and 
customers in the rade. Some day, ina 
more peaceful future, when Victory 
comes to America, we hope to merit 
the continued patronage and good- 
will of those who have sensed our 
mutual problems and assisted in their 


present solution. 


R. GSBLL & C0, 
My mpi Wels 


15 West 37th Street, New York 
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A well balanced selection of popular J-B 
Watch Bracelets featuring Prest-O- Slide 
and Prest-O-Flex constructions. 


JACOBY-BENDER INC. 
161 SIXTH AVENUE, NEW YORK 
Chicago: 29 East Madison St. Los Angeles: 220 West 5th St. 


Sold by Jewelry Wholesalers Oniy 
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lustrating the PREST-O-SLIDE and PREST-O-FLEX Construction by J-B 





NOTICE 

Due to the restrictions imposed on 
metals, there is a definite limitation in 
the volume of merchandise that we 
are now able to distribute. At the 
same time, the J-B plant is steadily 
assuming a bigger role in government 
war work. This means that the manu- 
facture of watch bands is being rele- 
gated to a secondary place in favor 
of the ‘all-out effort." 

In the meantime we shall continue 
to serve our customers as well as we 
can under the circumstances. 















Men's Model 
with Naval or Any 
Other Emblem 





-? Women’s Model 





Men's Model Suitable for 
with Army or Any Initialing. 
F E A T U R E $ Other Emblem 
e CONCEALED PICTURE Orders and reorders come piling in from all over the country 
LOCKET for these handsome, substantially- made 10 kt. yellow gold 


‘Remembrance’ rings. We have them in assorted designs for 


© CONCEALED MIRACULOUS men and women, suitable for initialing or with military and fra- 











MEDAL PANEL ternal emblems. All with cleverly concealed picture lockets’ or 
‘ miraculous medals. They're different with a capital ‘‘D’’ — and 

e MILITARY OR they sell on sight. Write today for particulars. 
FRATERNAL EMBLEM NEWSPAPER AD-MATS AND DISPLAYS AVAILABLE WITHOUT CHARGE 





RING COMPANY 


ONE WEST 47th STREET... ..: NEW YORK Cie 
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Paom every standpoint these superbly 


styled Croton diamond watches are 
exceptional and exceptionally easy 
to sell profitably. Each has 17-jewel 
movement, solid gold case with cord 
attachment. In stock now for immedi- 


ate delivery, so place your orders now! 


CROTON 


» 


FOR ALL TIME e SINCE 1878 


CROTON WATCH CO. « 48 W. 48th St. « NEW YORK 
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COLUMBUS 
1009A 18.75 


BROTHERHOOD of 
RAILROAD TRAINMEN 
115A 14.50 








GOLD CHARMS) 
for 


CHRISTMAS 
PROFITS! 


Year after year, Fraternal 
Emblems give steady sales and 
profits — Fraternal charms, like 
Tennyson's brook, “’go on for- 
ever”. 
















Fo ee 


Shown opposite are but eight 
10K Gold charms from the com- 
plete | & R line, which includes © 
emblems for all fraternal orders, © 
a line which for 81 years has 
been marked by authoritative 
design and real jewelers’ crafts- 
manship. 


AONE. Get: 


Anu, we're talking about 
Christmas in October because 
you'll have to place your o:ders 
NOW to insure yourself an am- 
ple stock of charms for December 
selling. 


Order from your favorite 
wholesaler, or from us, being 
sure to give us his name. 


IRONS & RUSSELL | 


Three Complete Stocks: 
PROVIDENCE 

NEW YORK 

CHICAGO 


2, 
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TRADE MARK REG. US. PAT. OFF 


Sold Through The Wholesale Jeweler 
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The Simmons All Precious Line 


The items listed below in the Simmons All Precious Line are being 
shipped just as fast as we are able to make them. A good portion of 
our productive capacity has been turned over to the war program — 
which is beyond question our number one job. Our jewelry is available 
to the trade just as long as its production does not interfere with Sim- 
mons war work, or its manufacture is not curtailed further by govern- 
ment regulations. 







The Simmons All Precious Line (Karat Gold on Sterling Silver) 


includes: Waldemars 
Vests, Dickens, Sport and Key Chain 



















Pocket Knives 

Collar Holders and Tie Chain Sets 

Anklets 

Necklaces and Pendants 

Identification Bracelets & Slidents for Men and Women 
Flexible and Band Bracelets 


Rosaries and Crosses 


Fine Leather Belts and Gold Filled Belt Buckles 
Watch Straps of the Finest Leather 
Karat Gold and Gold Filled Buckles for Watch Straps 


Look for the > on each item 














When you sell Simmons Jewelry, make sure you 


R ' distinguish between the old line of Simmons Quality 
a * Gold-Filled and the present Simmons All Precious 


Line, some items of which we have made for several 


S I M M 0 N S years. This line — which is all that Simmons is 


manufacturing at the present time—is Karat Gold 


on Sterling Silver. It is easil identified. Each item 
Company ‘ . 


is marked by a x. 





ATTLEBOR 0, MASS. Largest Manufacturers of Quality Gold Filled Jewelry in theWorld 
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Factory and Offices: 121 Varick Street, New York City 





ee 

i Manufacturers of FIRST American Thin Waterproof Watch Cases. .FIRST American 
Ladies Waterproof Watch Cases. . FIRST American Square Man's Waterproof 
As Watch Cases .. FIRST Complete Line of American-Made Waterproof Watch Cases. 
EB. eet : - BUY WAR BONDS AND STAMPS 
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ON’T blame your wholesaler when he can’t do everything youd like 

to have done ... when he can’t supply as many LeStage items as you 

want... when he can't get them to you as quickly as you would like to 
have them. 


And don’t blame him when the same sort of shortages and delays apply on 


other than LeStage merchandise .. . for other manufacturers are in no 
better position to supply him than is LeStage . .. (unless, perhaps, someone 
is doing what LeStage refuses to do... “playing favorites’). 


We, right here at LeStage Manufacturing Company, in North Attleboro, 
Massachusetts, are the reason why wholesalers must disappoint vou some- 
what and sometimes. 


We could go into a long explanation of why that is so, but we think the 
profuse use of “crying towels” should be out for the duration. 


We are simply working our heads off to do our full share in the war effort 

. and then sticking our heads back on and working them off again to do 
everything possible, under existing conditions and restrictions, for you and 
your wholesaler. 


We are accepting the Buck ... not passing it. All we ask (and we ask it 
with warm, strong confidence in you) is your continued friendship and 
co-operation for your Wholesaler, as well as for... 


LeSTAGE MFG. CO. 


North Attleboro, 
Massachusetts 


A. 
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KESTENMADE 


Means Better Made 











In addition to their attractive style and appealing beauty, Kestenman 
Watch and Identification Bracelets are noted for their many ingenious 
mechanical features. Through the years, these features have contributed 
much to the Industry and to Kestenman's position of leadership. 


WOMEN'S SLIDE-LOCK RATCHET BUCKLE — unmatched in simplicity, 


daintiness and strength. Its easy action and safety are special features. 


MEN'S LOKFAST BUCKLE WITH RIST-KOMFORT EXPANSION 
— Easy to operate, handsome and safe. Self-acting expansion within buckle affords 
extra comfort. 


MEN'S AND WOMEN'S EXTENSION BRACELETS — "Cadet" and 


Petite’ — incomparably neat, famed for comfort, strength and smooth action. 


EASY-INSERT CORD GRIPS— Extra wide opening facilitates insertion of 
cord. Quickly adjusted to wrist size or attached to baguette watch. Positive grip for 
true safety. 

Our services in the war effort demand precedence over 

all other production. If our deliveries are tardy, we 

know we can expect your indulgence and understanding. 


KESTENMAN BROS. MFG. CO. 


150 CHESTNUT ST. PROVIDENCE, R. I. 
KESTENMADE + PEERLESS + SENTINEL 
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S| CONSERVATION THROUGH CARE HELPS YOU AND US 


In these times of growing material shortages and shrinkages of civilian production, every 


piece of merchandise that can be made to wear longer counts. 


Many an expansion bracelet that could have been worn for a long time has been dis- 
carded because of improper handling. We, therefore, ask your co-operation in giving 


careful study to the hints listed below on how to handle expansion merchandise and to 


pass them along to your customers. 


OL al MT 








SM TT 


al 


IF 


When putting on the bracelet or taking it of do 


not twist it as shown on this illustration. 


Expand bracelet fully with both hands; then, hold 
two links of the bracelet compressed sideways be- 
tween thumb and forefinger. The bracelet will then 
stay extended allowing it to be slipped over the 


other hand easily. 


Pull bracelet to fully expanded position with fore- 
finger, as illustrated. Hold it expanded as explain- 


ed above. Bracelet will then slip off the hand easily. 


~ 
= . 
ya 
PROPER WAY OF TAKING OFF BRACELET “S) 


PROVIDENCE @ NEW YORK @® CHICAGO @ LOS ANGELES 





1) 
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A MESSAGE TO 
Who wal more 


In supplying jewelers with watch bracelets today, there are two 

problems. A mechanical problem, which is ours. A human prob- 

lem which is yours. Dovetail the answers and you will get more 
watch bracelets than otherwise possible. 


The Mechanical Problem: 

Watch bracelets, unlike most jewelry, get the hardest kind of wear. 
They are constantly used and abused. Their contact with body acids 
often causes damage. 

And watch bracelets, (especially those of the expansion type), unlike 


most jewelry, are Mechanisms. 





Therefore watch bracelets — even those made of the most wear resistant 
materials — will eventually wear out, or need repair. And that includes 
the finest bracelets made in normal times. 

But these are not normal times. These are war times, and every last scrap 
of the best wear resistant metals is being used to help win the war. The 
substitute materials which now have to be used, owing to governmental 
restrictions, though more costly, tend to increase repair requirements. 

But if we were to allow repair requirements to increase, what would 
it mean...? 

It would mean simply this: Today, the number of watch bracelets is 
limited. And every repair job we get, upon which we must use a neu 
part —every “make good” upon which you feel we should issue a neu 
bracelet — means that many fewer watch bracelets left for you to sell. 


The Human Problem: 


It is common practice for jewelers to sell most jewelry, not on beauty 
or serviceability alone, but also on the basis of long years of durability. 
A jeweler thinks in terms of “20-Year Guarantee’, and of ‘Lifetime 
Mf ; Service”. 
ae But — watch bracelets are not like most jewelry. They wear. Yet too 

often they are sold on the basis of years of service. 

What happens when you sell them on the “Years of Wear” basis . . .? 

In the normal course of events, the watch bracelet will wear out or 
break. The customer will feel that his bracelet was defective. He will 
feel entitled to a replacement or at least a free repair job. Will probably 
insist on it. 

And this repair job, multiplied by the thousands, will leave you far 
fewer watch bracelets to sell. 
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RETAILERS 
Watch Atlachients 






Classed as jewelry, 
the extension watch 
bracelet is essentially 
a MECHANISM, 
with more than 100 
moving parts, The ratchet type watch 
bracelet, while sir ] 
than the extension 
type, has numerous 





lelicate parts, subje 


to normal wear. 


The Dovetailed Answer: 


On our part, in order to hold repair requirements to a minimum, we will manufacture watch 
bracelets from the best, longest-wearing alloys available. We will constantly seek to improve 
these alloys, in wear-resistant qualities. 

On your part, we advise against selling watch bracelets on the “Years of Wear” basis. We 
advise selling them sfricfly on the basis of comfort, beauty and utility. Follow this policy, and 
the net results will be: 

1. That your customers cannot legitimately expect “make goods” or free repairs. You can charge 
an adequate repair charge, and discourage un-economical repairs. 
2. That you will retain your customers’ good will and leave the door open to the sale of a new 


watch bracelet. 
Follow this policy, and you will not be draining, in repairs, the limited supply that 


the factory has to offer you as new merchandise ... AND YOU WILL GET MORE 
NEW WATCH BRACELETS THAN POSSIBLE, OTHERWISE. 


WATCH ATTACHMENT 
RESEARCH COMMITTEE 


Providence, R. I. 
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SF vahieeicr the clouds of war, the Ballou 


Star “B” shines brightly as a symbol of 


quality in fine and beautifully wrought 
Gold Jewelry, even though a substantial 
part of our production is now primarily 
on wartime items. For when the day of 
Victory dawns we are resolved that this 
device shall still stand in a brave new 
world ... as it has stood since 1868... for 
reliability, integrity and service to our 


many friends in the retail trade. 


B.A. BALLOU & CO., INC. 


Direct to Retailers a en oe 
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ORLD’S FINEST ORIENTAL 
SPEARL REPLICAS...PRODUCT 


: OF THE HELLER LABORATORY 


£ fa bl » 
rs There can be no doubt that the HELLER Process endows DELTAH pearls 


with the beauty, color and lustre of precious orientals. The remarkable 


a resemblance amazes experts as well as hundreds of thousands of women 


ie 
6 ra . wearing them. So much so that, Detran, of all oriental pearl replicas, 
° 6 has been pronounced “‘world’s finest.”’ [s it any wonder they sell so fast! 
S That they also sell profitably is the reason why De_ran — now as for 






many years past — is a jeweler’s best bet. 


DELTAH PEARLS — SOLD EXCLUSIVELY THROUGH JEWELERS 





~Deltah Pearls 


WORLD’ Ss FINEST gEpROPY CTlow.* 











Fifth Avenue, New York 





Created by L. Heller and Son, Inc., 
* 








50 Years of Service to America's Jewelers 














TEN TIPS FOR TYPISTS 
to make typewriters last longer 
DO DAILY 
1. Brush erasures and dirt on typebars 
towards front part of machine. 
2. Clean type with cloth or brush slightly 
moistened with cleaning fluid. 
3. Move carriage to extreme right, clean 
carriage rails. Reverse operation. 
4. Brush dust from typebars. 
5. Alwayscover machine when not in use. 


DO REGULARLY 

6. Prevent paper slipping by cleaning rubber 
rollers with cloth slightly moistened with 
cleaning fluid. 

7. Remove roller and brush out particles of dirt. 

8. Save roller by inserting 2 sheets at atime. Use 
backing sheet over and over to conserve paper. 

9. Keep particles from falling into machine by 
moving carriage to extreme ends when erasing. 

10. Change ribbons correctly. Jiggle or tap them 

lightly. Never force them on shaft. 


NEVER OIL YOUR TYPEWRITER... 
LEAVE OILING TO SERVICEMAN 














War production entrusted to us is precision work calling for 
craftsmanship of the highest order...skill won through many 
years of making America’s finest office and portable typewriters. 


... Out we can make your 
present L. C Smiths outlast the war! 


They are precious things these days! 
For general business there’ll be no new 
typewriters until after the war, and even 
used machines are strictly rationed. Every 
typewriter, new or old, must be made 
full use of, kept in steady operation. 

So avoid misuse. You can prolong the 
life of these vital machines by daily clean- 
ing, covering, reasonable care. But let 
us do the big things. . . repairs, oiling, 
adjusting. Our service men are expert... 
and available through our branches or 
dealers in all principal cities. 

Don’ twait for breakdowns. Arrange for 
periodic inspections...now! Let us keep 
your typewriters going for the duration. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE N \ 


‘mith - Corona 


OFFICE PORTABLE 
7, ypewriter Service 
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nAsS YOU LOVE AMERICA, think only one being wrecked—more families torn apart. More 
thought today: “Let's WIN THIS WAR!” brave men are being murdered. Every day that 
Business’ Pleasure? Forget them! .. . Bridge passes brings new terrors and suffering beyond 
parties? Golf? Skip them! . . . Luxuries? Costly comprehension. Let’s put an end to it—Let’s WIN 


comforts? Do without! Only one thing matters. THIS WAR! 


Let's WIN THIS WAR! me a ; 
This isn’t a job for 1943—next Fall—or wto- 


Your boy marched away yesterday . . . eyes shin- morrow. This is a job for TODAY! It’s the big- 
ning, shoulders squared, head high . . . into the gest, most desperate job the world has ever offered. 
cruelest, bloodiest shambles this peace-loving Let's WIN THIS WAR! 


world has ever had forced upon it. Down in his 

heart he was saying, with all the strength of his : feat ga 

young body: “Let’s WIN THIS WAR!” in everything you say .. . LIVE IT in every wak- 

; ; ing moment. Give your time, your prayers—invest 
Every day this war continues more homes are your dollars. Let’s WIN THIS WAR! 


Put this thought foremost in everything you do— 


Reprinted by permission of WEISFIELD & GOLDBERG, Inc. 


IMPERIAL PEARL SYNDICATE 


607 Fifth Avenue . 210 Post Street 
sms wale 5 North Wabash Ave., Chicago Pp teneesthoneenll 


DIVISION OF THE AMERICAN JEWELERS BUREAU, INC. 
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SPEAKING OF 


“ANY of those 12,500,000 

workers in the war industries 
are developing into jewelry store 
customers and buying some of the 
“nice things” they’ve always vearned 
for. 

One such is the woman who 
walked into Mierow’s, Inc., jewelry 
store in Tacoma, Wash., the other 
day, magazine in hand and open to 
an advertisement for Wallace's 
Grand Baroque. 

“Please let me have four place 


settings,” said she. This was sig 





nal for Walter Mierow, of course, to 
suggest the many advantages of a 
service for six or eight. 

“No,” the customer replied. ‘Four 
place settings are absolutely all I 
can use. My dining room has room 
for four people, and not a soul more 

or an additional place setting!” 
She departed with the four-person 
service. 

Curiosity aroused, it was not until 
later that Mr. Mierow learned who 
his customer was and why her 
pocket-sized dining room could only 
seat four people. Seems her hus 
band is a shipyard worker; she and 
he live, sleep and now eat-with 


sterling in a trailer! 


,,ROM now on England’s Prime 
Minister Winston Churchill 
won't have to raise two pudgy 


fingers in the “V-for-Victory” salute. 


FOR OCTOBER, 1942 


THE 





JEWELRY TRADE 


He'll just have to flash a ring pre 
sented to him by a Montana jeweler, 
and everyone will get the idea. 

Nearly a year ago R. L. Harris 
of Miles City, Mont., a jeweler and 
collector of native agate, discovered 
a “perfect” moss agate with a Vic 
tory “V’ in its center on the banks 
of the Yellowstone river. He took 
it back to his shop and set it in a 
ring mounting made of 1000 fine 
native Montana silver. ‘Terming it 
an “All-Montana-for-Victory Ring,” 
he sent to a national news weekly 
with the request that it be for 
warded to Winston Churchill. 

Sent to the magazine's Washing 
ton office, the ring was nearly pre 
sented while Churchill was in 
Ame rica. 

Several months later Mr. Harris 
received a note from Lord Halifax, 
stating that the ring had arrived 
safely in London and that the Prime 
Minister was pleased to accept it. 
The last leg of the ring’s tedious 
journey, he said, had been made by 


te rry bomber. 


EK WELERS curious as to what to 
e do toward replacing salesmen 
lost to military service and consid 
ering women will find considerable 
encouragement in the experience of 
Samuel Antin, New Orleans. 

For several years Antin’s has had 
just one male salesperson—the rest 
of the staff of from four to six 
salespeople composed entirely of 
women trained in all phases of 
jewelry merchandising, and each of 
them capable of selling as well if 
not better than any man ever em 
ployed in the store. 

“Women have an advantage,” Mr. 


i Jewelers 


~(ircular. 
NG Stone 
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Antin pointed out, “in that a man 
will always trust a woman's judg 
ment in buying gifts whenever he is 
buying a gift for a woman. He feels 
that the woman ought to know what 
another would like, and is willing to 
be guided by her suggestions. 

“Moreover. when selling to mem 
hers of their own sex, woman clerk 
and customer can talk freely. We 
find that whenever a good woman 
jewelry salesperson is developed, 
she is invariably better than a man 

although there are fewer women 
fitted for the job.” 

Antin’s feminine sales staff covers 
all age brackets from the 20's up to 


50, and each woman is a specialist 





in one line or another. All of them 
know the whole story of the store, 
but are willing to concentrate on a 
single item and to do an aggressive 
selling job on it. Most unusual, the 
store has had for six months a 
woman watchmaker—only such in 
New Orleans. Mr. Antin, because 
of his predominantly feminine staff, 
has no personnel worries through 
the war. So long as they don't join 
the WAAC’s, the WAVES or the 
WAFS! 


a 


@ & 


ae | NCLE SAM ealled, so I am 
preparing to leave for mili 
tary service,’ Cy Lenchner, Su 
perior, Wis., jeweler, advertised last 
month. 

“IT am proud to be among those 
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nen upon whom our nation depends 
to preserve its liberties and free 
doms. In these troublesome times, 
I am happy that I am valued to be 
of some service to my country. 

“And, because I am going, I must 
close the doors of my business place 
for the duration. If I were a big 
business man, I suppose I could 
turn the work over to an assistant. 
but as vou all know my _ business 
place is small and I conduct it my 
self. My customers are my friends, 
and I have consistently tried to be 
their friend. 

“So Wednesday I am going to 
lock the doors of my store. Inside 
I am going to take my last inven 
tory for the duration, and plan to 
close out my stock and my business. 
I hope to wind up the affairs of my 
store within a week or, at the most. 
within two weeks. In this going 
out-of-business sale for the duration, 
things like price-fixing will have ab 
solutely no bearing. 

“A fair question is—-what will I 
do with the proceeds (if any) of 
this sale? Naturally, since the 
stock I have belongs to me, I am 
going to realize an amount of money. 
I want to be a jeweler after this 


war is over, so I am going to put 


this money into United States War 
Savings Bonds. 

“Then, when we have won the 
war, I hope to cash in these Bonds 
and start up again, in the jewelry 
business. And I want to start up 
right here on Tower Ave., in Su 


perior, among my old friends.” 
® 


66 ANTED! 200 defense 

workers (men or women) 
who have never owned a diamond 
ring.” 

Those were headlines on a timely 
ring advertisement used effectively 
last month by Barney Jewelry Co., 
of Indianapolis, and slanted towards 
the thousands of people now work 
ing in that city’s war industries. 

“Now is the time to buy it!” the 
“While 


you are earning good wages. Pay 


advertisement continued. 


$1.25 a week. Yes, now is the time 
to buy the diamond you've dreamed 
of owning for so many years. And 
because the purchase of your first 
diamond is such a momentous and 
thrilling event, Barney's has as 
sembled a large assortment of dia 
mond rings in various types of 
mountings .. .” 


There's a big public everywhere 
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"If you must serve your friends tea, you might at least have them bring their own sugar!" 


$2 


to respond right now to this type of 


approach. People who married sev- 
eral years ago, sans diamond en 
gagement ring and who are in posi 
tion to purchase one. “Bachelor 
girls,’ holding down well-paid in- 
dustrial jobs, who can buy that 
long-wanted diamond for them 
selves. Men workers to whom, es 
pecially now when they can't get a 
new automobile, possession of a dia 


mond ring is a badge of self-es 


teem. 
© © 
HIGHLY unusual combination 
£ & business is that of Charles R. 


Oakes, jeweler in the Green Build 
ing, Seattle, who doubles in gold 
not brass—as a justice of the peace 

and “weds ‘em” after he “sells 
‘em.”” For instance, by virtue of his 
dual office—his Justice of the Peace 
role in addition to jeweler—Corp. 
Sylvester Hunt of Seattle bought an 
engagement ring from Oakes and 
two days later returned to buy the 
wedding ring from him. 

Then on the following Sunday he 
went over to Riverton Heights, 
where the jeweler is justice and had 
him make active use of the ring he 
sold him, when he married Miss 
Nugget Coates, daughter of Frank 
Coates. Coates, incidentally, is a 
former Gold Rushee of Seattle. 
When he made his trek to the 
Northland with the crowd Coates 
struck gold and called his new 


baby Nugge t. 


VER 50,000 people purchased 

a small enamel lapel-flag in a 
four-month period at Davidson & 
Light, Oakland, Calif. While that 
item itself was relatively unim 
portant, retailing at 30 cents, the 
impact of a mass of additional shop 
pers in the store naturally pushed 
up sales. 

Davidson & Light has gone “all 
out” in a series of dramatic moves 
that is raising business to an un 
precedented high. 

Believing that during the present 
period it was incumbent on the store 
to re-invest some of the additional 
returns created by increased spend 
ing, in order that a fortress of future 
security might be made more im 
pregnable, this jewelry store has 
expanded rather than curtailed pro 


motion. 
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Inside the match books which Bernard & Grunning distribute in places where war 
workers eat is a dollar "'starter'’ towards a purchase of $10 or more. But the outside 
covers (shown center and right) are non-commercial; urge safety first to speed work. 


Mateh Book Ads for War Workers 


RVERYONE who has given any thought to the sub 

ject—and what jeweler hasn't?—will agree that 

one of the most fertile fields for the sale of jewelry to 

day is among the highly paid workers in the war indus 
tries that have sprung up all over the country. 

The question is—-how to get in touch with these po 
tential new customers—-how to get them to pick your 
store as the place to do their buying. 

You can’t make up a mailing list of them, because, for 
obvious reasons, no plant engaged in war work is going 
to give out the names and addresses of its employees. 
You cant circularize or canvass them in the plants 
outsiders aren't allowed admittance, and, anyway Uncle 
Sam's vital war work mustn't be interrupted. You don’t 
want to aim your newspaper or radio advertising at any 
one group to the exclusion of others. How then are 
vou going to reach them? 

One store in New Orleans—Bernard & Grunning 
has found an ingenious and effective solution. Busy 
war-workers, they reasoned, haven't the time to go very 
far from their factories for their lunches or suppers and 
are pretty likely to patonize the restaurants and lunch 
rooms and taverns near the factory gates. So why not 
try to use these gathering places as a channel for intro 
ducing the store to this block of potential customers. 


Naturally, it had to be done in a way that would be 
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acceptable to both the customers and the owners of the 
eating places, and if possible, enlist the active coopera 
tion of the latter while at the same time advertising the 
store. The answer to all four requirements was found 
in the very simple yet effective device of free books of 
matches for the restaurants to pass out to their custom 
ers. 

The restaurant proprietors were delighted because it 
relieved them of an item of expense; their patrons were 
pleased at always having a plentiful supply of matches, 
and Bernard & Grunning have drawn a lot of business 
to the store as a result of the advertising message on 
the covers. 

The advertising, incidentally, is subordinated, which 
probably makes it all the more effective. The copy on 
the outer sides of the covers is entirely non-commercial, 
plaving up the “safety first’’ idea, and pointing out that 
the recipient is an important link in national defense, 
who shouldn't be kept away from his job by preventible 
accidents. Clever little cartoons depicting various com 
mon but easily avoidable accidents emphasize the point. 
Several different wordings and pictures all carrying out 
this basic theme, a few of which are shown here, are in 
cluded in the series. 

The only advertising is on the inside of the cover 


(Please turn to page 72) 








Arresting Christmas Windows 


these firms used ingenuity in designing their Yuletide windows and found 


that the passer-by. tempted. made their stores Christmas headquarters 








1. Goldman Jewelry Co., Kansas City, Mo. 


AY 


Y 







- ; 4 









ee 
Le = 


en 





2. (Above) Pomeroy & Keene, Salem, Ore. 









3. (Below) Noack's, Sacramento, Cal. 
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ITH Christmas accounting for one-third of each 

year's jewelry store sales, it is small wonder 
that jewelers all over the country exert themselves to 
make their December displays as attractive as possible. 
On these pages we present photos of some of the more 
successful Christmas windows used in 1941: 

(1) The Goldman Jewelry Co., Kansas City, Mo., 
featured large, hand-painted heads in pastel colors, 
backed up by a white and red satin background. Silver 
rims around the pictures and plaster cupids beside each 
emphasized the romantic message concerning the gems 
displayed: “Give Her a Goldman Diamond.” 

(2) Stylized figures of Santa Claus and two of his 
reindeer attracted attention for Pomeroy & Keene, 
Salem, Ore. Santa was tinted red and white and the 
reindeer blue and white. Watches and rings were dis- 
played both on the fixtures and in satin-lined cases on 
the floor. 

(3) Noack’s, Sacramento, Calif., featured two cutout 
Santas, dressed in red, with halos above their heads 
urging “Better Shop Early.” The central display fea- 
tured watches and those on the ends showed lockets 
and desk and travelling clocks. 

(4) A reserved but compelling window at Rank & 
Motteram Co., Milwaukee, Wis., featured silver and 
watches. Two candles and a large silver poinsettia sug- 
gested the Yuletide season in dignified smartness. 

(5) Articles for “holiday hospitality’’ were featured 
(Please turn to page 72) 











4. (Above) Rank & Motteram Co., Milwaukee, Wis. 


5. Anderson Bros., Lubbock, Tex. 


7. (Below) Diamond & Art Shop Corp., Wichita, Kas. 





6. Stone Bros. Co., St. Louis, Mo. 
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No—this isn't an “actual un-retouched photograph." That "Help 


Wanted" sign has been painted in to symbolize one of the most 
serious problems now confronting jewelry and other retail stores 





14 Tips on How to Lick 
The Christmas “Extra” Problem 


by LUCIUS S. FLINT 


F you're wondering where to get extra help for the 
holiday season this year, the following suggestions 
will prove helpful: 

1. Avoid increasing hours to a point where the need 
for extra labor goes beyond your ability to fill it. Un- 
less the requirements of war workers make this essential, 
abandon the conventional plan of remaining open until 
9 p. m. before Christmas. Groups of key jewelry stores 
in many cities have already agreed to make this change. 

2. Go over your list of non-selling employes and de- 
termine which ones of these might be trained success 
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fully for sales work. There are some routine jobs 
which can be neglected to a certain extent at Christmas 
in favor of essential sales work. 

3. Check*back on your former-employe file with the 
idea of bringing in for extra work, available people 
who have left on account of marriage, ill health and so 
on. Because of previous experience, these workers 
form an excellent nucleus for the extra crew. Where 
the ex-employe isn’t anxious to work, an appeal for 
loyalty to an old employer needing assistance will often 
get the desired results. 


THE JEWELERS’ CIRCULAR-KEYSTONE 








AIMEE OO 


ve 





~ 


eae 


eer ee 
oi . a ee hes 





wit salience 


Between inductions into the Armed Services and the rush to war industries. 
how can my store get needed extra help this holiday season? How can we 
hold on to regular members of our work foree? Such questions are causing 
more or less acute concern te everyone who owns or operates a civilian 
enterprise. These 14 tips. compiled by a nationally-known business 
expert. show how various jewelry stores are meeting these vexing problems 


4. Ask regular employes to do some recruiting for 
you among friends and relatives—whether experienced 
or not. One jeweler who tried this plan last year found 
that because they didn’t want recommendations to re 
flect against them, established employes were very 
selective, brought in only first-class extras. Another 
advantage of this plan is that the employes who recom 
mend extras are usually willing to help train them and 
to assist them on actual selling. 

5. Get away from the idea that the very young can’t 
be used in sales work. Many stores which employed 
girls and boys of 17 and 18 last Christmas report that 
they actually learn faster and have more selling en 
thusiasm than do people of 21 or 22. In some defense 
areas where the shortage is acute, the age minimum this 
vear will drop to 16. 

6. To get high school and college students interested 

in working for your particular firm, send a_ personal 
representative to visit the schools, signing up likely ap 
plicants. 
7. Try advertising for extras in the smaller towns 
located not too far away from your community. Since 
small town stores use relatively little extra help and 
since there isn’t much defense work in the small towns, 
it’s often possible to pick up some excellent help from 
beyond the fringes of a metropolitan area. 

8. Advertise to special classes in which there's a 
greater-than-average supply of available labor—married 
women, men retired on private pensions, ex-salesmen for 
tire companies, automobile dealers and so on. Many in 
the latter group who have recently lost long-term jobs 
aren't yet permanently located, welcome a chance for 
extra work. One jeweler plans to catch the attention 
of these people through a series of classified ads each 
headed with an occupational name slogan such as “At 
tention, Tire Salesmen.” 

9. If there's a public trade school in your city, find 
out whether or not courses are being offered in spe 
cialized types of work; if so, you can cash in on this 
program. QOne western jewelry store, for instance, 
promised wrapping jobs to a certain number of people 
who'd enroll in a public school class covering wrapping 
and packing. Since the company didn’t have to make 
any investment in training these workers, they were 
offered a higher wage than completely green help. 

10. Consider the possibilities in using Negroes for 
wrapping, delivery and other backroom jobs. Due to 
a previous lack of opportunity, there are many in this 
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race who are perfectly capable of handling more re 
sponsible duties than they've been given. 

11. Don't overlook the fact that people with minor 
disabilities can be used to good advantage in certain 
types of work. Several jewelers, for example, report 
that deaf mutes make excellent wrappers and packers. 
In this job, they don’t have to carry on any amount of 
conversation with fellow employes so their handicap 
isn't really felt. And the very fact that they are deaf 
makes them concentrate with the result that they ars 
usually fast workers. Even the man with a wooden leg 
may be fully efficient in a job where he doesn’t have to 
be on his feet. 

12. Having found out what help is available, then 
re-arrange the duties of the regular crew to permit 
handling the business in spite of a probable shortage. 
Have experienced salespeople avoid al] duties not di 
rectly concerned with selling, turning over detail work 
to the extras. Some jewelers also reported good results 
last year from a plan of circulating salesmen. It was 
the duty of these men to keep an eye on green help, 
being ready to jump in with a suggestion or to actually 
take over the sale whenever the inexperienced person 
was getting into hot water. Though the reception job is 
an important one in any store, several jewelers found 
that it’s much easier to get a man with the personality 
and experience for this task than it is to find any ex 
perienced jewelry salesperson. One or two experi- 
enced men can be saved by substitution here. 

13. “Just as the host of new Government priority 
regulations is forcing a growing number of companies to 
resort to tried management practices such as production 
and procurement planning,” remarks the New York 
Journal of Commerce, “so the growing personnel prob- 
lem is directing increasing attention toward improved 
personnel programs. The turnover problem is of course 
a combination of two problems (a) how to replace per 
sonnel called to the colors or léaving for other jobs, (b) 
how to hold on to. other members of your work force. 

14. “While higher pay is a strong inducement for 
shifting to other jobs, there are considerations which 
may cause employees to spurn pay increases elsewhere. 
Bonus and pension plans conditioned on the continuity 
of employment undoubtedly exert considerable influence 
on employees to remain at their jobs. Companies who 
have such plans held the advantage in the current com 
petitive labor market and suffer less turnover than other 


employers.” 


17 





The square neck of this black, informal dinner dress is 
perfect for the wide necklace worked in gold scrolls and 
bars of rubies. Gold and ruby earrings and clip follow 
the same general design as the necklace and the ensemble is 
completed by gold bracelets and rings set with rubies. 





| 
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coats. suits and dresses without any fuss. 


frills or feathers at the neckline 


are “made to order” for the jeweler 


Colorful jewel accents for an all-wool dressmaker suit, of 
black with velvet ribbon laced through the edges of the jacket 
and the bottom of the skirt. Earrings, lapel clip, bracelet 
and ring are an ensemble of yellow sapphires, accented by 
rubies and diamonds and set in gold. Mink beret and muff. 


tyle Simplicity 
Requires Jewels 































by JUNE HAMILTON RHODES 


HE fall fashion picture is one that might be said 
to follow the purist school—simple lines—plain 
fabrics—no extraneous trimming except simple self- 
bandings or velvet and braid details used with great 
discretion. In visiting the collections of the best New 
York custom-made houses and those of the noted Seventh 
Avenue manufacturers it is always the same story 
pencil slim with softly draped side and front detail. We 
hear the voice of the commentator, “This little black 
dress in its stark simplicity is an ideal background for 
jewels.” 

At Bonwit Teller the dresses are all made for the 
jewels designed by Nadia Buckley in South American 
aquamarine, topaz and amethyst set in gold in large 
and important mountings. These were worn in sets 
earrings, bracelet and ring to match. Brooches forming 
the focal point of soft draping at neck and shoulders 
were large and impressive. 

A note that will interest older jewelers as well as 
myself was a fine gold-link watch chain interspersed 
with gold-framed ovals of topaz such as grandmothers 
wore around their necks fastened to watches worn in low 
bodice pockets. This chain was doubled and worn about 
the neck and fastened on the left side center of a square 
cut neckline with a large cabachon topaz brooch. 

When stock begins to get scarce, these are ideas to 
remember because we will find that old scarf pins, hat 
pins, rings and necklaces that have been on hand for 
many years in the stores will move out in the demand 


for merchandise that we are unable to supply. 


(Please turn to page 64) 
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For evening 1942, the slim draped gown with fine acces- 
sories will be favorite. Black sequins make a sparkling 
tailored collar and cuffs—and diamond clips, bracelet, ear- 
rings and ring are the perfect route to a brilliant contrast. 





Draped dinner gown makes an ideal background for a jewel 
ensemble of gold and sapphires. Gold scrolls are worked 
across the front of the necklace and mounted on a wide gold 
bangle, and graduated curved rows of sapphires complete the 
design. Ring, earrings, bracelet are gold set with sapphires. 


Antique brown nugget amber beads alternated with small 
gold beads make a stunning lanyard with amber and gold 
flowers. The bracelet and earrings are in matching design, 
and the ring is an oblong-cut piece of amber ona gold band. 
Effective ensemble for beige wool suit, beaver coat and beret. 
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as the jeweler turns a corner paved by the war. he should plan 
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his holiday advertising to pay dividends throughout all of °13 
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AKE a good look at the front page of your news advertising is in process of undergoing startling changes 
papers, you men in the jewelry business. There, as a result of the war. The upheaval in prospect is no 

for thece who have read well and with foresight, is minor one. 
the story of the fundamental changes, the readjust- The most obvious of the many changes we face is 
ments, the belt-tightenings, the expansions im new that arising from a critical shortage of materials. What 
directions that face you. this has meant in most lines of civilian endeavor, you 
Let us put it bluntly. The entire concept of jewelry already know. What it will mean to you in shrinking 


inventories of certain lines, you either are beginning to 
learn now or will face within the next six months. 


Frequent small advertisements featuring only a few There are specific shortages in watches, in silver 
items at a time have been found the most effective plated ware, in sterling silver, to mention but a few 


form for the outright selling efforts of specific mer- 


: : examples. The others are well known to you. On the 
chandise. These ads are one or two columns wide. hs 


other hand, there is no immediate prospect that diamond 
rings, gold jewelry, leather goods, glassware or gift 
ware will be affected. 





New ideas, new treatments in advertising from time 
to time are always a necessary ingredient in the building 
of a successful jewelry business. At this time—and in 
particular for Christmas of 1942—these new directions 
are a matter of necessity. It remains only for the 


jeweler with an eye to the war, to the future and to 









his own survival to take advantage of what remains to 





SHE HOPES FOR A Fine 
DIAMOND... Let Us Help 
You Select Ome 
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him and to use it well. 

In one respect at least, the shortages, strangely 
enough, will prove a blessing in disguise to the jeweler. 
cos 
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Let me explain. For years I have contended that many 
jewelers have neglected the opportunity which adver 
tising offers to build their prestige and enhance their 
reputations for diamonds and fine jewelry. 

They have been content to coast along on the easy 
pickings offered by the fastest-moving lines, the lines 
that are so quickly-seized upon by the public, and upon 
which—TI will be blunt again—so much advertising 
space that could be used to better advantage in turther- 
ing more enduring lines, has been devoted. 


A good many jewelers are going back, willy-nilly, to 
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the jewelry business. And their advertising should 


reflect accurately this return. Schedules, the appear 
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the merchandise they will advertise will have a new 





basis and quite possibly there will be no return to old 
ways. 

Let us examine each of these factors. Since the 
Christmas season is almost upon us, let us examine them 
in the light of what should be done for the 1942 holiday 


season, 





As to schedules. The general practice in the past has 
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Pictured advertisements are 
from last year's series created 
for Irving Michaels & Co., of 
New Haven, Conn., by Albert 
Weisberg of Metro Associated 
Services, Inc., New York City. 


been to splurge once a week and to jampack one’s adver 
tising space to the column rules with as many items as 
could be accommodated. 

Christmas schedules this year should be two-fold. 
There should, in the first place, be a trend from a few 
large ads to continuous smaller ones for run-of-the-store 
items-—items which, within the next year, may very 
well be off jewelers’ shelves because of merchandise 
shortages. 

In the second place, it is essential that these small 
ads——-which are strictly utilitarian in purpose—be ac 
companied by occasional larger ads of an institutional 
nature. Such a two-way plan, if it is to be successful, 
must be consistent. It is my experience that a minimum 
three-day-a-week schedule is the most successful. Con 
ditions vary, of course, and it remains with the individ 
ual jeweler to plan for himself—but the virtue of 
consistency cannot be stressed too often. So much for 
schedules. 

Now as to appearance. The smaller advertisements 
on your schedule will be devoted, as I have indicated, to 
run-of-the-store items and those which may be exhausted 
in the near future. There is no need to devote larger 
space to these. Watches are a staple. The public will 
buy them as long as they are to be had. There is no 
need to overstress them, though they must be advertised. 
Therefore the small space—and small space in which 
a few well-chosen articles are exposed to view. No 
need to crowd the news columns. No need to print 
descriptions in agate type or to display 20 items where 
four will suffice. Such small ads should be not larger 
than two columns wide by cight or 10 inches deep at 
most. 

The occasional larger ad, the one which is institutional 


in nature, has for its purpose the paving of dividends in 
(Please turn to page 88) 
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About once a week during the entire holiday season 
says this nationally known advertising expert, run a 
large-space "‘institutional’’ ad stressing the universally 
high quality of your store and its merchandise, rather 
than featuring prices or specific merchandise. 


An occasional large-space ad of the ‘catalog’ type 
is advisable just before Christmas to help undecided 
shoppers make up their minds. As this example shows 
it needn't be crowded or lose quality atmosphere. 
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are living longer and having 




















; . 30 
more wedding anniversaries AGE OF BRIDE AT MARRIAGE 


Chart prepared by the Metropolitan Life Insurance Co. shows the 
chances per 1000 that a couple marrying today will survive to cele- 
brate a 10th, 25th or 50th wedding anniversary. Chances of a gold- 
en or silver anniversary are about twice those of 50 years ago. 











NURE, there’s been a marriage boom during the last 

few years. Nineteen forty made an all-time record 

up to that date. Nineteen forty-one beat that mark. And 

now nineteen forty-two promises a new high, for the third 
straight year. 

Jewelers well realize this increase in the marriage 
rate. Their sales of wedding rings and wedding gifts 
bear witness to the historic upsurge in the number of 
marriages. 

But how many jewelers realize that there’s also been 
a boom in wedding anniversaries? People are living 
longer. There are more 10, 20, 30 and even 50-year 
anniversaries than there used to be. Better food, better 
living conditions, better medical knowledge is the reason. 
And, for jewelers, this growing abundance of wedding 
anniversaries means vastly expanded opportunity to sell 
rings, jewelry, silverware and various other giftwares 
as tributes to companionship through the joys and trials 
of marriage. 

The June, 1942, issue of the Metropolitan Life Insur 
ance Co.’s Statistical Bulletin points out that for the 
average young couple entering marriage today the 
chances of surviving together to their golden wedding 
are just about twice what they were for the average 
bridal couple of 50 years ago. The chances of the golden 
anniversary naturally depend upon the ages of the bride 
and the bridegroom. For the girl of 21 who marries a 
man five years older, they are one in five that both will 
survive together through the next half century; accord- 
ing to health conditions 50 years ago, their chances were 
only one in 10. For the bride of 25 with a husband of 30, 
the chances today are one in 10, as against one in 20 
in the earlier period. 

Further details can be gathered from the graph, which 
is reproduced by permission of the Metropolitan Life 
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Insurance Co. Readings on the two lowermost curves 
give the chances of a golden wedding for brides up to 
about 35 years, when the groom is of the same age and 
also when the groom is five years older than the bride. 

“For the silver wedding, the 25th anniversary, the 
outlook of the bridal couple of today is very good. Their 
chances are more than three in four for brides 26 years 
older or younger, marrying men five years their senior; 
if the groom is of the same age the chances are more 
than four in five. 

“As in the case of the golden wedding, for the silver 
wedding also the chances have greatly increased in the 
last 50 years, on an average by about 50 per cent. For 
the bride of 25 and the groom of 30, these chances were 
a little over one in two in 1890, but today they are about 
three in four. For a woman who enters marriage at age 
45, the chances of celebrating her silver wedding are 
just about the same as the chances of a golden wedding 
are for the bride of 18, according to present conditions. 
This fact is also apparent in the chart. 

“As for celebrating the 10th wedding anniversary, the 
chances for this naturally are quite high. They are more 
than nine in ten for brides up to age 38 with grooms of 
the same age, and also for brides up to 34 if the groom 
is five years older. Even for a woman who marries as 
late as age 45, the chances are about four in five. In 
general, the chances of a 10th anniversary, according 
to present health conditions, are about one sixth greater 
than they were 50 years ago. 

“In many respects the American people are singularly 
fortunate with regard to their marital status. Their 
marriage rate is among the highest in the world, and 
they tend to marry younger than in most countries of 
the Western world. They are also favored with such 


(Please turn to page 68) 
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Now to the Forefront . . . 


the Longines "Observatory Movement*” 


A big problem of the retail jeweler today is to 
satisfy the customer with the watches in his 
stock. To help the Longines-Wittnauer jeweler, 
Longines advertising no longer stresses style. 
It stresses the Longines “Observatory Move- 
ment*”. It features a Longines watch as a time- 
piece rather than an ornament. Our advertising 
tells the consumer that while styles may be 
limited, every Longines watch contains the 
Longines “Observatory Movement*”, world- 
honored for greater accuracy, dependability, 
and long life. Thus, Longines advertising helps 
the Longines-Wittnauer jeweler to sell the 
Longines watches in his stock. It’s logical, too. 
A fine watch is first and foremost a good time- 
piece. Longines-Wittnauer Watch Co., Inc., 
580 Fifth Avenue, New York, N. Y. 


*Reg. U. S. Pat. Off 
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iolite (eye’o-lite). A magnesium, iron, 
aluminum silicate mineral which is 
sometimes used as a gem. It is 
interesting for its strong ple- 
ochroism; in the three pinacoidal 
directions it shows deep blue, light 
blue-gray, and yellow-white, respec- 
tively. Cut gems will usually show 
some of this pleochroism to the 
naked eye. Its hardness is about 
that of quartz, its specific gravity 
2.6, and its refractive index about 
1.55. It is found in a number of 
places, usually in metamorphic 
rocks, but only rarely is it possible 
to cut gems of more than a couple 
of carats. Also known as CORDIERITE 
and DICHROITE. 

lonic. Term designating one of the 
three orders of Greek architecture, 
distinguished by the spiral scroll- 
shaped ornaments of its capital. 
Candlesticks are often made in this 
style. 

Iran lapis. Persian lapis. 

Iran turquoise. Persian turquoise. 

iridium. A hard white metallic element 
of the platinum group, the most 
corrosion-resistant and possibly the 
densest element known. In the mas- 
sive form it is unaffected by all 
acids, including aqua regia. Melt- 
ing point, about 2454° C.; specific 
gravity 22.4 to 22.6; chemical sym- 
bol Ir. Its main use is as a hardener 
for platinum, the alloys being used 
in jewelry, dentistry, electrical con- 
tacts, chemical equipment, pen 
points, etc. The platinum alloy con- 
taining 10 per cent iridium, pre- 
ferred for high-grade jewelry, is 
known as “hard platinum’; the 5 
per cent alloy as “medium hard 
platinum.” See also PLATINUM 
GROUP. 

iridosmine (irr’i-doz’min). A natural- 
ly occurring alloy of osmium and 
iridium, also called iridosmium and 
osmiridium. The hard grains are 
used for tipping pen points and 
phonograph needles. See OSMIRID- 
IUM. 

iris. Rock crystal containing thin 
cracks which show iridescent color- 
ing. This type of material was for- 
merly popular for gem use, and it 
is possible that some of the “opals’”’ 
of the ancients were really this 
iris or rainbow quartz. 

iris agate. A type of banded agate 
which, when cut into a thin slice 
and polished on both sides, shows 


an iridescent band when held up 
toward a strong light source. It 
is caused by retraction from innu- 
merable microscopic crystals of 
quartz in certain layers in the 
agate; a coarser banding does not 
create the rainbow effect. As the 
agate must be sliced very thin, it 
has not found much gem use, most 
slices being mounted in cardboard 
so that the phenomenon may be 
observed at its best with the sur- 
rounding light shut off. Also 
known as RAINBOW AGATE. 

iris diamond. According to Schloss- 
macher, a novel trick of coloring 
the lower facets of a diamond to 
give an imitation of strong disper- 
sion and great fire. 

Irish diamonds. Rock crystal. 

iron glance. Hematite. 

iron lap. A grinding lap made of mal- 
leable iron, used mostly with pul- 
verized oilstone in oil as an abra- 
sive for shaping and finishing steel 
parts of timepieces. Iron laps are 
made in forms of hand-slips for 
pivot and staff work, wheels for 
same purposes used on rotary pivot 
polishers, and flat bench-laps of 
large area for flat steel work. 

iron opal. A weakly translucent brown, 
red, yellow or greenish variety of 
common opal. Also called JASPOPAL 
or OPAL JASPER. 

iron oxide. Ferric oxide; iron rust; 
pulverized, washed and decanted, 
it is the rouge used for polishing 
jewelry, metal watch parts, ete. 

iron pyrites (py-rye’teez). A popular 
misuse and mispronunciation of 
pyrite. Though sanctioned by dic- 
tionaries, this pronunciation is 
never used by authorities. 

ironstone china. A _ kind of ceramic 
ware largely imported from En- 
gland, one of the ingredients of 
which is irunstone slag. 

Isle of Wight diamonds. Rock crystal. 

isochronism (eye-sok’ro-nism). In the 
action of a watch balance or any 
other vibrating governor of a time- 
piece mechanism, isochronism is a 
condition in which all of the vibra- 
tions are made in periods of time 
equal to each other. In a watch 
designed to make 3800 beats per 
minute or one-fifth second per 
beat, if the balance is isochronous 
it will make all beats in one-fifth 
second each, and the watch will 








keep accurate time. If the balance 
is not isochronous, it will make its 
beats in irregularly longer and 
shorter periods of time, and the 
watch will not keep time. The two 
things concerned in  isochronism 
are: the distance traveled by a bal- 
ance in circular motion during a 
vibration, and the speed at which 
the balance moves then. The dis- 
tance traveled per beat of the bal- 
ance, its are of motion, is being 
varied continually by changing ex- 
ternal conditions: (1) as the main- 
spring runs down, its lessening 
power produces shorter and shorter 
ares of balance-motion towards the 
end of each day; (2) thickening 
oil in a watch causes a gradual 
shortening of arcs month by 
month; (3) a movement made by 
the wearer of a watch may sud- 
denly produce ares longer’ or 
shorter than preceding ones. In a 
yatch not designed for and ad- 
justed to isochronism, during any 
short ares of balance travel, the 
watch will run fast, because it 
takes less time for the balance to 
move less distance; and during any 
long arcs the watch will run slow, 
because it takes more time for the 
balance to move a greater distance. 
But in an isochronous watch, when 
a shorter arc happens to be made, 
the balance will automatically be 
made to travel at slower speed; 
and if a longer are occurs, at faster 
speed, these changes of speed be- 
ing always_ proportionate’ to 
changes of arc-length; if the bal- 
ance goes twice as far, its speed 
will be doubled, or vice versa, to 
use an extreme illustration. So no 
matter how the ares bevome longer 
or shorter in length of travel, they 
will be made each in the same 
length of time, and the watch will 
keep perfect time just as nearly 
as the ideal of perfect isochronism 
has been approached in its design, 
manufacture and adjustment. See 
ADJUSTING; BREGUET; HAIRSPRING; 
OVERCOIL. 

isolator (eye’’so-lay tor). Mechanism 
in a minute repeater for prevent- 
ing contact of the click and the 
surprise piece until operation of 
the finger-slide on the case has 
been completed. 


isometric system (eyeso-met’ ric). 
The preferred name of the cubic 
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Ad bide MADLEY TARLE ! 


Under present conditions, with a heavy 
war production schedule and a shortage 
of several critical metals, The Hadley 
Company simply cannot produce enough 
of its regular merchandise — watch attach- 
ments and men’s jewelry —to satisfy the 
growing demands of our many customers. 


What we can do is to see that available 
merchandise is distributed fairly among all 


authorized wholesalers. We can promise _ 


that we shall continue this established 
policy despite production curtailments. 
The Hadley Company, Providence .. 

New York . .. Chicago . . . Los Angeles. 
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A JEWELER'S DICTIONARY 
(From page 54) 


system of crystallization. Sub- 
stances which crystallize in this 
system are isotropic and their 
crystallographic axes are all of 
equal length, hence, the name, 
from “equal” and “measure.” See 
CUBIC SYSTEM. 

isomorphous replacement (eye’so- 
mor’ fuss). The replacement, chem- 
ically, of one element by another, 
without any disruptive change in 
most of the properties of the com- 
pound. Iron and magnesium, for 
example, replace each other iso- 
morphously in the olivine series of 
minerals, and chromium probably 
replaces aluminum isomorphously 
in ruby. 

isotropic (eye’so-trop’ic). Not bire- 
fringent, light passes through an 
isotropic substance in all direc- 
tions at the same speed. Isometric 
minerals, glass and other amor- 
phous substances are isotropic. See 
ANISOTROPIC. 

Italian chrysolite. Vesuvianite. 

Italian lapis. Same as German lapis 
or Swiss lapis. 

ivory. The hard creamy white, opaque 
substance of which the tusks of 
elephants are composed, or, more 
generally, the teeth of any animal; 
walrus ivory, for example, is often 
used in decorative objects. 

ivory clasp. A type of necklace cord 
end-fastener, consisting of two 
short barrels, attachable by a male 
and female screw, used for neck- 
laces of beads other than metal 


beads. 


jacinth (ja-sinth). Reddish brown zir- 
con, aso known as hyacinth. Some- 
times used, but confusingly, for 
grossularite garnet of this color. 

jacks. Mechanical automata in the 
forms of men, usually acting as if 





striking, or actually striking, the 
bells of public clocks. 

Jacot lathe. A special-purpose watch- 
makers’ lathe, in which work is sup- 
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ported on dead centers and driven 
by a hand-bow, used for polishing 
watch pivots with hand-laps, to give 
them finish or to alter their form 
in adjusting. See BOW LATHE; DEAD- 
CENTER LATHE. 

jade. A collective name which includes 
two minerals: nephrite and jadeite, 
of which jadeite is the rarer and 
more valuable species. Many other 
materials are carved by the Chinese, 
and many other minerals are green 
and tough, like jade, but none is 
properly called jade, other than 
these two. See NEPHRITE; JADEITE; 
CHLOROMELANITE; CHALCHIHUITL. 

jadeite (jade’ite). A sodium aluminum 
silicate containing some calcium 
magnesium silicate (a considerable 
amount in the case of the Mexican 
jade) and a member of the pyroxene 
group of minerals. The best comes 
from Upper Burma, where it is al- 
ways found as boulders of hard, 
compact, felted fibers; it is this 
structure which gives the jadeite 
its strength. Cavities, and single 
large free transparent crystals are 
not known. It comes in many 
colors, of which white is the com- 
monest and all shades and tints of 
gray, orange, mauve, black and 
green. The greens range up to a 
brilliant emerald hue, which is 
highly prized and which goes under 
the name jewel jade. Its hardness 
is 6-7, its gravity about 3.33. See 
also AMPHIBILE; BUSMA; CHACHI- 
HUITL; CHLOROMELANITE; CHINESE 
JADE; NEPHRITE, etc. 

jadeolite. Said to be a deep green 
syenite resembling jade in appear- 
ance and coming from the Burma 
jadeite locality. 

jager (yah’ger). A diamond quality 
name, originally applied to certain 
fine diamonds coming from the 
Jagersfontein Mine, but now ex- 
tended by trade usage to cover all 
diamonds showing a slightly bluish 
color. 

Jagersfontein diamond (Yah’ gers- 
fonn-tane’). A large diamond found 
at the Jagersfontein mine. It was 
found in 1881 and weighed, in the 
rough, 215 ct. 

Jagersfontein mine. One of the most 
important of the large mines in 
South Africa, in the Orange River 
Colony. It was found in 1870 and 
is the only South African mine 
which supplies stones of the highly 
prized bluish color and steely luster 
characteristic of the old Indian 
stones. The Excelsior, the Jubilee 
and many unnamed large stones 
were found in this pipe. Though the 
production of this mine has been 
below average, the quality has been 
very high and it has produced more 
large stones than any other mine. 

jam jar. A jar usually of glass, some- 
times with a silver cover, used for 
serving jam, honey, or marmalade. 

jam-nut. A screw-nut used with an- 
other nut to tighten it after adjust- 
ment, as on a pendulum-bob regu- 
lator. 


jamb peg. Gem cutting. A notched up- 
right stick at the edge of a lap, in 
which the end of the dop is placed, 
to aid in making the correct angles 
of the facets. It is still widely used, 
though mechanical contrivances 
have supplanted it in some modern 
shops. 

Japanese clock time. The day is divided 
into six hours, night into six hours; 
dials have movable plates, to adjust 
to variable-length hours according 
to the seasons, indicating sun-dial 
(apparent solar) time instead of 
mean solar time. See APPARENT 
SOLAR TIME; MEAN SOLAR TIME; SUN- 
DIAL. 

japanning. A variety of enameling, 
used on some cheap jewelry and 
other wares, and for numerals on 
dials, in which the enamel is ap- 
plied in liquid form and hardened 
by evaporation of the solvent from 
the pigment by heating in an oven. 
The process is mostly used for 
enameling in black. 

Japan pearl. An older trade term for 
the early culture “half pearls” de- 
veloped by Mikimoto before the 
spherical modern culture pearls. 
Now synonymous with culture pear! 
as generally used. 

Japanese coral. Coral from Japan, the 
commonest variety of which is dark 
red with a white core. 

jar. Horol. The bob of a mercurial 
compensating pendulum, usually 
made of iron, containing a column 
of mercury adjusted in height to 
provide compensation for varia- 
tions in length of rod caused by 
changes of atmospheric tempera- 
ture. 

jargoon or jargon. Name formerly ap- 
plied to pale and yellowish zircons, 
but of no particular merit and bet- 
ter forgotten. It has also been used 
for yellowish, off-color diamonds. 

jasp agate. An intermediate stage be- 
tween agate and jasper. 

jaspe fleuri. Agate jasper. 

jasper. A fine-grained, impure, mas- 
sive quartz aggregate, character- 
ized by a lack of any regularity of 
orientation of the microscopic 
quartz crystals and by its complete 
opacity. It has a smooth, conchoidal 
to uneven and angular fracture and 
a dull to greasy luster on the frac- 
ture face. Usually it is strongly 
colored. The differentiation from 
agate and chalcedony by cutters is 
based upon the transmission of 
light—when the stone is completely 
opaque, even on thin edges they call 
it jasper; if translucent, even slight- 
ly, it is called chalcedony; and if 
translucent and brightly colored, 
agate. See also ADINOL; BANDED 
JASPER; BLOODSTONE; BLOOD JASPER; 
BOAKITE; BIRD’S EYE QUARTZ; CATAL- 
INITE; CHERT; CREOLITE; HELIO- 
TROPE, etc. 

jasperine. Banded jasper of varying 
colors. 

jasper lap. A polishing lap used in 
watchwork, made of natural stone 
of opaque impure silica, usually red 
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in color. Jasper laps are made of 
flat form and considerable area, for 


polishing jewel settings by hand- 
rubbing; or in the form of long 
thin slips mounted in handles for 
polishing pivots on a lathe. 

jaspilite (jass’pi-lite). Banded hema- 
tite and jasper. 

jaspis. Ancient name for chalcedony. 

jasponyx (jass’po-nix). An opaque 
material with the banding of an 
agate, but grading into a jasper. 

jasp opal. Intermediate stage between 
jasper and opal. 

jaw-gauge. See DIAL GAUGE; GROSS- 
MAN GAUGE. 

jelly spoon. A spoon used for serving 
jelly from the dish. In size it is 
between a sugar spoon and a pre- 
serve spoon. 

jet. A black, compact variety of the 
brown coal, lignite, which takes a 
fine, velvety polish. It is soft 3-4 
on Mohs’ scale and light in weight 
(1.30-1.35 s.g.); like any other coal, 
it will burn. Popular in the mid- 
dle of the last century, it is little 
used today, its place being taken 
by harder stones, like onyx and 
black tourmaline. Chief source, 
Whitby, England. 

jet glass. A black glass made to imi- 
tate jet. Harder than true jet, it 
will not burn and is not marked by 
a hot needle. 

jet stone. Black tourmaline, though 
it is rarely used, as other substi- 
tutes are cheaper. 

jewel. 1. A stone or other substance, 
as pearl or amber, cut, polished or 
otherwise prepared for use or 
beauty. 2. An ornament, usually 
for personal wear, made of pre- 
cious metal or an imitation of pre- 
cious metal and often set with 
gems. 3. A bearing for a pivot in 
a watch or other precision instru- 
ment, formed of corundum, garnet, 
glass, ete. 

jewel bezel cutters. Sets of steel bits 
used in lathe chuck or hand-drill 
for forming seat and bezel for set- 
ting watch jewels directly into 
plate or bridge. 

jewel bezel openers and closers. Ad- 
justable hand tools for restoring 
bezels to fit replaced jewels, and to 
reburnish bezels to hold jewels re- 
placed in doing repair work, where 
the jewels were originally set di- 
rectly in plate or bridge without 
separate settings. 

jeweled cylinder. In high-grade cylin- 
der escapement watches, a cylinder 
with the half-shell made of ruby or 
sapphire set in the steel tube that 
holds the pivot plugs. See CYLINDER 
ESCAPEMENT. 

jeweled watches. An American trade 
term, distinguishing as a class all 
watches of the better types and 
grades, from the class of cheaper 
watches formerly called the “dol- 
lar” type but now generally called 
“non-jeweled” watches. Jeweled 


watches are graded by the number 
of jewels, as 7-jewel watches, 15- 
jewel watches, 17-jewel watches, 
and so on. The jewels in a 7-jewel 
watch are: 2 balance hole and 2 cap 
jewels, 2 pallet stones and 1 roller 
jewel. A 15-jewel watch has all of 
these and 8 hole jewels for the 2 
pivots of each arbor from pallet 
arbor to third wheel arbor inclusive. 
A 17-jewel watch has the same 
jewels as the 15-jewel and 2 hole 
jewels for the center arbor pivots. 
Customarily a 17-jewel watch is 
said to be “full-jeweled.” A _ 19- 
jewel watch is usually a_ full- 
jeweled watch with a motor barrel 
and 2 jewels for its main-wheel 
pivots; a 21-jewel watch, a full- 
jeweled going-barrel watch with 
1 cap-jewels added over train hole 
jewels; a 23-jewel watch, a full- 
jewel motor barrel watch with 2 
jewels for its main-wheel pivots 
and 4 cap jewels over train hole 
jewels. In comparing grades of 
watches by numbers of jewels, it is 
assumed that quality of workman- 
ship is equally good on watches of 
various origins so compared; be- 
cause a well-made watch with 7 
jewels would be a better watch than 
a poorly made watch with, for ex- 
ample, 21 jewels. See GOING BAR- 
REL; JEWELING; MOTOR BARREL; 
TRAIN. 

jeweler. 1. A merchant who deals prin- 
cipally in watches, clocks, jewelry, 
gems, silver, and fine ceramic and 
glass tableware. 2. One who makes 
or repairs jewelry, etc., as distin- 
guished from such workmen as 
watchmakers, or engravers. 

jewelers’ lathe. A lathe for polishing 
work with rotary buffs, comprising 





Jeweler’s Lathe 


a spindle and pulley in bearings on 
a simple bench mounting, differen- 
tiated from the watchmakers’ lathe 
or other lathes used for turning. 
See LATHE. 

iewelers’ topaz. Citrine quartz, a gem 
name about as closely related to 
the genuine as German silver is to 
its parent. 

jeweling. Horol. In timepieces and 
other instruments, the use of pol- 
ished hard stone bearings for pivots 
and other parts acting with fric- 
tion. Jeweling gives mechanical 
advantage by lessening friction. 
power consumption, and wear of 
parts. In timepieces, the pivot bear- 
ings are jeweled with hole and cap 
jewels, and in the escapements 
jewels are used in the form of pal- 
let stones, roller jewels, impulse 
jewels and locking jewels. In air- 
plane instruments, train pivot hole 


jewels are used, and jewels that 
combine the functions of hole and 
cap jewels by being made in one 
piece in forms like a cup or a V- 
shaped sink; the latter forms pre- 
vail especially in electrical meters 
and magnetic compasses. See CAP 


JEWEL; HOLE JEWEL; JEWELED 
WATCHES. 

jeweling caliper rest. An attachment 
for an American-type watchmakers’ 
lathe, for automatically measuring 
diameters of jewels to be set, and 
mechanically transferring the mea- 
surement while cutting seat for 
jewel in a blank for setting. 

jeweling chuck. Special split wire 
chuck for holding jewel settings 
during recessing, burnishing, or 
stripping operations; one form is 
an assortment of split chucks small 
enough to hold in a large size lathe 
chuck; another is an assortment of 
regular lathe chucks with recesses 
countersunk on face around hole, of 
various diameters to hold jewel set- 
tings. 

jeweling hand-rest. See L-REST. 

jewel hole gauge. A tapered steel pin, 
mounted to slide in a handle with 
graduated scale, with an index on 
the pin that indicates on a scale the 
diameter of hole in a watch jewel. 

jewel pin. See ROLLER JEWEL. 

jewel-pin setter. A device for holding 
and applying heat to the roller 
table of a lever escapement, to 
soften cement while replacing or re- 
setting a roller jewel. 

jewel pusher. Set of punches of as- 
sorted sizes, made of 
soft metal, for remov- 
ing jewels from watch 
plates and bridges. 

jewelry (jew’ell-ri). Jew- 
els collectively, as ‘a per 
bride’s jewels”; orna- Pusher 
mental substances in mountings; 
gems or ornaments prepared or 
sold by jewelers. 

jewelry findings. See FINDINGS. 

jewel-screw  countersinks. Sets. of 
small flat-bottom recessing mills 
with centering pins, for cutting 
sinks intersecting a watch plate and 
jewel setting, to hold screws fasten- 
ing setting to plate. 

jewel setting. 1. A metal ring in which 
a hole or cap jewel is set by bur- 
nishing the corner of the jewel seat 
over the edge of jewel, the outer 
edge of the setting then being 
turned to fit a recess in a plate, 
bridge or cock of a watch or clock. 
2. The operation of setting jewels. 
See JEWELING. 

jewel tweezer. A tweezer with a de- 
vice for locking its jaws in place 


Jewel Tweezer 


to hold watch jewels without slip- 
ping, with recesses in the jaw tips, 
used while cleantng gems to avoid 
risk of losing them. 

(To be continued next month) 
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Precious Colored Stones 





Belong in Your Stock! 





Never have colored stones been so widely sold 
in this country as in the last three years. The 
public has taken quickly to dazzling, many-colored 
jewels set in gold: That is why they belong in 
your stock! 


Today enterprising manufacturers have built 
thrilling lines of jewelry in Rubies, Fancy Colored 
Sapphires, Star Rubies and Sapphires, available 
in price ranges never before dreamed of, making 
them accessible to every store in every town 
throughout the country. 


Ask your supplier about PRECIOUS colored 
stones. He will tell you how these lovely gems 
can enlarge your business, give your customers 
better value, and assure you bigger profits for 
the same volume. Whether he shows you Icose 
stones cr mounted pieces, he can discuss with 
you the possibilities of a permanent gem-stone 
trade for now and for the future. 


Definitely, PRECIOUS cclored stones belong in 
your stock! 


Harold Cohen 


IN THE BRITISH BUILDING OF ROCKEFELLER CENTER 
620 Fifth Bvenue 


all 























ye OVIE stars and night club singers are wearing big jewels like these—big aquamarines, 
big topaz-quartz, big amethysts. If it’s in a pendant, a broach or a bracelet, any one 
of these Brazilian stones must weigh 100 or more carats—otherwise, under modern standards, 
it’s almost “small.” In addition to being huge, these gems are mounted distinctively in two 
or more tones of gold and trimmed with small, round colored stones in graduated size, calibre 
rubies, emeralds, sapphires and garnets, and—-sparsely—-with diamond melee. The designs, 
created especially for this page by Sol P. Kaufman, of 562 Fifth Ave., New York, design con- 
sultant, show the “Big Modern” trend in half a dozen treatments. The aquamarine indicated 
for the bracelet measures about 25 by 36 mm. and weighs some 125 carats; even the emerald 


cut stone in the earring at the bottom scales some 15 carats. The broach at lower right has 








an interesting feature in the way part of the gold ribbon is curled over the front of the gem. 
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To offset the loss of 


our cheaper 





qualities 
of Orienta Cultured 
Pearls thru stock ex- 
haustion, we are mak- 
ing up a fine quality of 


artificial indestructible 





pearls, as listed in a 
new special catalog. If 
you have not received 
one of these, kindly 
advise us and same will 


be sent promptly. 








Mounted in 14K Gold or Platinum 


tl Pik owe bry 








Orienta Cultured Pearl Necklaces 
from $25.00 up. 


Diamond and Cultured Pearl 
Rings from $20.00. 


Orienta Cultured Pearl Earrings, 
14K mtgs. from $8.00. Finer 
qualities to $400.00. 

Gent’s Dress Studs. 14K mtgs., 
from $4.00. 
14K Brooches and Bars from 
$10.00. With Sapphires and 
Zircons from $18.00. 

In ordering, always designate the 
range of price desired 


Catalog on Request 














A New Wedding Rin 


As Christmas Gift 


Holiday season is found the best time 
to interest husbands in giving 


their wives a fine. modern band 


HE Christmas season is the time when the jeweler 

can sell wedding rings for married women. That 
is the center of a campaign used by Samuels, San Fran 
cisco and Oakland. 

This firm has found that a well-organized appeal, 
based on the correct psychological approach, can be 
brought to a climax at the Christmas season along the 
line of new wedding rings for women “who've earned 
a finer ring.” Many couples start out in wedded life 
with a ring costing less than $100. As the home is 
established and money goes into the bank, it is possible 
five, ten or even twenty vears later to sell another 
wedding ring—a finer ring at 4100 to $500 or above. 

Some jewelers utilize the situation on the basis of 
“anniversary rings’ —that is, they keep records of dates 
of weddings where they have sold the ring and follow 
this back five or more years later with the thought of a 
better ring. 

This method is also used to some extent by Samuels, 
but they have found that best results are obtained by 
promoting the new wedding ring as a Christmas rather 
than an anniversary gift. 

Results are better, their findings show, and promo- 
tional costs are lower for the reason that a more in 
tegrated ca:npaign can be staged than where the jewel 
er finds it necessary to follow back on the individual 
anniversaries—although this is done in cases of cus 
tomers of long standing who have continued to make 
purchases at the stores after their marriages. In these 
cases the records are clearer and the follow-up job not 
too complicated. 


But the average person is more like ly to celebrate 
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Nobody Has Ever Seen More Beautiful 
Wedding Rings Than These at Samuels 


here s noun she U appreciase more » 


Lip dey ge meen at ine nls ong 


UELS 
we 


Market Street (apport Powell) bar Prince 
Broadway of Seveoteeath, Oakland 





Samuels advertises thus during De- 
cember, stressing: ‘They're for mar- 
ried women—for women who've 
earned a finer, more beautiful, more 
modern ring. In addition to this 
half-page ad, promotion includes a 
letter to established men customers. 


Christmas with the expensive purchase than an anni 
versary date. Unless the man has become more pros- 
perous than the average during the course of the years 
(and few do) he will hesitate a long time before invest- 
ing several hundred dollars at the anniversary date. 
But Christmas is another story; he already plans to 
spend a goodly amount on his wife’s present and_ this 
will in almost every case constitute a substantial down 
payment on a wedding ring. 

Hence, the chances of making the sale are better. 
And that is the way the store must look at it in order 
to realize the maximum from promotional expenditures. 

There are two methods which Samuels uses in con 
nection with anniversary rings as Christmas presents. 
Kirst. the established customers; these are contacted 
late in November by mail with a personal message 
which asks each whether or not he has as vet thought 
of a gift for his wife and presenting the thought that 
the most beautiful and thoughtful present would be the 
purchase of a fine, original creation bespeaking volumes 
of appreciation. 

Secondly, Samuels uses at least one half-page ad dur 
ing the Christmas season. This, too, carries forward 
the thought of anniversary rings for married women 
who've earned a more modern ring. 

In every promotion so far, good results have been ob 
tained. The average man or woman does not think of 
the idea of giving or receiving a wedding ring for a 
Christmas present—-yet as last year’s ad pointed out 
“there's nothing she'll appreciate more as a Christmas 
gift.” It is, therefore, up to the jeweler to call this fit 
ting and sentimental idea to the attention of the public. 
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Record-Breaking Fall 1942 


MAGAZINE CAMPAIGN 


Builds Extra Diamond Sales and Profits 
for Authorized Keepsake Jewelers! 



























@ 17 LEADING MAGAZINES @ 42 INSERTIONS 
@ 14 COLOR ADVERTISEMENTS @ 296,287,000 READERS 







Thousands of requests are being received for the 
Keepsake Book, ‘’The Etiquette of the Engagement 
and Wedding” and the special supplement, “War- 
time Engagements and Weddings.” By means of 
these inquiries, interested diamond prospects are 
sent into the stores of Authorized Keepsake Jewelers 
all over the country. 













The Keepsake Merchandising System is complete 
in every way and includes window displays, news- 
paper advertising, radio transcriptions, bus cards, 
movie trailers, direct mail pieces and many sales- 
clinching ideas that have doubled and tripled 
diamond sales for Authorized Keepsake Jewelers 
who cooperate fully with the entire program. 


‘ 











This color advertisement appears in the October 5 issue of 
LIFE. Other insertions for Fall are in August 31, November 
2 and December 7 issues. 


A. H. POND CO., INC. 
214 S. Warren St., Syracuse, N. Y. 


Fifty years of Service to the American Jeweler — 1942 
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Louis Gurfein & Son 


608 5th Ave. 


WE carry a complete line of 
Round and fancy shaped Dia- 
monds in all sizes. 

Memorandum selections submitted 
upon request. : . : . : 
Advise us of your needs... 


We are also purchasers of 
second hand diamond jewelry 


DIAMOND IMPORTERS 
AND CUTTERS 


PHONE MEdallien 3-4822 


Chicago Representative: Mr. George Pilzer, 31 N. State St. 


New York City 
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STYLE SIMPLICITY REQUIRES JEWELS 
(From page 49) 


Don’t forget that chatelaine watches are as good now 
as they were 30 years ago; that gun metal chains can be 
stretched across from lapel to lapel, lanyard fashion; 
that the opals, amethysts and jet pins and rings are in 
high fashion again. Gold earrings chased in_ black 
enamel, pearls—of all colors—colored diamonds and 
less expensive gem stones are all in vogue. 

Also there will be many stores that will do as they 
did in both New and Old Bond Street in England- 
advertise for jewelry which will be remounted, remelted 
and thus help to keep a supply of merchandise in the 
store. 

Simple suits, coats and dresses with no fuss, frills 
nor feathers at the neckline demand jewels and it is 
certainly very foolish not to take advantage of a fashion 
made to order for the jeweler. 

There is still an ample supply of metal jewelry for 
fall deliveries—-silver—gold plated—gold. 

Costume jewelry of the better class is more beauti 
fully designed and fabricated than ever before. Pearls 
have never been as popular, and several strands are 
worn in graduated shortened lengths—a new pearl 
choker which comes high on the throat is draped rather 
than stretched tightly. 

There are important necklaces of strands of coral, 
turquoise and amber. Amber is certainly available in 
quantity and makes very handsome and effective jewelry. 

Large rings continue in favor as do huge bracelets and 
the less expensive gem stones. Topaz quartz, amethyst, 
aquamarine, tourmaline, turquoise and jade come in 
gargantuan chunks that are carefully cut and beautifully 
mounted with accents of diamonds or contrasting emer- 
alds, rubies and sapphires. 

The new color winter blue is a true sapphire and the 
woman who possesses sapphires and diamonds will find 
in them a stunning combination in color harmony. 

Many women are wearing red, white and blue jewels 
for an obvious reason. There is a ruling against the 
wearing of the actual insignia denoting rank, for Army, 
Navy, Marine and Air Force, but there is no end of 
beautiful military jewelry inspired by the insignia of 
the branches of the armed forces. 

Compacts of metal are out, but wood, glass and plas 
tics that are not on priorities will take their place. 

There will be very little formal dressing for fall. 
Gentlemen will not wear white ties during the war. 
This is an old unwritten law—therefore ladies will wear 
a covered-up evening fashion—all shoulders covered, 
few low decolletages, bracelet length or long sleeves, 
and skirts will not trail. Clips are worn at the base 
of bracelet-length sleeves as well as at the neckline 
and pairs of bracelets are still smart. 

It is certainly a sad note that jewelers who have 
always lacked the faith in necklaces to make them a 
general fashion, find this season that almost every dress 
cries out for a necklace and every jeweler’s stock is 
short of them. 


Photos on pages 48 and 49 from Jewelry Industry Publicity 
Board. All jewelry from Oscar Heyman & Bros., Inc., except 
lower left, page 49, which is from Amber Mines, Inc. 
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Established 1866 


eM (Kelhin x((@ 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 





Cutting Works: 


64 West 48th Street 23 Holborn Viaduct 


























Dreaiihle at aff times... 


@ in a wide range of sizes and prices 


















































Emerald Cut and Marquise 
DIAMONDS 


STAR SAPPHIRES 


RUBIES ° STAR RUBIES 
SAPPHIRES CAT'S-EYES 
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EMERALDS ° PEARLS 


We are in the market for Diamond Jewelry and can offer good prices on 
any small or large pieces which your customer may desire to dispose of. 


+ JEROME RICHHEIMER 


608 FIFTH AVENUE NEW YORK 
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Genuine “Trublak”’ 


TRADE MARK 


BLACK 
) ONYX 


RINGSTONES 


ANY SIZE + ANY SHAPE 
ANY QUANTITY’ 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


Solid all through Black honey-dyed color, su- 

perb finish, accurate uniform size, unqualifiedly 

and permanently guaranteed. None finer made 
anywhere. 


Adolf Meller 
Company 


Operating 
America's First Complete 
Cutting Plant for 
Black Onyx & Synthetic Ringstones 


400 Charles St., PROVIDENCE, R. |. 


Vinimum quantity required per size 
and shape... 300 pieces. 


NO JOBBING ...NO RECUTTING 
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U. S. WATCH INDUSTRY NEEDS 15 TONS OF METAL 


(A brief prepared by Calvin M. Kendig, president of the 


American Jeweled Watch Manufacturers’ Association.) 


OVERNMENT agencies have suggested limitation 
ie of manufacturing by the American jeweled watch 
industry solely for the requirements of Army, Navy and 
Air Forces. 

It would be a grave error to disregard the watch re 
quirements of nurses, doctors, air raid wardens, airplane 
spotters, railroad trainmen and transportation workers, 
plus the additional millions engaged in war production, 
as well as other civilian defense activities, for the fol 
lowing reasons. 

It is estimated that at least 8,000,000 watches—and 


possibly a great many more—will be required for: 


Army Source 
Men in service May 1.. 3,600,600 Office of Facts and 
Number eventually wanted 7,000,000 Figures 
Navy 
Men in service August 1 600,000 Public Relations 
Number eventually wanted 1,000,000 Office of U. S 
Navy 
All Forces 
Men in service May 1 750,000 Office of Facts and 
Number eventually wanted 2,000,000 Figures 
Doctors 
Number in United States 160,000 Medical Directory 
Number in armed forces 2,000 American Medical 
Ass'n 
Number eventually wanted 52,000 American Medical 
Ass'n 
Nurses 
Number in United States 100,000 National Nursing 
Number in armed forces 80,000 Council for War 
Number eventually wanted 200,000 of American 
Nurses Ass’n 
lir Raid Wardens 
Number in U. S., June 1 1,636,529 Otlice of Civilian 
Number eventually wanted 3,000,000 Defense of 
United States 
Other Civilian Defense 
Number in U. S. June 1 3.614.761 Office of Civiliat 
Total eventually wanted 5,000,000 Defense of 


United State 


Trainmen and Transportation 


Workers 
Total in U. S. end of 1940 1.045.738 Interstate Com 
merce Commis 
sion 
Probably employed now ; 1,145,738 World Almanac 


.11,359,028 (now) 
19,397,738 (eventually needed) 


Grand Totals 


Excluding timepieces required for civilians in indus- 
try. there will be more than 19,000,000 persons engaged 
in the above necessary services, and the American watch 
industry is capable of supplying less than 10 per cent 
of them with timepieces, as shown in the following: 

The total number of jewelled watches made in the 
United States and imported from Switzerland during 


the year ending Dec. 31, 1941, were: 


1941 American manufacture (approx.) 2,500,000 
1941 Swiss imports (approx.) ‘ 4,500,000 
TOTAL ; . 7,000,000 


Because the American watch factories are already 
utilizing all their equipment that can be converted for 


the manufacture of time fuzes and aviation instruments, 
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their potential production of watches for 1942 has been 
reduced from 2,500,000 to possibly 1,500,000. 

Further, the quota established by the Swiss Govern 
ment for Swiss watches to be exported to the United 
States in 1942 has also been reduced—from +,500,000 to 
3,200,000. The result is: 


1942 Estimated American manufacture 1,500,000 


1942 Swiss imports + 200.000 


TOTAL 1.700.000 
Thus: Number of watches likely to be required S000,000 
Number of watches likely to be availabl LTO 


A SHORTAGE OF 3,300,000 WATCHES 


This shortage will only be felt a year from now. When 
watches broken in foreign lands and destroyed in use 
must be replaced, how are you going to replace them? 

It must not be overlooked that the total of 4,700,000 
watches “likely to be available” includes watches that 
have not as yet arrived from Switzerland. Imports may 
be cut off at any time by our enemies. The United States 
has no control over these imports. The Axis has com 
plete control. Switzerland is dependent upon the Axis 
for fuel, material, and for its very subsistence. These 
imports may be cut off by the Axis at any time chosen 
by the Axis, the same as the Axis cut off the supply of 
industrial jewel bearings. 

The American jeweled watch industry at its best can 
not produce the number of watches required. 

England and Russia have been vainly endeavoring to 
place orders for watches with American watch manu 
facturers because they have not been able to get them 
from Switzerland and there are no facilities for pro 
duction of watches in England. Therefore, it would be 
dangerous to dissipate the already limited American 
watch industry. 

The Army and Navy have ordered only a limited num 
ber of watches. The workers in the American watch in 
dustry would have to be discharged when these orders 
are completed. It would take from one to five vears to 
again organize, train and develop workers so that they 
would have the experience to replace those who had 
been dispersed and had taken positions in other indus 
tries (where the salaries were just as good and the 
work less tedious ). 

Seventy-five per cent of those employed in the jeweled 
watch industry are girls especially trained in the han 
dling of small parts with tweezers and screwdrivers, and 
in the use of microscopes. There is no shortage of female 
labor in other industries. Therefore, these girls can con 
tinue to work in the watch industry without harm to 
the national war effort. They are not needed elsewhere. 

A great number of workers in the watch manufactur 
ing industry are now being used in the manufacture of 
industrial jewel bearings, which are vital for Army 
and Navy aircraft instruments as well as for othe? pre 
cision instruments required for the war program. As 
fast as the industrial jewel bearing machinery is set up. 
these workers are being trained in the manufacture of 
jewel bearings. Only those workers who are too old or 
haven't the agility to acquire the skill necessary in the 
making of industrial jewel bearings will be retained on 
the watch movement production. 


Approximately 98 per cent of all jeweled watch move 
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Whitlau- 
Brothers. 


Importers 


of 


Diamonds 


in all 


3 2 3 


and 


SHAPES 


Memorandum Selections Upon Request 
































Also 


Fine Diamond Jewelry 
occasionally purchased 
at Sacrificed prices. 








WHITELAW BROTHERS 


Diamond Importers & Cutters 


tO WEST 48THSELN.Y.C. BRYANT 9-OL) 4 





























ments are wrist watches. and approximately 50 move 
ments weigh a pound. The following is an analys’s of 
the critical material used in maintaining the already 
limited production of 1,500,000 watches per year: 


Coppet S50 short tons 
Zine 4.25 short tons 


5 short tous 


TOTAL Lo short tor 


Continued production by the American jeweled watch 
industry at its present rate will not interfere with the 
war effort because all available equipment and converti 
ble machines in the watch industry are already being 
used in the manufacture of time fuzes, munitions, parts 
and aviation instruments. 

1. Since it is an acknowledged fact that watches and 
replacement watches are required for the armed forces 
and the various services set forth above; 

2. Since the quantity of imports from Switzerland is 
not sufficient and, furthermore, the continuation of such 
imports cannot be guaranteed; 

3. Since there is no shortage of labor that is being 
used in this already limited industry and since the labor 
that is required is not the type that can readily be trans- 
planted to other war industries ; 

t. Since the amount of essential material required 
to keep production at the necessary levels is infinitesi 
mal; and 

5. Since the dispersal of the organizations compris- 
































ing the industry would not only delay the production 
of industrial jewel bearings but would seriously hamper 
the production of any watches; 

Therefore, it is important that the American jeweled 
watch industry be maintained. 


SELLING MORE ANNIVERSARY GIFTS? 


(From page 52) 


good health conditions that aside from separation or 
divorce they are almost certain to celebrate their 10th 
wedding anniversary, they have a very fair chance for 
a 25th anniversary, and a chance far from negligible to 
live to their 50th anniversary. The average bride and 
groom of the present time can anticipate many years in 
which to enjoy each other's companionship. Aside from 
the more personal aspect of this result of the improve 
ment in mortality, there is an accompanying social benefit 
in the general postponement of the period of widowhood 
for the surviving partner. Also, with a reduction in the 
proportion of marriages terminated by the premature 
death of one of the partners, there results an important 
reduction in the burden of orphanhood which the com 
munity in one form or another has to bear. Whether the 
matter is viewed from this broad social point of view or 
in the narrower personal aspect of the bridal couple, 
these benefits are clearly ascribable, in large measure, to 
the advances in medicine and public health which have 
so greatly added to the expectation of life of the indi 
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Importers and Gutters of 


48 WEST 48TH ST. 


DREHER BROS. 
ano WIDER 


Precious and Semt-Precious Stones \ 











AVAILABLE 
FOR 


SIDE LINE 


Salesman now representing a highly succes-- 


ful manufacturer's line to the jobbing trade 
in metropolitan area—-seeks side line—prefer- 


ably of watch straps gold rings or jewelry. 


Normally this additional line would be un- 


necessary—but due to priority curtailment 


the firm he represents is unable to ship the 


full quota of his orders. 


Twenty-five years’ selling experience in this 


area—devoted mostly to outstanding lines 


\ likeable character .. . friendly with all his 


contacts ... and above all a producer. 

This advertisement is being published with 
the full knowledge of his firm. 

Kindly address replies to: 


BOX 2541, care 
JEWELERS’ CIRCULAR-KEYSTONE 
100 East 42nd St. New York, N. Y. 
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| Exguisite Gomi- Precious 


Jewelry—especially designed to increase store traffic. Hollywood's ac- 
ceptance of fine colored stones has become a nation-wide trend, prov- 
ing a worthwhile source of additional business to our dealers. 


In addition to these glamourous RINGS, we create and carry in stock 
individually designed, matching CLIPS, PINS, BANGLES and EAR- 
RINGS. 

start your cash register ringing 

Write to-day for full information 


Jew Ritz-Wol er — 


IMPORTERS OF PRECIOUS AND SEMI-PRECIOUS STONES 
CREATORS OF DISTINCTIVE JEWELRY 
220 W. FIFTH STREET LOS ANGELES. CALIF. 
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Few gems present the exquisite, 
vari-colored brilliance of the 
opal. Fiery reds, icy blues, and 
scores of other brilliant colorings 
are reflected in this gorgeous 
stone. These beautifully de- 
signed rings are truly indicative 
of individual Church designing. 
Some styles are made in 10 Kt., 
others in 14 Kt. gold. 

2486 


CHURCH « COMPANY 
NEMLIS META THEI al Gana its 
Iph 
336 MULBERRY ST. 440 NEWARK, N. J. 
West Coast — G. H. OTTO 209 POST ST. SAN FRANCISCO 
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vidual, and through this to the anticipated vears of mar 
ried life of each bridal couple.” 

These statistics point out that now, more than ever, 
jewelers’ wedding business doesn’t stop at the wedding. 
Each wedding anniversary is a gift occasion. Thus for 
every wedding there are dozens of wedding anniversaries 


more than before. grist for the jewelers’ gift mill. 


PRICE-GROUPING SPEEDS CHRISTMAS SALES 
Grouping items at $25 and under by price proved to 
be an efficient set-up for Christmas selling last vear at 
Morgen Jewelry Co., San Francisco. 
enabled the 


store to speed up customer service with less clerical 


This accomplished two results: (1) It 


assistance; (2) it enabled the store to make more sales 


| per shopper, materially reducing walk-outs which are 


often a Christmas problem with the jeweler. 

Basis for such grouping was that the average Christ 
mas shopper predetermines the price he or she is willing 
to pay for a gift for each name on the Christmas list 
even more than the actual gift itself. While they may 
have some idea of the gift they want to purchase, they 
always have a definite idea of what they are willing te 
“Unele Phil,” ete., and 
switch from gift but seldom from price within a certain 
This is true of the if not the 
shoppers. 

The 


groupings as follows: 


spend on “Aunt Emma,” will 


range. “mass” “class” of 


store, therefore, made a set-up of four price 


*5 or less, $10 or less, $15 or 
less, and $25 or less. Inconspicuous and dignified signs 


directed trafic to the groupings. 


Such items as cigarette lighters, musical powder 
boxes, and costume jewelry were shown in the first 


group; artware, pen and pencil sets, electric clocks in 
the second; electric razors, dresser sets, diamond crosses 
radios, watches. 


and chains in the third, and toasters. 


ete.. in the fourth. The same sort of gift extended from 
range to range, many appearing in two or three of the 
set-ups according to price. 

This 


newspaper advertising by using boxes within some ads 


idea was also carried out to some extent in 
which listed items within one of the four groupings. 

As far as trade-up is concerned, this store did not 
find it difficult to develop on the basis of the groupings 
whenever it was apparent that the individual could be 
traded up. Furthermore, item-comparison was handled 
effectively in this groupings arrangement. 


The 


Christmas between the hours of 11 a. m. 


same store staved open one Sunday before 


and + p. m., 
and used both newspaper and direct mail to announce 
With 


conditions, this service was appreciated by many cus 


this Sunday plan. longer hours and other war 


tomers and was well worth the extra cost to the store 
as this brief period on Sunday developed as much busi 


ness as any week-day during the last part of the season. 


WHEN THE PRESSURE of Christmas comings and go 
ings gets really hectic, you might do what several de 
partment stores have for many rushed seasons. Set up 
a clock and each day move the hands so that the cus 


, tomer reading the legend knows “Gifts left with us for 


| engraving today will be ready” at the date the hands 


shew! 
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IDEAS... 





i ew THAT IT’S time to plan for Christmas, why 
don’t you ready a series of heart-moving windows 
around this one theme “These Above All... to show 
your devotion” and allot one window to each of the fol 
lowing: to show your devotion to your man in service, to 
your wife, to your husband. to your children, to your 


> 


parents, ete.: 
7 * 7 

For A REALLY dramatic window or counter, try as 
sembling rhinestone pieces about the one word “Star 
dust 

* * ~ 

Wuen THANKSGIVING is nigh, you can tie the sig 
nificance of the holiday to present events by arranging 
a stamp and war bond window. On a low table, set 
your best or most popular service with appropriate 
center piece but sprinkle stamps and bonds on the cloth 
and serve them on the plates. The card might well say. 
“This Thanksgiving, Assure Another in America.” In 
this way, you can promote the sale of bonds and stamps 
while putting vour own best foot forward. 

* * * 

HaLLowr’eNn 1s coming, too, and if you have ever 
been worried by pranks vou can look for even more in 
this tense time when people seek an outlet. A Clarks 
ville, Tenn., store has for three years, and will again 
this year, turn a nuisance into an asset. The establish 
ment offers a prize of 45 worth of merchandise to the 
boy or girl who makes the best “soap drawing” on the 
windows on Hallowe'en night. Perpetrator of the 
masterpiece proves creation by putting his initial be 
side his handiwork on the glass and by turning a pencil 
drawing of the work in to the store next morning. The 
owner reports that neat drawings turn up, aggravating 
smudges are absent and the local newspapers give lots 
of publicity space. 

* * * 

Turee “pays” are looming around which you can 
patriotically arrange stamp and bond displays using 
the same materials. Navy Day is Oct. 27, and Oct. 28 
is the anniversary of the unveiling of the Statue of 
Liberty on Bedloe’s Island in 1886. Armistice Day is 
Nov. 11. Before a small figure of each a soldier, a pilot, 
and a sailor reel out an undulating sheet of paper with 


the following: 


WHAT YOUR WAR SAVINGS STAMPS AND 
BONDS WILL BUY 


The Army $85 Torpedo boat signal flags set 
10¢—One set of insignia $243.50—Radio receiver 
25¢--1 doz. bandages $275--2 depth bombs 
$1--One arm splint 


$6—One anti-tank shell The Air Corps 


$370 gh bed: ae ne ee 
$15 ane . Or e ‘ : = $1.50-—1 pr. flying gloves 
baat 1e pontoon bridge $5—First aid air kit 
a ‘ $150-—-1 parachute 
The Navy $3,400-—1 aerial camera 
50¢-—-Fuel for a mile for a de- $50,000-—-1 pursuit plane 
stroyer $150,000—1 2-engine bomber 


$5—-One life ring 
For Navy Day use the slogan, “Salute the Navy on 
Its Day for the Statue of 


Liberty unveiling anniversary, “Let’s Keep Her In 


Buy Bonds and Stamps”; 


the Clear Always—Buy Bonds and Stamps.” For 


Armistice Day, “To Speed the End of This War!” 
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NCS 


Wadswor 


The precision styling. the famous durabil- 
ity of Wadsworth watch cases have the 
unqualified endorsement of those whe 


appreciate supreme craftsmanship. Profit 
by this demand for Quality. Teday more 
than ever before .. . Watches in Wads- 
worth Cases mean more Sales Appeal . . - 
mean more Sales for YOU. 


Offices 
New York, 630 Fifth Ave. 
Chicago, 35 East Wacker Drive 


adsworth 


THE WADSWORTH WATCH CASE CO., INC., DAYTON, KENTUCKY 
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MATCH BOOK ADS FOR WAR WORKERS 
(From page 43) 
| which is disclosed when the flap is opened to take out 
| a match. Here the copy reads: 
Stop-Looh 
Here is $1.00 
This cover will be recognized as $1.00 toward the 
purchase of any article priced at $10.00 or more except 
price-fived merchandise 
at 
Bernard & Grunning 
“Better Jewelry” 
108 Baronne St. 
New Orleans, La. 

Approximately 10,000 books per month are distrib 
| uted, and the cost is only $2.75 per thousand, which, as 
| Mr. Grunning says, ‘makes a satisfactory way of saying 

hello to a lot of _ ential customers without costing much 
| money.” Certainly 4 $27.50 per month is a decidedly mod 
est budget for keeping the store constantly before thou 
sands of well-paid war workers. 

The eating places are given only about a week's sup 
ply at a time so as to maintain interest and avoid having 
in any one place big stocks that might be put away and 
forgotten. Under this plan the proprietors are looking 
for them when they arrive, and put them right to use. 

The store has not been able to keep any precise figures 
as to the exact amount of business traceable to this 
source, since many of the customers who are brought to 


a cae the store by this advertising do not turn in coupons. 
"A v . 7 . : 
“i! of ‘ak ‘en the 


Some them, however, speak of having seen 


wl y SSTHM matches, and there has been a steady and growing influx 
Oo ( v7 of new customers who are obviously war industry work 
ae ' a) ers and whdse coming in must be largely due, the com 
p pany believes, to this special advertising. 
We Have Swell Bait Whatever the cause, Bernard & Grunning has cer 
tainly been doing a fine business with war workers, and 
* inasmuch as this is the only advertising which they have 
And A CTeyeye line oO aimed at that market, it seems reasonable to attribute at 
least the bulk of this business to it. 


The idea is well worth consideration by jewelers in 


2 Our Prices Are Right [i . aint hnsenieHEt 
So Fishing ES Fine! . ARRESTING CHRISTMAS WINDOWS 


( I rom page 15) 


ee a ae aw: Q by Anderson Bros., Lubbock, Tex., and included crystal 


S48 Ww 557aBw © 557HW CO goblets and a silver service. Large silver candlesticks, 
bouquets and holly and a section of organ pipes in the 


ae . “ center of the window, lent character to the Christmas 
Nat: Nay 7 display. 

Pe 278 Ss aaa (6) Bell as the top of the window, agitated by an 

We Ss electric motor, arrested the attention of passers-by for 

Stone Bros., St. Louis, Mo. The window featured “ideas 


for women’’—watches, necklaces, bracelets and pearls 





on white cylindrical display fixtures. 
(7) Red, white and silver, applying not only to the 


Kushner & Pines, Inc. decoration but also to the merchandise, made the Dia 


mond & Art Shop Corp. window at Wichita, Kas., com 


Makers of Distinctive Mountings pelling. The background was a white cellophane curtain 
Refiners of Precious Metals hung over a_ white silk crepe curtain in multiple folds, 

: and a large wreath made from red cellophane dominated 

21 West 46th Street - New York City the center. Main emphasis of the display was on silver, 


with crystal base lamps receiving secondary emphasis. 


~l 
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EXTRAORDINARY WATCHES for 
| These Days of Critical Action... 


RACINE Waterproof WATCHES 
Berd, PAUL de URIES 


e Waterproof, non-magnetic GALLET 











neat ao 535 FIFTH AVENUE 
} e Glacidur Balances; NIVAROX Hair Springs 
e Models for Men, Women, Doctors, Nurses NEW YORK 


Write for FREE Catalog JEWELRY ESTATES 


Peseeene ee eee ee eee ee eee eee e888 8828 


~ 


paper BOUGHT PURCHASED 
' 20 West 47th Street. New York : 
. SILVER 
Se WANTED 
ADDRESS - 
' 





asses eee ee eee eee seea eee! Oe eee 


FOR OCTOBER, 1942 73 


of Milner offers 








jy EESSSS See ? Pa ean +e a 
| bebe de, <<< a ii : . : Praha deadeleoes 
bs : : 


re) xaeee ss ; ; se 


= nase 





THE JEWELERS’ CIRCULAR-KEYSTONS 

































mz sie 4 





JOSEPH A. STARKS, Philadelphia MORRELL G. BALDWIN, Philadelphia 
Purchased from Creditors’ Committee in U. S. Retired to aid his country in War. 
District Court. A Gemologist of note, member of Gemological : 
Society of America. ; 
Acknowledged one of the finest stocks of artistic eer . eer . : 
; Carried a choice stock precious and semi-precious 
‘ diamond and precious stone jewelry. stones. 
We Offer This Merchandise Together with Stocks Purchased from Other Distress 
Sources in Large and Everchanging Variety. 
ad 
1. Solita re, 7.98 cts erfect, fine cut and col 1 BB... Sta re Cast 
nificent brilliance Irid. plat. mtg. with 2 bl ul nd lust it 48 cts., set in it plat. with 20 hag 
shaped gem diamonds 6 cts $17,500 ind tanere ette diamonds 
Mt Vcséraid Gut tiemond, 246 cla... aond colar, conaidl Bas Cockts met. oflective 
ibly imperfect Irid. Plat. mtg haguette diamonds autifu itched rienta 
$3,000 liamond $80 
3 13. Aq marir ¥ 
e Solitaire, 7 ts., perfect, well made. Irid lat. mtx mounted it Ww i w “it 
baguette diamonds 5 st dia nds 1 
4. Marquise diamond 1.9 cts good r and uA. Solitaire 
clear Irid. Plat. mtg baeuette diamonds. $1.5 mounted 11 ar 
5. Cockta ng, modern motif—the jeweler’s art at it 15. < Solitaire t 
hest set in Irid. plat with ¢ round and 24 haguette t with 4 vuett and 
diamonds, perfectly matched, of superb qualit 16. ‘i 
; 6. ( at’s eye ring, about 5 cts., fine, prominent eye, be ‘ set in fisht 
; tifully set ia Irid. plat. with 14 baguette diamonds, $1 it ~ae nds. $ 
te Gold and irid. plat. bracelet of unusual charact 17. rt <4 * , , 
design, set with 87 round and ¢ aguette diamonds ente Amon ; and i Pye 
} 19 rved genuine rubies Can be worn as < ae . : | ™ : : : _ 
; bracelet separatel $2,000 18. Gold nd ir plat o. , t gracef 
8. Bracelet of exquisite pattern, set in irid it. w ron ye $16 “oils 
4 large marquise, 8 baguette 68 round diamot me 
genuine faceted and cabachon rubes. $5.00 19. Diamond pS Sateen od tyra teh 
havuette amonds, heautif ntr ‘ 
% Gold ckt l rir ' err race set with —_ nd 4 «en 1 get 
ind 4 baguette diamonds. embellished with sw 2 cine cul 
enuine rT ) sare sak, aie 
10. Twit sapp € rir ger riental Sapy Ss set — 4 
in irid. plat with I nd baguette diamor 21. Gold wrist watcl t tt ment st 
Artist ill nce 1 1 pertect execut s + witl 4 t t ir Alr ? 
pal 
j ALT. PRICES KEYSTONE AND DO NOT INCLUDE FEDERAL TA‘ 


A RARE OPPORTUNITY TO BUY 
“THE STAPLE OR UNUSUAL IN JEWELS" Below Replaceable Value 


Write or Wire for Memorandum Selection. 
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Houvre of Milner 


DIAMOND MERCHANTS 
Wholesale Jewelers 
728 SANSOM ST. PHILADELPHIA, PA. 
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Klevator Gives 


Silver a Lift’ 


I’ there are any benefits in present war conditions, 

one is the fact that the situation is teaching jewel 
ers to make better uses of their stores as “‘selling tools.” 
according to Louis Hausmann, president of the Haus 
mann, Inc., jewelry store in New Orleans. Early this 
year Mr. Hausmann started a store-improvement pro 
gram, under which every inch of useful display space 
that formerly went to waste is now doing its job. 

Typical of the program is the novel display pictured 
on this page—a complete selection of sterling flatware 
patterns which ride unceasingly up and down between 
the first and third floor of the Hausmann store around 
the walls of its passenger elevator. The 30 patterns. 
as shown, are all labeled and exhibited on white satin 
backgrounds, and consist of a knife and fork accom 
panied by a small plate which gives the name of that 
specific pattern. The display is keyed in closely with 
a similar showing in the front store windows, so that 
the customer who comes in and goes upstairs to one of 
the upper floors actually is exposed to the same pat 
terns twice. 

The display pads are stationed around three sides of 
the elevator by invisible wire drawn through ventilat- 
ing perforations in the steel sides. The selling idea is 
simple; for example, when a customer enters the eleva- 
tor to go to the gift shop on the second floor, she is 
likely to say, “Oh, isn’t that a pretty pattern.” This 
gives the elevator operator, specially trained to recog- 
nize such opportunities, a chance to say “I'll be glad 
to have our Mr. —— show that pattern to you if 
vou wish.”” Many customers accept the suggestion, and 
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Hausmann customers get a double 
look at 30 sterling patterns. One 
show window displays a panel con- 
taining that many knives and forks. 
This, of course, is fairly traditional. 


But the showing in the store's eleva- 
tor is ingeniously unusual. The same 
30 patterns are exhibited on the ele- 
vator walls, each pattern labled with 
its name and the name of its maker. 





return to the first floor where they can be taken to the 
standard flatware display cases, and shown more com 
plete place-settings of the pattern involved. 

Such instances occur several times a day, and al 
though how much actual sales benefit has been derived 
is dificult to estimate, Mr. Hausmann is confident that 
it has materially advanced sales. “For one thing, it 
helps to sell the very people who come in to buy gifts 
for friends.’ Mr. Hausmann said. “We have noted 
several instances in which a customer buying bridal 
shower merchandise became fascinated with a pattern 
shown in the elevator, asked to see it, and wound up 
buying the pattern for her own use later on. In other 
cases, the patterns have appealed to women who can 
fill in their own sets with a pattern closely resembling 
the original, and who are always on the watch for such 
a design. There are dozens of flatware prospects pass 
ing through the elevator daily, and we think that this 
display gives us an opportunity which the regular de 
partment does not have.” 

The flatware display pads are changed frequently. 
to insure their fresh appearance, and whenever a new 
pattern is received it is placed on display here as well 
as in the front window. When the plan was first put 
into operation, Mr. Hausmann considered covering the 
pads with glass, but discovered after questioning his 
elevator men that 90 per cent of the customers riding 
the elevator enjoyed actually touching the flatware. 
Consequently, it is being left entirely open, and is doing 
an excellent “silent salesmen” job for the store. 
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They’re 














@ A. Sauer & Co., Cincinnati, manu- 
facturing jewelers, present several 
variations of the Horn of Plenty, a 
new and versatile signet ring, among 
their new, custom-crafted, individu- 
ally cast and hand-finished designs. 





@ Exact reproductions in miniature of rank insignia of 
the various armed forces, to be worn by wives, sweet- 
hearts, mothers and sisters who have loved ones in ser- 
vice, made by Goldberg-Kirschman Co., 665 Fifth Ave. 
New York, in heavy 14K. gold. They retail from $25 up. 





@ Life-size butterfly pin and earrings of 
wrought silver achieve a luminous quality 
through fine hand work. From an extensive col- 
lection by the Parenti Sisters, 400 Boylston St., 
Boston. Pin, $15; earrings, $10 a pair. 


@ Attractive 14K. yellow gold ring 
set with seven round garnets. $33. 
From the new collection by Church 
& Co., 336 Mulberry St., Newark. 





@ A new emblem- 
atic mounting 
made by Weffer- 
ling, Berry & Co., 
8 Rose St., New- 
ark, in 14K. gold 
with side panels 
suitable for the in- 
signia of any or- 
ganization. Mount- 
ing can be set with 
various sizes of 


diamonds. $50. 








@ Earrings (pictured twice actual size to show detail) 
crafted in sterling silver with genuine garnet center 


stones, by Kimler & Daniel, Inc., 83 Canal St., N. Y. $9. 


@ Kaye, Jordan Co., Providence, presents these ex- 
amples of Rossware ceramic costume jewelry finished 
in jewel-like glaze and mounted with sterling safety 
catches, designed by Arnold Bergier, French sculptor. 
These and 2! other brooches are reasonably priced. 
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ROLL OF 


Charles Anderse’ 
Ernest Barros 
Raymond F. Barry 
Kenneth Bellamy 
Maurice Bonenfant 
Robert P. Bourgeois 
Edward Charles Boyle 
Kenneth Campbell 
Louis Carvalho 
Theodore E. Cayer 
Hubert Chadwick 
John F. Cleary 
Edward J. Conle~ 
Albert K. Crooks 
Theodore Czepiel 
Lawrence Dery 
Arthur F. Deveney 
George Dexter 

Walter Dooley 

Vernon Dudley 
Albert Dumoulin 
John F. Emond 

Coy Folcik 

Walter Folcik 

Gerald Gallant 

Paul Lionel Gamache 
John Goldonowicz 
Alfred G. Grandmont 
Carlton F. Granfield 
Thomas Granfield 
Walter Albert Gwozdz 
Roger H. Hallowell 

C. Winfield Hartranft 
Albert Holland 
James Holmes 
Lawrence Jordan 
Neville B. King 
William M. King 
Edward B. Koehler 
Theodore W. Kruczek 
Edward Kullas 
Robert LaFrance 
William Lamont 
Henry LeClair 


Raymond J. Lehouillier 


HONOR 


Paul Leon Lenney 
Raymond LePage 
Joseph Lopes 
Walter J. Lynch 
Howard Manchester 
Edward Masterson 
Francis J. McGowan 
C. Elwyn McKenney 
John Morrissey 
Joseph T. Murphy 
William Murphy 
Alfred Neville 
George Nickolds 
John O’ Bara 
Edward Oldfield 
Joseph Oldfield 
Leonard F. Oliver 
Edward C. Podworny 
Raymond J. Poirier 
Stanley Psenitzka 
John T. Raymond 
Carl Albert Rettig 
George Rostrom 
John Sheehy 

Felix Shepard 
William Sherman 
Vatthew J. Skwarto 
Frank M. Smith, Jr. 
Philip Smith 

Peter Sosenko 
Raymond Strojny 
Walter F. Strojny 
John Sylvia 

Walter Peter Taraska 
Emile Theriault 
Charles R. Turcotte 


William Turkalo 


Albert T. Vaughan, Jr. 


Calder B. Vaughan 
Roland W. Vincent 
Adam Walezsak 
Roland White 
Clarence W. Wills 
Theodore J. Wojcik 


Francis Zurawel 
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REED & BARTON 
PAYS TRIBUTE TO 
ITS BOYS IN THE 
ARMED FORCES 





Reed & Barton’s 118-year-history, our employees 


have been called to the colors in five major wars: 


Mexican War — 1846-48 

War Between The States — 1861-65 
Spanish War — 1898 

World War I — 1917-18 

World War II — 1941-? 


Today, we record with pride the names of more 
than four-score of our boys who already have 
gone to their country’s aid in this most world- 
shaking conflict of all. We know that they will 
serve “Old Glory” with the same zeal and faith- 
fulness that marked their service with us. To 


them — and to all the men of our Armed Forces 





—we wish Godspeed, success and safe return. 
Until they come home, our main objective will be 
to back them up with the sinews of war. 


What we're going through is just a temporary 
period —and we're doing our best to make it as 


“temporary” as possible. 
4 _ Op 
Kod Darton 
TAUNTON, MASSACHUSETTS 


SILVERSMITHS + ESTABLISHED 1824 




















rofit from “the beauty 
of OLD MASTERPIECES”! 





“MODERN SILVER with the beauty of old ware so caught the public fancy. Foxhall, for 
masterpieces” .. that’s Watson Sterling! A- vou example, is proving a pattern that sells and 
know. for years Watson silversmiths have been sells. If you haven't this and other Watson de- 
creating holloware from the priceless designs signs, order them now! Your holiday business 
found in the great museums. Watson Sterling will profit if you put Watson on display and 
flatware is inspired by these same masterpieces keep it out front. Handsome displays — every- 
and executed with the same infinite care. thing you need to capitalize on this newest flat- 

THE PUBLIC APPROVES THIS LOVELIER ware sensation. Just say the word! The Watson 


STERLING! Not in years has anything in flat- Company. 8102 Watson Park, Attleboro, Mass. 
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BENEDICT’'S 
FIRST DUTY FOR 
THE DURATION: 


HELP WIN 
THE WAR 


The Benedict Factories 
have been converted to the 
service of our Country for the 
duration. There are, however, 
still some stocks of Benedict 
Hollow-ware available. We 
will be pleased to mail our 
latest list of these numbers 


upon application. 


When Victory has been 
won, Benedict will again be 
ready to serve the Jewelry 
Trade with a bigger and 
better line of silver-plated 
Hollow-ware than ever be- 
fore. Meanwhile, 


YOURS FOR VICTORY, 


BENEDICT MFG. CO. 
East Syracuse, N. Y. 


SILVERWARE OF QUALITY 
SINCE 1885 














BUSINESS GIRLS RATE JEWELRY FIRST 


Last month THe Jewecers’ CircuLar-KEysTOoNE told 


you what the boys in service want for Christmas. What 
about “‘the girls they left behind them’? 

Charm, the business girl’s magazine, has just com 
pleted a survey on this subject among more than 1000 
of these young women throughout the 48 states. Here 
is what they found: 

Most of these young business women—and Charm 
magazine estimates that there are about 6,000,000 of 
them-—will spend something over #30 on gifts for others. 
Practically all of them will have the ready cash avail- 
able through Christmas Clubs and special savings ac 
counts. About half of them will start shopping in No 
vember, with 33 per cent beginning earlier, and 16 per 
cent waiting till December. 

Jewelry is the business girl’s number one choice as a 
Christmas gift—both to give and to receive. 

Sixty-two per cent of all the replies named jewelry 
as the thing they wanted most for Christmas whether 
from Boy Friend, Mother, Dad, Sis, Brother, or Girl 
Friend, outranking the next most desired gifts by more 
than two to one. 

It need not be expensive jewelry, however —-in fact, 
they don t expect it. In response to questions as to how 
much the girls expected various donors to spend for the 
gift, answers ranged from as low as ¥*3 to a top of #50 
in the case of the boy friend, and from #2 to *15 for the 
gift from Dad or Mother. 

From brothers, sisters and girl friends ouly an inex 
pensive bit of costume jewelry is looked for, in the price 
range between #1 and $4. But even though the amount 
to be spent is small, most of the girls would rather have 
even a low-priced jewelry ornament than any of the 
other things that could be bought at the same price. 

Just as jewelry is the business girl's Number One 
choice to receive for Christmas, so is it the most favored 
to be bought for gifts to others. 

Twenty-five per cent of the girls covered by the sur- 
vey said that they intended to give an article of jewelry 
to the “boy friend” for Christmas. ‘This was nearly 
double the number of mentions received by the next most 
favored article—a wallet—which of course is also an 
item found in most jewelry stores. Specific items of 
jewelry most frequently mentioned were lighters. cig 
arette cases, and cuff links. 

For other women, 29 per cent of the girls rated jewel 
ry as their choice, while the next most favored merchan 
dise—perfume—will be given by only 10 per cent—a 
jewelry preference of nearly three to one! The jewelry 
is, of course, of the costume variety, the prices stated 
ranging from $1 to $5. Pins, clips and lapel ornaments 
are the most popular choices, running well ahead of ear 
rings, bracelets and necklaces, except for gifts to 
Mother, where earrings shared first place with clips. 

So, to summarize, jewelry is first in the minds of busi 
ness girls for Christmas, both to give and to receive. 
They're “working gals’’ who haven’t too much time for 
shopping, so make it easy for them with grouped dis- 
plays, plainly priced, and if possible arranged in price 
groups. Show specific articles and prices in your news 
paper advertising. The girls’ tastes and their pocket- 
books both point in the direction of moderate-priced but 
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to, | Nat 


_ “Jim, you know how indispens- 
see able a lighter is to US men in 
—— When my lighter re. 
elled I used to get 
a jeweler showed 


not the lighter b 
flints, 





sore. Until 
me it was 
ut the poor 


fuel and Wi 
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RONSO 


then my 









sot me tO switch to 
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Since 
' lighter’s Snapped to 
attention ey ery time. That 


jew ‘ 
Jeweler’s earned my blessing - 













NDER our National ‘‘Waste Not— _ telligent jewelers are ordering RONSON 
Want Not’’ policy, millions of lighter Accessories liberally while they are still avail- 
owners, both military and civilian, have able. These are days when extra volume 


learned that to keep their lighters working counts. 
ORDER TODAY THROUGH YOUR JOBBER 














‘*good as new,’’ they mustuse, not the cheap- 
est, but the finest of accessories—which also WORLD’S BEST FOR ALL LIGHTERS 
cost less in the end. Trade Merk Ree. 
That’s why, almost overnight, store traf- O N SO N 
fic for genuine RONSON Lighter Acces- 
sories has jumped to an overwhelming and LIGHTER ACCESSORIES 
daily increasing demand, for jewelers who Made by makers of RONSON, World's Greatest Lighter 
have properly displayed and promoted them. Now Nationally Advertised 
In these times of merchandise shortages, in- ART METAL WORKS, INC., NEWARK, N. J. 


BUY WAR BONDS 


Extra-length, genuine RONSON *REDSKIN 
‘““FLINTS”’, with protective ‘“‘REDSKIN’” coat- 
ing, give longer and better service and are 
guaranteed against deterioration. RONSONOL 
fuel assures instant lighting and burns free 
of smoke. And full-length RONSON Wicks 
burn steadily—evenly. 

*Trade Mark Reg. 








$3 


FOR OCTOBER, 1942 











MINIATURE RANK INSIGNIA 
BROOCHES 


14 KT HEAVY SOLID GOLD 


ACCURATE REPRODUCTIONS OF 
OFFICIAL INSIGNIA 


LIEUT.COL 


M 612 


MAJOR M 6l 


TECH. SGT.M6I9 STAFF SGT.M618 SERGEANT 





ALL WOMEN 
WHO HAVE 
LOVED ONES IN 


M 616 PVT. Ist CL. M 615 


CORPORAI 
THE SERVICE. (Pat. Applied for) 


PRICE FROM 12.50 TO 17.25 


GOLDBERG-KIRSCHMAN COMPANY 


665 5TH AVE. NEW YORK PL. 3-8749-4383 


Available to Responsible Sales Representatives 


jewelry store customers if they ever entered one.” 





fashion-conscious accessories—so show them—and their 
friends well styled, though not necessarily precious, 
But don't 


dismiss this business as unimportant on that account. 


articles priced at from $7 or $8 downward. 


Remember that while the average unit of sale may be 
small, the total potential business with 6,000,000 of these 
young women customers to draw from is a pretty sub 
stantial total out of which you can get a share that will 
well repay you for a little attention and effort. 


SATURDAY "SPECIALS" BUILD NEW CUSTOMERS 


“There are hundreds of people who would become 
That’s 
an opinion with which Samuel Antin, head of Antin’s, 
New Orleans jewelry store, has produced hundreds of 
new customers every year since 1935 with a “week 
end special” promotion. 

“Many people who live ordinary lives and work in 
have never been inside 


downtown. districts a jewelry 


store for any purpose,” Mr. Antin explains. “Just the 
way some have never been to the zoo or gone to a doc 
tor. All these people are accustomed to buying the 
same merchandise we handle from mail-order houses, 


department stores, drug stores, etc., and never give the 


jewelry store a thought. Once they become acquainted 


with a store, however, the chances are that they will 
become interested in our lines and buy.” 

Mr. Antin’s answer to this unfamiliarity has been a 
which the store has run con 


“weekend special” 


sistently for more than five years, advertising and 
offering some trinket or small item at a low price en 
tirely with the idea of getting people to come into the 
store for it. Always an inexpensive item, the special is 
chosen by the store each week, and immediately ad 
with a two-column, five-inch ad 


vertised on Friday 


which always creates a lot of attention. A_ typical 
special was a crystal ashtray for 5 cents, 270 of which 
were sold on a single Saturday in March. Another was 
a 25 cent tie-rack, selling 150 units in a few hours. 
The special is always some inconsequential but useful 
item of this nature, which people can buy out of change. 
and which appeals to them for a large variety of 
reasons. 

Each Saturday a large part of the display window. 
often all of it, is trimmed with the special merchandise, 
reprints of the two-column ad being spaced around the 
display. People who enter the store are served quickly 
and with the same courtesy as if they came in to buy a 
*1,000 ring; and are always asked to look around the 


store while there. Before the paper shortage came 
along, the store spent a few minutes in wrapping the 
special up for customers, thus unobtrusively creating 
a pause in which the customer had plenty of time to 
see the store’s merchandise and arrangement. 

In this way at least 100 persons a week, many of 
whom are new to the store, are brought in, exposed to 
its merchandise, and at least partially familiarized with 
the Antin methods. Mr. Antin has recognized many 
later buyers from people who came in first because of 
the lure of an inexpensive special. 

“People like to say that some item came from a well 
“And 


known jewelry house,’ Mr. Antin summed up. 
the special introduces them to the store.” 
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"MOON OF MOUNTAINS" DIAMOND SOLD 


The Moon of the Mountains diamond, one of the widely 
traveled and almost legendary ancient Indian stones, 
was sold Aug. 20 in an auction sale at Southby’s in Lon- 
don. The reported price was £5,200 (about 421,000) 
and the purchaser was a Mr. A. W. Thorne. 

According to a sketch of the pavilion, made at the 
sale, the stone is a round brilliant, one and one-fourth 
inches in diameter, with 44 facets above the girdle, in 
addition to the table. 


According to the authority Max Bauer and various 


Its reported weight is 183 carats. 


other writers, the Moon of the Mountains was believed 
to weigh only 120 carats and was part of the booty car 
ried back to Persia in 1739 by Nadir Shah, after his 
pillage of Delhi, India. At his assassination, it is said 
to have been stolen by an Afghan soldier, who lost it. 
together with his life, to an Armenian named Schafras. 
The latter had it cut in Amsterdam and negotiated its 
sale to Catherine the Great of Russia, reputedly for 
150,000 roubles, plus an annuity of 4000 roubles and 
letters of nobility. 

Somewhere alone the line, the stone is believed to 
have belonged to Moulay Hifid, Sultan of Morocco. Brit 
ish reports at the time of the recent sale failed to give 
the name of its most recent owner but did state that it 


had been in the latter's collection for over 30 vears. 


“WATCH CHECKING" UPS REPAIRS 


The present situation with regard to watch shortages 
in the jewelry store has “leaked out” to the point that 
many thousands of watch owners are thinking about it, 
according to E. C. Amborn, head of the E. C. Amborn 
Jewelry Co., Vicksburg, Miss.. and he has made it the 
basis of a novel promotion which swamped the store 
with watch-repair business. 

With his horology bench located just inside the main 
display window of the store, Mr. Amborn has taken 
advantage of the eternal curiosity of the public in 
watchmaking. Noting that the number of people stop 
ping to watch him work had considerably multiplied, 
he asked a few of the watchers why, and was told: “It 
was because I’m thinking about getting my watch looked 
after in case I can’t replace it later on.” 

This gave him the idea of putting a small sign in the 
display window which reads, “There will be plenty of 
watches on the market——But it’s wise to put vour watch 
in good condition anyway!” The sign was placed in 
the center of the window, and began attracting atten 
tion from scores of people instantly. Within two days 
it brought in 14 watch-owners, all asking to have their 
watches examined and adjusted to guard against any 
future breakdown. In a week the number rose to 50 
and Mr. Amborn has been handling more watches than 
for any previous period in the store's history. 

“What we offer is merely an inspection, cleaning, and 
recommendations for repairs.” Mr. Amborn said, “tell 
ing the customer that it’s better to insure the wateh 


now, rather than wait for emergencies.” 


Next TIME you want to push your better pieces, tr) 
grouping the jewelry around pictures of stars and the 


sign, “Motion Picture Pieces.” 
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GOLD JEWELRY by LAMPL 


For More than TWO DECADES 


sreation rn JOIG ewelry 











their reputation tor quality 1 








Jewelry fashioned of 10 Kt. and 14 Kt. Gold 


Bracelets ® Earrings ® Rings ® Brooches 





Also CHARMS in a wide variety of Unusual 
Designs —some movable or sentimental. 


humorous or mechanical 





Walter Lampl 


* “Creators of the | O0a' a OR.) OF. 8 Faw: tn) USUAL” 


608 FIFTH AVENUE [yy] NEW YORK CITY 
ss) 














Still Doing 
All We Can 





October 


November 
‘Fortune”’ House 


... to bring 
best customers 





to your store 


Since last Spring, Chelsea has not been 
permitted to make clocks except for war 
purposes. But we are advertising to your 
customers to bring their clocks to you for 
service. We believe that this campaign will 
help you hold your clock customers—and 
build up a backlog of demand for Chelsea 
Clocks when we are again able to provide 
them for civilian use. 


Chelsea Clock Company 
Chelsea 


Massachusetts 
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ASKS PATENT FOR SIMPLER STOP-WATCH 


An application for patent has been made by John 
Furbach of Amarillo, Tex., for a new design of stop- 
watch mechanism, which has features that seem par 


ticularly important now, because of the greatly in- 
creased demand for watches with start-stop-and-fly 
back seconds-hands for war uses, and because of the 
increasing popularity of this type of watch for pulse 
timing by physicians and nurses. 

The forms and arrangement of the parts of this timer 
are shown in the illustration, taken from Mr. Furbach’s 
patent specification. In this, number | shows the parts 
hetween the plates of the watch, which are attached to 





Design of stop-watch mechanism for which a patent is sought by 
John Furbach. Sketch | shows parts between the plates; sketch 2 
shows the back of the movement. 


the upper side of the lower plate. Number 2 is a view 
of the back of the 


back removed. 


movement, as seen with the case- 
The model watch made by Mr. Furbach incorporat 
ing his improvements is of 5/0 size, to demonstrate their 
applicability to smaller movements than have hitherto 
been manufactured of this type. 
By comparing the drawings with a timer-watch of the 
that the 


mechanism is simpler; has fewer parts, which would 


usual construction, it will be seen Furbach 
effect economies in manufacturing, and should lessen 
the liability of breakage and other damage in use, re 
quiring less repair service. One of the advantages the 
inventor points out is that only one button, the winding 
crown, is used for operating the watch, so that the new 
design of mechanism is suitable for waterproof cases, 
which are becoming so increasingly popular, and are 
now so important for watches for military uses. Another 
feature claimed by the inventor is that the accessibility 
of parts makes repairing easier; an economy like this in 
these times should prove especially valuable to the 


public and to the trade. 
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Are you Conszaering 


GOING OUT OF BUSINESS 


A definite decision? or a half-formulated plan in your mind? 
In either case, consult Gordon Brothers for a sound basis on 
which to act. We are the largest jewelry stock buyers in the 





country, and because of our specialization usually make the Fy ano 

highest bid. For further facts about us, consult the Jeweler’s shu shoud the ton 
Board of Trade or your local bank. And to give you some ed into cash? Ship is 
idea of the calibre of stocks we have purchased, here are a to us. Within 24 hours, 


our check goes out to 
you as an offer, yous 
stock held intact awatt- 


The jewelry stores purchased by us in 











1947 — ing your acceptance. If 
unsatisfactory, your 

Udall & Ballou, New York City, $890,000. J. Brock, Elberton, merchandise shipped 

Ga., $10,000. Henry Gordon, Lynn, Mass., $5,500. John back to you at once! 

Watty, Miami Beach, Fla., $22,000. J. B. Frontis, Clinton, 

S. C., $15,000. M. Levi, Jacksonville, Fla., $32,000, and 


others whose names we cannot disclose. 


WRITE! WIRE! PHONE! ordon 
We'll call on you at our expense, Broth ers 


and of course keep your com- 
munications confidential. Cash Buyers of Jewelry Stocks and Fixtures 
18 PROVINCE ST. BOSTON, MASS. 

















3 singe E—__YEWELERS EXCHayge. 
i a ll 
always 


@) college inn panther room 
@) celtic cafe 
G) the dome 


and center of civic and community life 


6 @ BOD 


sa ROTARY navn LIONS EXECUTIVES «= SHRINERS NEW D AYLIGHT EXCH ANGE 


h Luncheon luncheon luncheon 
every Mon. every ool every Thurs. every Thurs, every Fridey every Wed. 








We cordially invite your inspection of our 
hotel sherman outstanding store arcade, which is most 
conveniently located for the convenience 
Randolph, Clark, Lae end La Sells Sees of diamond and jewelry dealers. 
| — BOOTH SPACE IS STILL AVAILABLE!! 
Inquiries solicited 
ELY M. PESKIN, Manager 


MIDTOWN JEWELERS EXCHANGE, INC. 


50 WEST 47TH ST. NEW YORK CITY 
Tel. CHickering 4-9083 


1700 rooms 
1700 baths 
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ALTON WATCHES 
W & G DIAMOND RINGS— 





a) 


6% x & Ligne, Alton, new 
thin spherical model, 10K 


yellow rolled gold plate 
case with stainless steel 
back. Raised gold figures. 
Ratchet bracelet 

A692-17J. Retail. $35.75 
Keystone Price 25.10 





6% x 8 Ligne, Alton, new 
thin spherical model, 10K 


vellow rolled gold plate 
case with stainless steel 
back. Raised gold figures 
Ratchet silk cord 

A690-17J. Retail $35.75 
Keystone Price 25.10 





Matched set in 14K. yellow gold 


Solitaire has two side diathonds and 
05 carat center diamond. Wedding 
ring has three fine diamonds 
Grade Grade 
A a8 
D849—Set—Retail $72.50 $77.50 
Keystone Price 58.00 62.00 
D850—Solitaire— 

Retail 44.50 49.50 
Keystone Price 35.50 39.50 
D85i—Wedding Ring 

—Retail 29.50 
Keystone Price 23.50 


Matched set in 14K. yellow gold 
Solitaire has four side diamonds and 
10 carat center diamond. Wedding 
five tine diamonds 


Grade Grade 
A AA 


D873—Set—Retail $125.00 $135.00 


Keystone Price 100.00 108.00 
D874—Solitaire— 

Retail 82.00 92.09 
Keystone Price 65.50 73.50 
0875—Wedding Ring 

—Retail 44.50 
Keystone Price 35.50 


SEND FOR W&G 1942 WATCH AND DIAMOND CATALOG 


ry we. > ‘ 4 
Weksler & Goodman. Ine. 
Distributors of Keystone, Star. Belove. and 
ID. Watch Cases 


3 South 


Wabash Ave. 


( thieageo 


Hlineis 
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YOUR ADVERTISING THIS CHRISTMAS 


(From page 51) 


the future, and particular attention should be devoted 
to it. 

We know that it is sometimes disheartening to spend 
money for space in a newspaper without prospect of 
immediate return, but the jeweler must remember that 
under present conditions the job which his advertising 
must do is not so much to stimulate immediate sales of 
fast-moving items which he may not be able to re-stock, 
but rather to build a lasting recognition of his store as 
the place to come whenever the reader wants to buy 
something fine. 

The institutional ad, combined with a certain amount 
of merchandising appeal, will bring that ultimate re 
turn. This is proven tact. The ad should be character- 
ized by copy of the cleanest and most dignified type. 
The name of the house, its reputation, the sterling nature 
of its wares, should be subtly introduced. 

And the merchandising portion of the advertisement 
must be devoted to those articles which will always be 
on hand for sales, war or no war. I mean, in particular, 
diamonds and fine jewelry. 

Only a limited number of diamond ring illustrations 
should be displayed in your ad. The dignity with 
which a certain amount of white space endows the exhibit 
of a few rings only, cannot be underestimated. It is 
impressive. It suggests the solidity and enduring nature 
of a firm which scorns to exhibit its wares as though 
The 


Space about four 


they were for sale on a_pusheart. institutional 
advertisement should be of good size. 
columns wide and 15 inches deep has been found a happy 
combination of impressiveness without undue expense. 

One other type of advertisement is also advisable. 
At the height of the holiday buying season it would be 
well to introduce one or two pages of the catalogue 
type, to demonstrate the completeness of your mer 
chandise range. 

The appeal of your advertisements should be based 
upon quality, reputation and high standards—not upon 
price. Above all, don’t commit the utter folly of fea 
turing cut-price sales, especially on standard merchan 
dise like silver and watches. Not only does it destroy 
the quality atmosphere that you should be building, but 
those are the kind of lines in which it is likely to be 
hardest to replenish your stocks. The jeweler who 
clears out his inventory of them, by cutting prices may 
sell a lot of merchandise but he’s done it by giving 
away the profits on goods that he’s going to need later 
on and that he can’t replace. 

Nor should the appeal of vour advertising be solely 
We are at war and the 
jewelry business is not insulated from it. True enough, 
At the same time your 


of a merchandising nature. 


your business is selling jewelry. 
business is also the winning of the war. 
I do 


throw out the thought that some of your space could well 


I do not suggest that jewelry be subordinated. 
be devoted to governmental appeals—over your store 
name. Scrap and salvage drives, the USO, war bonds 
and stamps and the like would seem, at first glance. 
They are n And 
space devoted to them, as well as to jewelry, is space 


to be alien to the jewelry business. 


well used. 
As to the merchandise that is to be advertised, the 
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OPPORTUNITY . 


To cash in on your odds and 
ends in 


STERLING FLATWARE 


irrespective of manufacture; 
also obsolete, inactive or ac- 
tive patterns either new or 
used. Would suggest you send 
these for our offer. We will 
pay express charges both ways 
if necessary. 

Reference: Jewelers Board of Trade 


The First National Bank 
of Memphis 


JULIUS GOODMAN & SON 


77 Madison Ave. 
Memphis, Tennessee 


Julius Goodman Joseph A. Goodman 











STERLING SILVER 
IDENTIFICATION 
BRACELETS 


$6.75 Per Dozen — Carded 
ASSORTED STYLES 


IMMEDIATE DELIVERY 


F. LEVIT & CO. 


520 MAIN ST. HOUSTON, TEXAS 








FIRE IN THE EARTH 
THE STORY OF THE DIAMOND 


By a Remington renner d 
An excellently written, easily ad - ~ le om he ond on = B.. inating bj 
of the Diamond Recom en le the acte v he a gener 
technical treatise of broad sane 


PRICE $2.50 Postage Prepaid 


THE JEWELERS’ CIRCULAR-KEYSTONE 
Chestnut & 56th Sts 100 East 42nd ky 





Philadeiphia, Pa. New York, N 











ae ll | Ml ALWAYS SOMETHING NEW 
G hr al i" | ZCDIAC BOOK ENDS @ OCCASICGNAL PIECES 


i" Mlbesitasiuttcronn | eet ee aera 


H.H. TURCHIN CO. 


230 FIFTH AVENUE NEW-YORK CITY 
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FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


PLATINUM 





GOLD 
JOSEPH B. COOPER & SON 





PRECIOUS 
METALS 





OFFICE: 
FACTORY: 26 JOHN STREET. 
BROOKLYN, N. Y. NEW YORK CITY 











~ 


Monograms add Gite Glamour!) 


Stamp Names, 
Mon ograms 











on 
WRITING PAPERS 
LEATHER GOODS 
FOUNTAIN PENS 
“XMAS CARDS 
GIFTS of Al] Kinds 


Right in Yo 
Own Store! 


Build Up Your Sales 
with the W orld's Finest Stamping Machine 


WRITE FOR DETAILS 


KINGSLEY Gold Stamping Machine Co. "2t!7%%9°2 
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Every shipment containing 


OLD GOLD-—SILVER- 
PLATINUM 


is carefully recorded, exam- 
ined by experienced, bonded 
employees, graded, weighed 
and checked. 


THERE IS A REASON 


We are judged by our returns. 
The check tells the story. It is 
repeat business we want and 
we are getting because 


DEE CHECKS SATISFY 








STERLING SCRAP IS NOW 35¢ OZ. | 


») 0. 





/Yeecious M™ eva 


GENERAL OFFICES a. OWN C.0 COLC 


ANO PLANT C HIC A cme AND SALES OFFICE 


SOO W KINZIE ST SS E.WASHINGTON ST 





filled cases, plated scraps etc. 





smaller ads, as we have said, will feature regular, fast 
moving items, leather goods, glassware and giftware, as 
well as any new articles that become available. The 
larger ads will feature articles of an enduring nature, 
articles which constitute an investment and to which 
much thought is given before a purchase is made. 

Finally, the jeweler would do well to remember that 
his window displays should accurately reflect the nature 
of his ads. A cleanly-written, intelligently-handled ad 
must be balanced by a window of similar description. 
Failure to make such a combination may be extremely 
disillusioning to the prospective buyer. 

The diamond-buying public chooses carefully the store 
in which it intends to make what may be called invest 
ment purchases. It is guided, not by extravagant claims, 
but by modest and sound-intentioned presentations, in 
which all the elements—printed advertising, window dis 
plays, and personal salesmanship—should be in’ har 


mony. 








“Building Business with an Accessory Jewelry Department,” by Tobias 
Stern. 72 p., illus., $1.75. Produced by Ben Sockheim, Inec., New 
York. 

Here is a book written primarily to help retail 
jewelers overcome difficulties created by wartime con 
ditions. The author, Tobias Stern, knows the jewelry 
field thoroughly from his wftde experience in it, and is 
well known throughout the trade. 

lor many years Mr. Stern has worked in close as 
sociation with retail jewelers, and has studied their 
merchandise needs and their merchandising problems. 
The actual experience of successful representative 
jewelers, gathered by Mr. Stern himself and by a staff 
trained to understand the problems of jewelers, is the 
source material for this book. In “Building Business 
With an Accessory Jewelry Department” the author 
presents this material in a clear, simple, compact form 
for practical use by retail jewelers. 

The book is divided into four sections: Why an 
accessory jewelry department, how to set up an acces 
sory jewelry department, how to promote the accessory 
jewelry department, and the part the manufacturer 
can play. Each merchandising idea is accompanied by 
directions for its practical application. The section on 
how to promote the accessory jewelry department 
could very well be used as a guide for profitable pro 
motion by every wide-awake jewelry retailer in 
America. A monthly merchandising and promotion 
calendar is one of the features of this section. 

Jacques Kreisler Mfg. Corp., North Bergen, N. J.. 
of which Mr. Stern is vice-president, is distributing 
10,000 gift copies of the book to retail jewelers—a 
noteworthy example of manufacturer-dealer cooperation. 
particularly in view of the fact that Kreisler is now 
deeply involved in war production. Kreisler for many 
vears has been manufacturing ladies’ and men’s acces 
sory jewelry, watch bands and watch straps, selling 
exclusively through retail jewelers. 

It is also interesting to note that the company’s name 
does not appear anywhere in the text of this book. 
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"GIFT COUNSELOR" SLOGAN IS EFFECTIVE 


More than half the customers who walk into Antin’s 
jewelry store in New Orleans, come for gifts rather 
than self. One reason, according to Samuel Antin, head 
of the store, is that Antin’s has for the past five years 
predicated every display, newspaper advertisement and 
direct mail promotion around the slogan “Gift Coun 
selors.” 

The slogan is repeated in half a dozen forms around 
the store, particularly on a large black-and-white sign 
ten feet above the side walk which reads simply “Antin’s 

Gift Counselors.” Placed thus in so prominent a 
position, the sign does an important job for the store, 
making the thought of gifts and Antin’s almost synony 
mous in the minds of thousands of passersby who see 
the sign regularly. Likewise, the slogan repeated on 
small six-inch strip signs which are liberally mixed in 
with gift displays has the effect of creating a respect 
for the store’s gift advice. Salespeople use the phrase 
whenever waiting upon a customer, no matter what mer 
chandise is involved, and have thus made it almost a 
byword. 

“We haven't sufficient space to set up a separate gift 
shop,” Mr. Antin explained. “Therefore, the only thing 
we could do was to transform the entire store into a 
gift shop with jewelry uppermost. Our customers know 
us first as a jewelry store, but at the same time as a 
logical gift center. We try to serve both purposes in 
the same space.” 

Now that the war has brought about shortages in 
many standard lines, Antin’s is particularly benefited 
by the gift stock, which shows little or no shortage. 
Dresser sets, lamps, pottery, china, glassware, picture 
frames, ete., are not limited and have helped to replace 
volume lost otherwise. 

About two-thirds of the store is devoted to this mer 
chandise, including the same percentage of the window 
display space. Antin’s has constructed a_ series of 
muslin-covered tables opposite the main jewelry counter 
which show nothing but gifts. The ledge over the wall 
cases is similarly composed of gift suggestions, as is 
the center wallease and part of the counters. One case 
contains gifts for men, another for women. 

Regular direct-mail folders on gifts go out to many 
customers on the list, and to a long list of names of 
people who have asked to be placed on the mailing list 

usually frequent givers of gifts for any purpose. For 
these people, Antin’s keeps a stock of their cards on 
hand, will select and send out a gift for the customer 
without the need for her to enter the store. The “Coun 
selor” theme produces daily several people who come in 
and ask for ideas of what to give various types of 
people, for which Antin’s always has a ready answer. 
Gift sales in the latter classification, since adoption of 
the slogan, have more than doubled—and thus gifts 


are emerging as a major interest. 


"PRICE STEPS'' BOOST GIFT SALES 
A novel method of display whereby giftwares are 
shown on “price step’ shelving has advanced extra 
sales at Perel & Lowenstein, Memphis, Tenn. 
The store recently removed a partition and took over 


an adjoining shop, which has been redecorated and 
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JEWELERS CAN HELP 
WIN THE WAR! 









































Buy U. S. WAR Bonps | 
& STAMPS 
First of All! 

























Vo untary buying of 
War Bonds and Stamps is one way 
Americans can help win the war. Our 
government asks all jewelers to put at | 
least 10% of their incomes into War 
Bonds or Stamps and to see that all em- 
ployees are acquainted with the ''10%,- 


of-income'’ program. 


A. C. BECKEN Co. 


29 EAST MADISON STREET 
CHICAGO 











% DENVER % DETROIT % TAMPA 








.552 553 , 
CAPELLA ARCTURUS y, ; 


ky 


Sow Shans ee 


FROM THE 


- Coupod eee ation 


OF Boi hermes! 





= aurick JEWELED WITH FINE DIAMONDS AND RUBIES MOUNTED IN 14 
KARAT PINK GOLD. SAFETY CATCH SNAKE CHAIN AND SILK CORD BRACELETS. 
SEE YOUR JOBBER TODAY 
_. ASK HIM TO SHOW YOU CRAWFORD DRESS AND MILITARY WATCHES 


TO RETAIL FROM $19.75 TO $500. * * + . + 


renuty Oren , ACCURACY 


WATCH “ COMPANY 
15 MAIDEN vege NEW YORK, m. ¥- 
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arranged into a series of compact individual shops for 
china, glass, silver, novelties, cameras, ete. In the 
center of the department is the inexpensive gift shop, 
which consists of a low table and a pyramiding ‘ladder’ 
of display shelves open on both sides. The table is 
done in cream, with the upper shelves in contrasting 
bright colors which show smal] items with maximum 
visibility. 

Purpose of this arrangement and central location, ac 


cording to Philip Perel, general manager, is to create 





Impulse sales are stimulated by ‘price steps’ like these. 


“impulse sales’ —coming from customers seeing some 
thing which pleases them or would please a friend, and 
buy on sight. “Women always want to buy something 
from the jewelry store on every visit,” he pointed out, 
“and the display of small gifts representing only a 
small expense is ideal to cater to this habit.” 

Mr. Perel backs up the impulse appeal of the gift 
display by the “price step” system—each item plainly 
priced according to the shelf on which it is located. 
Merchandise consists of pottery, china figures. glass 
and copper trays and ornaments, crystal pieces, novel 
ties, flower holders, figurines, ete. All items on the 
lowest shelf are $2, all on the shelf next #1, above 75 
cents, and the top shelf 50 cents. The customer who 
wants to buy something but hesitates because of fear 
of high cost is always gratified by seeing this readily 
understandable fixture, and those who buy from impulse 
are likewise encouraged to make a purchase. ‘Thus, the 
gift shop fixture has the twin advantage of adding an 
other dollar or so to most sales made in this section of 
the store, and furnishing a logical point for women who 
are “browsing” and feel the urge to buy something 
bearing the store name. Sales to collectors, for use on 
whatnots or gift purposes, have doubled in a few months 
since this idea went into effect. 
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GOOD 
REASONS 


WHY YOU SHOULD USE 


LWATCH-CRAFT 
CRYSTALS 









eececoed 


THEY'RE TAILOR-MADE 

Watch-Craft assures you of perfect glass 
crystal fitting! They’re “tailor-made”— 
they snap in and fit perfectly every time 
NO GRINDING OR BUFFING 
NECESSARY. Each crystal is accurately 
sized, properly domed, flexible and strong. 
A TRULY FINE CRYSTAL TO FLAT- 
TER THE FINEST WATCH. 





In the Watch-Craft cabinet each 
size of crystal has its own movable 
compartment with size of crystal in 
it. Compartments easily placed in 
proper rotation when new numbers 
are added. With this arrangement 
it takes only a few seconds to 
locate the exact crystal!! 


» SAVES TIME—EASY TO USE 


FREE LIFETIME SERVICE 

) With the Watch-Craft System you are 
constantly informed when crystals for 
new model watches are issued. You are 
also informed when the popularity of a 
crystal falls below a certain level so that 
you may discontinue it in your cabinet. 
THIS FREE SERVICE IS OFFERED 
BY NO OTHER COMPANY! 


Write for Details - Box 7737, Chicago 


C.&E. MARSHALL CO. 


GREATER 7 8) ll, Wn 2 2 ee A 
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NEW 
Giftwares 





Southern Highlanders’ china richly executed in robin's egg blue 
and gold. Coffee pot, sugar and creamer retail at $25 per set; 
both dinner plates and after dinner cups and saucers retail at $48 
a dozen, while the small ashtray lists at $12 a dozen. Exclusive 
with Carbone, Inc., 348 Congress St., Boston, Mass. Catalog. 


Imported English 
heavy, solid cast : me 
brass bells, repro- tee, 
ductions of old de- 
signs, range from 
$6.60 to $14 a 
dozen’ wholesale. 
Stocked for imme- 
diate delivery by 
S. P. Skinner Co., 
225 5th Ave., N. Y. 





Ram's head vase of pure copper achieves 
rich antique finish with a pewter wash and 
a high polish. 9 in. high, it costs $8.75 and 
is part of an extensive collection from 


Mottahedah & Sons, 225 5th Ave., N. Y. 





Kensington bent glass 
has just been intro- 
duced in a line which 
includes shallow 
plates, trays, platters 
and ash trays to retail 
from $1 to $10.50. 10 
in. octagonal plate 
with stag design is 
3/16 in. thick and 
costs $3.25. Made by 
Kensington, Inc., of 
New Kensington, Pa. 





Graceful new Madonnas from the American Gold- 
scheider collection are particularly desirable gifts 
at Christmas. The three illustrated figures whole- 
sale at $5 each. Everlast, 225 5th Ave., N. Y. 





Ultra smart treatment in 
baby calf is reflected in 
these illustrated pieces: 
7 in. x 9 in. frame retails 
at $12; lamp 17 in. over- 
all retails at $18.50 com- 
plete. And !2 in. basket 
at $18.50. Mollie Boyn- 
ton, 225 5th Ave., N. Y. 


Light shines through cut- 
out holes in silhouette 
tree which wholesales at 
$12 per doz.; Santa, com- 
plete with candle, $9 per 
doz. Exclusive Sun Glo 
Studios, 225 5th Ave., N.Y. 
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“HEARTS AND FLOWERS” 


Introducing Stein Glass 


For Cordials. Liqueurs. Wines and Spirits 


For Oil & Vinegar. Tomato Juice and Everything Else. 


Top Row— #134, $1.50 each. 22158. $7.20 dozen. +1 


Bottom Row—2#101. $6.60 dozen. 21444. $1.60 each. 


each. 2¢143B, $1.25 each. 


25. $1.90 each. 


+102, $3.30 dozen. 2I143A,. $1.00 


YOU CAN BUY—A pair each of the three bottles, two covered jars for peanuts or popcorn, half 


a dozen bitters bottles. a dozen beer mugs and a dozen miniatures for liquor. 
ALL FOR $25.75 


We have many other equally attractive. popular sellers and can offer a $50 or $100 assortment 


featuring many additional styles. 


IMMEDIATE DELIVERY 

YOU CAN REORDER FOR CHRISTMAS SELLING 
Made in the U. S. A. by 
STEIN IMPORTING CO. 


Hand-decorated by Maria Salzer of Hollywood 
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order from 





eee 








JANIS- TARTER GREEMAN INC 


225 FIFTH AVE. NEW YORK 








oO 

















NEW 
Giftwares 





@ Latest offering in Barth Crystal is this highly 
polished crystal decanter set. Six 10-oz. highballs 
and six whiskey glasses with decanter wholesale at 


$3.30. From Rubel & Fenton, 225 5th Ave., N. Y. 





@ A gracious innovation—''Borchina Services", sets 
of selected birchwood with-inserted china dishes. 
The illustrated No. 401 service measures 14!/2"'x 
11'42", available in blue or red 5" dishes complete 
with salt and pepper, $4.25 wholesale. Fin- 
land Ceramics & Glass Corp., 225 5th Ave., N. Y. 


@ Kandle-Tree. 
An_ outstanding 
Christmas ac- 
cessory. Com- 
plete with an- 
tiqued metal 
holder and 
candle, it comes 
in two sizes— 
8!" high at 
$10.80 doz. and 
13" high at $21 
doz. wholesale. 
One doz. mini- 
mum order. 
Claude Sperling 
225 Sth Ave.., 
N. Y. Catalog. 








@ Winsome figurines. Center figure wholesales at 
$15 a dozen, smaller flower containers at $12 a 
dozen. Minimum order one dozen. Shown by 
Janis-Tarter, Greeman, Inc., 225 5th Ave. N. Y. 


@ ''Ming Rose’ 
after-dinner ser- 
vice, exemplifies 
the wide range 
of patterns in 
Foley English 
bone china and 
wholesales at 
$5.50. An intro- 
ductory assort- 
ment of 4 doz. 
fine bone china 
teas about $50 
net. Ellis China 
Co., Inc., 607 
5th Ave., N. Y. 











@ Fine silver de- 
posit work on spark- 
ling crystal, execut- 
ed entirely by hand. 
Bon bon dish $1.75; 
candy box $3.75 and 
syrup set $3, whole- 
sale. An assortment 





@ French poodles by Sasha Studios of Hollywood of 15 "best sellers" 
combine authentic antique quaintness with plea- available at $50 
singly modern styling. 7!/2" high, they are avail- net from Winia M. 
able at $6 a pair wholesale—slightly higher in Harriman, 225 5th 
pink lustre or black. From an extensive collection Ave., New York 


of ceramics by Sasha Katchamakoff, just intro- 
duced by M. Wille Art Goods, 225 5th Ave., N. Y. 
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|The ELLIS SILVER COMPANY, Inc. 


607 Fifth Avenue 
NEW YORK, N. Y. 
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FINE 
OLD 
SHEFFIELD 
PLATE 


GEORGIAN 
AND 
EARLIER 
SILVER 


VICTORIAN 
SILVER 


+ 
AN EXTENSIVE 
SELECTION 


IMMEDIATE 
DELIVERY 

















FOLEY 
English Bone China 


W holesale Price 


3. re $ 8.25 doz. 
ana vow .....:...--. . 12.50 doz. 
me vow ....... .... 13.25 doz. 
4th row ....... .... 16.50 doz. 


An assortment of all the illustrated pat- 
terns (four dozen) costs approximately 
$50 wholesale. Place your order and 
receive a most comprehensive selection 


of these outstanding bone china teas! 








THE ELLIS CHINA COMPANY, Inc. 


607 FIFTH AVENUE 


NEW YORK CITY 
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@ Hurricane candle lamps in popular cranberry color 
with crystal bobeches and brilliant plastic prisms. 
Left, polished cut 13", $2.65; same all crystal, $2; cen- 
ter, 12!/," high, $4.50, same all crystal, $3.75; right, 
14", $3.25, same all crystal, $2.50. Prices wholesale 
per pc. From Koscherak Bros., Inc., 129 5th Ave., N. Y. 





@ Peking enamel ashtray, in various color 
combinations, measures 4!/,"" long by 134" 
high. Handle is hand carved in I8th cen- 
tury white jade. Available in 6 assorted colors 
for prompt delivery at $3.75 each whole- 
sale. Cathay Crafts Corp., 225 5th Ave., N. Y. 
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NEW 


Giftwares 





@ Delicacy and richness distinguish these adaptable 
pieces of hand-decorated, translucent Charleton china, 
selected from over 200 new articles shown for fall by 


Abels, Wasserberg & Co., Inc., 23 E. 26th St., N. Y. 


@ Six-piece “countess 
sets'' in English earthen- 
ware are available in 
assorted patterns of 
moss rose, polka dot, 
flowers and solid colors 
at $4.25 wholesale per 
set. Introductory order 
of 6 assorted sets mini- 
mum at $24 net. Stocked 
in New York by Lenart 
Import, Ltd., 550 5th 
Ave. and 225 5th Ave. 


@ Genuine cowhide Florentine 
leather desk set is hand tooled in 
22K. gold leaf. 19''x24" set in- 
cludes steel, gold plated letter 
opener, hand blotter, combination 
letter rack, calendar and Wahl 
fountain pen. In brown, blue, ma- 
hogany, green or black at $8 
wholesale per set. Stationers Spe- 
cialty Corp., 19 W. 21st St., N. Y. 


@ Amber mirror-faced electric 


clock with Sessions movement is 
hand etched in Regency design 
with brass hands in cord and 
tassle. $16.50 wholesale, stocked 
by Fanny Morse, 225 5th Ave. 





@ The original of this great dane was sculp- 
tured by the eminent artist Louis Paul Jonas. 
In perfect detail of either harlequin or fawn 
coloring at $10 retail, it measures 9" over- 
all. Lunning, Inc., 667 5th Ave., New York. 
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Over a 
Half Century 
of 
Achievement 
CHINA 


and 


GLASSWARE 


Estab. 1887 











Lifelike Flowers and 
gold on clear Crystal 
Glass make lovely 
gifts. 

Illustrating a few of many 
popular numbers in oy; 
large line: 


(Left) Iris Vase #54/18 


ht. 12” $2.50 ea. 
Same with wildrose bou- 
quet 254/19 2.00 ea. 


(Right) Wildrose bouquet 
vase 254/20, ht. 11” 

2.00 ea. 
(Lower) Candy box 
+56/164 714” square 

2.75 ea. 
Numerous other vases of 
decorated crystal from 
$2.00 doz. to $4.50 ea. 

Prices net wholesale 

Catalog +KI10 showing 
hundreds of items in 
china, pottery and glass on 
request. 


KOSCHERAK BROS. INC. 


129 Fifth Ave., New York 

















DRESDEN DAINTINESS 
expressed in graceful lines and delicate detail, with 
one jewel-tone predominating, distinguishes this 
ZELLIE Creation, “Thérése et Francois,” shown at 
right. 


In ruby, sapphire, amethyst, garnet, topaz or em- 
erald. Male figure 8 in. high. The pair $5 wholesale. 


LYDA NORTON 











225 FIFTH AVENUE 
NEW YORK, N. Y. 
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THE ULTIMATE IN 

EXQUISITE GRACE 
has been captured in these Dresden-like ballerina 
figures by ZELLIE, “Lisa” and “Paula,” shown at 
left. The elaborate detail shows great delicacy and 
the coloring is most harmonious, with one shade spe- 
cially featured in each pair. These dominant colors 
are dawn, dusk, sunset, sea-foam and springtime. 
The taller figure stands 8 inches high. The pair, $6.25 


wholesale. 
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China, stemware and decorative glass were an "experiment" at Brodnax Jewelry Co. 
—I!0 years ago. Now these moderate- to high-priced lines fill most of the 
second floor, each polished piece priced to aid the browsing type of shopper. 


Whole Floorfor China and Crystal 


by ROBERT A. LATIMER 


A’ least five major display windows along the side 
M& of the Brodnax Jewelry Co. store in Memphis, 
Tenn., have been devoted to fine china and crystal for 
more than ten years. During present war conditions, 
this number is likely to go up to six or seven—which 
may be an excellent indication of the part china and 
glass is expected to play for the duration. 

S. H. Cayce, general manager of the Brodnax store, 
is convinced that the selling of china and crystalware 
is logically the jeweler’s field, despite the large amount 
of competition “on the outside’ which in the past has 
prevented some jewelers from adding these lines. Now 
that the war means shortages in certain jewelry mer 
chandise, he feels, the ability to sell a large volume of 
fine domestic china, stemware and decorative glassware 
will be an invaluable asset to the store. 

When Brodnax originally went into the china and 
crystalwares field, it was considered more or less of a 
sideline or accommodation bracket of merchandise. Good 
selling methods, however, soon demonstrated that both 
were profitable enough to deserve a larger amount of 
display space and more energetic merchandising prac- 
tices. Now, most of the second floor of the store is given 
over to china and stemware, and the largest amount of 
display space in the windows mentioned above. First 
floor windows are actually the store’s “china shop” 
since they are always kept filled with all patterns car 
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ried in stock, and windows are changed over to new 
displays every two weeks. Few people who pass the 
building overlook the fact that Brodnax’s is energetically 
in the china and glassware business, and that it wants 
visitors to the second floor. 

Here a tremendous volume of sales in moderate to 
higher priced lines has been carefully developed. Ma- 
hogany display cases line the walls all around the china 
department, backed with crystal mirrors, and small dis- 
play tables show decorative glassware over the sales 
floor. Unlike most stores, Brodnax does not put a 
great deal of effort into making up table-setting dis 
plays on the floor, feeling that this consumes too much 
time and is too standard a practice to attract much at- 
tention anyhow. Instead, display effort goes into the 
selection of attractive patterns, and keeping them at 
maximum eye-appeal on the display shelving. Every 
piece of stemware, for example, is polished to bright 
appearance every day, as are china and gifts elsewhere. 
The store normally carries from 30 to 40 patterns in 
crystal (all American today, although at one time there 
were many imports) and from 50 to 60 in china, all 
open stock dinnerware. 

Price lines are secondary to patterns, according to 
Mr. Cayce. “We don’t cater to low-price buyers,’ he 
said, ‘since this means entering too competitive a field. 
However, we show plenty of moderately priced good 
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he SY, uitation 


To inspect the finest hand-decorated china and 
glass accessories made in the U. S. A. Shown is a 
group of pastel colored glass, finely hand-decorated, 
selected from an extensive line of over 300 articles. 


Abels Wasserbderg of, Gre. 


Chicago: 23 East 26th St. Los Angeies 


Room 1263 pea ira & 
‘ na 
Merchandise Mart New York City 1625 S. Los Angeles St 
> 
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3-piece Console Set $8 wholesale 


$50... will bring you an outstanding assortment 
of this quality sterling silver deposit ware .. . 
including water pitchers, bowls, plates, sugar 
and creamers, vases, celery trays, candle sticks. 
mustard jars, candelabras, syrup sets, bon bon 
dishes and candy boxes. F.O.B. New York City. 


Place your order TODAY! 


WINIA M. HARRIMAN 


225 Fifth Ave. New York City 








Copelands Grosvenor 
ENGLISH BONE CHINA 


DESSERT PLATES INDIVIDUAL ASH TRAYS 


Twelve varied fruit centers to each dozen. Gold edge, 
rim depth color in Peach, Yellow, Green or Blue. 
RETAIL PRICE 
Dessert Plates — $34.20 per dozen 


Individual Ash Trays — $12.50 per dozen 
AVAILABLE FOR IMMEDIATE DELIVERY 


Sole agents and wholesale distributors 


COPELAND & THOMPSON, INC., 206 Fifth Ave., New York, N. Y. 








NOEL a's In The Modern Manner 


Irresistible Yuletide decorations of specially treat- 
ed cellophane straws. Be sure to place your order 
early! 


Wholesale 
17" Christmas Tree $21 doz. 
9'/."" Angels 12 doz. 


Assorted colors: white, green, blue, red, amber. 


Minimum order — one dozen, f.o.b. New York 


RUBEL and FENTON 


225 Fifth Avenue New York City 
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SUOMI 
FINLANDIA 
NORTHERN ROSE 


A pattern festive 
elegant, 


and 
with floral clus- 
ters in bright garden 
colors on a translucent 
ivory china body. 

24 piece service for 
four: 4 dinnerplates, 4 
coupe soups, 4. salad 
plates, 4 teacups and 
saucers $8.75. 53 piece 
service for eight, $19.50. 


105 piece service for 
twelve, $44.50. 
Immediate Delivery 
Open Stock 


GIRCHINES 


SERVICE 


The harmonious 


blend 


ing of Birchwood and 
china into a handsome 
and compact service ap 
pointments. 


No. 202—-12% 
with Northern 
4 


g dishes, $2.75 


Write for information regarding other china patterns and 
BIRCHINA Services. 


INLAND CERAMICS & 
GLASS CORPORATION 


225 FIFTH AVENUE NEW YORK 


” by 10%” 
Rose 5” 
complete 

















NORDANE GENUINE BRONZE 
By CARL SORENSEN 


Though our stock prepared prior to manufacturing restrictions is rap 
idly diminishing we are still in a position to supply those of our cus 
tomers who have been carrying the line consistently in recent years 


We suggest in view of the many numbers no longer available you 
specify the approximate investment that you contemplate and per 
mit us to make the selection for you 
Also Representing: 

Kay Finch California Ceramics 

Sasha Studios California Ceramics 

Hermione California Ceramics 

Hand-wrought Jewelry by Esther Lewittes 

L. Sokoloff Wood Carvings 

Guilford Arts Co. solid leather appointments 

Tat-I-tale Cookie Jars by Helen of Hollywood 
Constituting an unequalled variety of distinctive merchandise of in- 
terest to stores maintaining a high standard of quality. May we 
urge you to call at our showroom when you next visit the New York 


market? 


M. WILLE-ART GOODS 


225 Fifth Avenue 
New York, N. Y. 
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china for the customer who buys for her own use, 
top-quality lines for the gift market.” 

Contrary to some jewelry stores’ policy, every piece 
on view is priced for the benefit of the customer who 
comes in stating that she has $10 to spend and wants 
Since women like 


to know what she can buy with it. 


to “browse” through the second floor shop, price tags 
are plainly marked, allowing the customer to spend as 
much time as she likes making a selection with confi- 
and is 
Lowest is a single pattern at $10 per 


dence. Fine stemware is a major gift item, 
priced by dozens. 
dozen, going up to #30 and $36 in other lines. Brodnax 
always uses the name “crystal” and sticks to it in window 
or newspaper promotion, 

Good merchandising methods are responsible for the 
steady turnover on all lines established. 
tant, 


of gift selling for young Memphis brides. 


Most impor- 
form 
Many popu- 


according to Mr. Cayce, is the “registration” 
lar young girls come to Brodnax long before their wed- 
dings in the hope of getting complete dinnerware, glass- 
ware and flatware sets by the date of their weddings, 
and make ample use of the “bride’s book’’ which records 
For the 
who will buy wedding gifts, the brides’ 
betically 
mation as to what patterns the bride has chosen in ster 


their chosen patterns. information of friends 
book is alpha 
each record sheet 


indexed, ‘arrying all infor- 


ling, china, glass and even gifts. As friends buy, pieces 
are crossed off, until the entiré set has been purchased 
which is no rarity with Brodnax. 

“We do approximately one-third of our business over 
the telephone,’ Mr. Cayce said, “since 
for the 


has selected, 


it is onby neces- 


sary customer to call in, ask what patterns the 


bride and order from quoted prices and 


items.’ Use of the telephone has been widely publicized 
by the store, and encouraged as a means of eliminating 
indecision and shopping trips downtown. As a result, 
hundreds of Memphians put full trust in the store to 
select a service plate, cups and saucers, glassware set, 
ete., which will compliment their taste. 

Brodnax’ china and crystalwares department volume 
“self” 


only for their own use. 


is about 60 per cent sales, whereby women buy 


Scores are brought in daily by 


the five large display windows on the walk below, to 
whom Mr. Cayce encourages the “collector interest” 
assiduously. New merchandise as rapidly as received 


goes into the windows and on to the front display tables 
on the second floor, while direct mail announcing it goes 
to all women who sign a registry book at the head of 
the floor. 


fit of women interested in new, beautiful china and glass 


This book is placed there solely for the bene- 


patterns for their homes, and who sign it because they 


want to be informed. Careful nurturing of the collector 
interest by Brodnax has resulted in the reestablishment 
of the 


homes. 


dining room china cabinet in many Memphis 
Since our entry into the war the store has been buying 
carefully to keep stock up to par despite considerably 
heavier business. Many customers are now buying either 
china or glass who formerly purchased other types of 


gifts, Mr. Cayce emphasized. In addition, people who 
longed for but could not afford fine dinnerware in the 


The 
second floor thus is doing more than its share in helping 
to level out store income through the war period. 


past can now buy, and are not hesitating to do so. 


THE JEWELERS’ CIRCULAR-KEYSTONE 
























Lighter that Lights” 


THORENS No. 1602 






CHROMIUM 
“AUTOMATIC” PLATED 
Lights automatically. Engine 
Instantaneous strong turned. 
flame whenever wanted. ; 
Retails 
Retails $3.50 and up $3.50 each 


THORENS lighters are beautifully 
plated with high chrome or gold finish. 


No. 7602 












CHROMIUM THORENS 
paren “STORMPROOF" 
Engine 
turned Lights quick as a flash 
Retails even in a blistering gale. 

$2.85 each Retails $2.85 and up 























SEND FOR DETAILS AND DISCOUNTS 


BELSIC PRODUCTS 122 FIFTH AVE NEW YORK NY 


GENERAL OISTRIBUTORS FOR U.SA 









HANDY AUTOMATIC 
CONTAINERS 


“Dispenses one flint at a time” 


IN 






RETAILS 10¢ 


BUYING THORENS BUYS THE BEST 


SALES-CREATING SILVER CHEST 


Chest-Craft 


So lovely, so practical, so 
popularly priced . . . it 
will win you many new 
sales. Semi-gloss lacquered, 
dark walnut finish; tarnish 
repellent red or blue 
duvetyne lining. Capacity 
112 pieces; blade rack 
holds 12 knives. Approxi- 
mate retail price $3.50. 
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HAND PAINTED ITEMS FOR NO. C 241 


PROFITABLE PROMOTION 


@ Coasters 
—_— TLLUSTRATING AN 
© Baske 

ASSORTMENT OF 
— SILVER CHESTS 


UPON REQUEST. 


CIRCULARS AVAILABLE 


LEIPZIG & LIPPE, INC. 


J FERY WIL 
1166 Broadway | p PRODU if, ( New York City 


———— 
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THE LUNNING COLLECTION 





of wonderful Christmas sifts 


available for exclusive distribution 


. Write for details 


& UNnING Inc. 


667 Fifth Avenue, New York 

















1364 Flight. Candle light and flowery elegance here ex- 
pressed by 144” wide strips of lucite with decorative etched 
strips makes a unit 16” long with 2” high, fluted glass candle 
cups fastened at either end. The lucite swings and swoops 
to an 8” diameter loop. The crystal vase placed in the cen- 
ter is 3” high. $1.75 wholesale. 

Shown on 12x20” oval shock mirror at 60c with 21285 Mir- 
ror Clips which are removable handles of lucite 1” wide 
which fit and dramatize any mirror. $7.20 doz. sets of 4. 


Send for new broadside showing fast selling 
items for Jewelers to take the place of metals. 


NORTON CENTERPIECES 


119 West 24th St. New York City 
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RATION BOOK HOLDERS 


(Simulated Leather) 


Assorted Colors 
3 Dozen to Carton $1.80 Doz. Net 


STATIONERS SPECIALTY CORPORATION 


Work Shop 


19 WEST 21ST STREET NEW YORK CITY 





























“Silent Night” is the loved music which plays as the 
doors are opened to view the lovely Madonna within. 
She is enshrined in a gray Gothic case, and a halo of 
soft blue light surrounds her. 

$6.50 each wholesale. 


Phone 225 FIFTH AVENUE 
a AT TWENTY: SIXTH STREET 
LExington 2-2524 NEW YORK CITY. 











by VINCENT S. LIPPE, JR. 
a RI... at 225 Fifth Avenue, New York, 


Janis-Tarter, Greeman, Inc., have been appointed 
Eastern representatives for KimWarde Ceramics, a dis- 
tinctive line of figures and flower holders manufactured 
in Hollywood . . . Winia Harriman is now displaying 
the Menshik & Arnstein line of silver deposit glassware, 
which includes console sets, vases, bowls, plates, bottles 
and other gift items .. . Stimulating to his many friends 
in the trade is the news that H. G. Ruete has been 
named china, glass and gift buyer for Charles Weill Co., 
resident buyers of New York. He replaces Bill Red- 
mond, who is now in Uncle Sam’s employ . . . Fotmer 
boon companions of Sgt. Charlie Doerwald should drop 
a line to Fort Benning, Ga. Charlie is an instructor in 
the Parachute School there and his tongue hangs out 
for “nifty-gifty”” news ... The Beckhard Line have just 
issued a loose-leaf catalog illustrating their assortment 
of writing paper and gifts for service men ... Anne 
Preston, that cute trick in Everlast’s showroom will hit 
the Lohengrin trail very soon. Marion Sharpe must 
have engineered the match——from the satisfied gleam in 
her eye. Jack Orenstein, president of Everlast, is so 
engrossed in war work at his metal factory that he is 
practically a stranger to “225” ... A. C. Eisman, rep- 
resenting M. B. Cahn Decorative Arts, has taken the 
Booth China Co. space on the fifth floor .. . Marbrook 
Distributors are also new tenants in Room 529. Military 


| accessories of every description are featured by this firm 


... Lee Reeves said Aloha to Sun Glo Studios after the 
New York Gift Show and is now in Army uniform. 


* * * 


HIGHLIGHTS aT THE New York Girr SHow—M. 
Wille’s “French Art” accessories covered in damask .. . 
H. H. Turchin’s mirrors of Black Carrara Glass .. . 
Jewelcraft by Boston’s talented Parenti Siaters 
Twinface clocks from The Hobar Co. . . . Handblown 
Crownford glass by Tebor Inc. .. . Crystal angels for 
Christmas by Sun Glo Studios ... Karly American deco- 
rated tableware from The Rockwell Silver Co. . . . Cran- 
berry and crystal candy box from Rubel & Fenton... 
Mary Schermerhorn’s Birthday Children series and ma- 


donnas .. . Abels Wasserberg’s decorated porcelain . . . 


Cathay Craft’s sterling silver lapel pins ... Breslauer- 
Underberg’s English Toby Jugs . . . Stationers Special- 
ty Corp. writing kits for service men . .. Cache pots 
from Koscherak Bros. ... New designs in crystal per- 
fume bottles from Irving Rice & Co. . . . Translucent 
china salts and: peppers, designed by Simon Slobodkin, 
from Farber Bros. ... Glass costume jewelry from Nor- 
ton Centerpieces ... Scott Wilson’s American china from 
Raymor Mfg. Co. ... Pottery “calico dog” shakers from 


| The Burkharts ... Antique musical chest from Mottahe- 


dah & Sons .. . Gladding, McBean’s new china dinner- 
ware ... The Bookshelf of Games from E. S. Lowe Co. 
... Plastic accessories by Van Cleff . .. Roth & Wiener’s 
all leather compacts. 
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GREAT OPPORTUNITY IN QUALITY GIFTWARES 
by MAX WILLE 


There are few merchants who in these critical times 
are not forced to make drastic adjustments in the type 
of wares they will offer to their customers. The jeweler 
is no exception. Plated silverware, watches, clocks and 
other traditional jewelry store merchandise classifica 
tions have joined the list of “non-availables” or are 
available only in such restricted quantity as to make it 
a matter of survival to seek replacements in other fields. 
The jeweler who is not alert to this situation will one 
day find the problem so acute as to be beyond solution. 
The time to lead into new lines is not when the crisis 
has arrived but well in advance of that point, so that 
sales momentum will have already been created by the 
time inventories of established lines have reached the 
vanishing point. 

Many jewelers have always also been identified with 
quality decorative accessories and gift wares. Others 
have persistently refrained from carrying such merchan- 
dise for reasons which had to do either with space limi 
tations or an unwillingness to deviate from tradition. 
Also it cannot be denied that the term “gifts” has in 
past vears often been identified with novelty or souvenir 
merchandise beneath the quality appropriate to the jew 
elry store. 

What is more logical than that fine appointments for 
the home should be carried in the same store as table 
appointments of silver? On the same table in the home 
of refinement will appear silver in combination with 
crystal stem-ware, china, pottery, and perhaps a decora 
tive centerpiece of porcelain or ceramic. Throughout 
the home, articles of the giftware category will be found 
in close association with pieces emanating from the tra 
ditional jewelry stock; is it not in keeping for the 
jeweler to strive to emphasize this association from the 
standpoint of merchandising and to derive the conse 
quent unquestionable benefit of stimulated sales? The 
writer does not wish to advocate that the jeweler adopt 
a drugstore policy of “anything so long as it sells.” A 
reputation for quality is a structure too difficult to create 
to allow it to be destroyed by a sudden panicky lack of 
discrimination in buying. 

To sum up; now is the time to act; further delay may 
prove costly indeed. The already advanced season 
makes it impossible for jewelers other than those situ 
ated near the large wholesale centers to personally cover 
the market. In this emergency a competent trade jour- 
nal which is tuned to the market by means of its edi 
torial and advertising departments is best qualified to 
serve as intermediary between the retail and wholesale 
markets. THe Jewevers’ Circutar-Kreystone, which 
maintains a staff for just this purpose, is ever ready to 
be of service to its subscribers. 

It will also be necessary for the merchant to have 
confidence in established wholesalers with whom they 
may not have dealt before in authorizing the selection of 
sample assortments. Needless to say, entirely aside from 
the standard of ethics maintained by established firms, 
it is in the interest of both parties that a first transac 
tion involve only the most desirable merchandise so that 
repeat orders may be stimulated, this in itself providing 
a guarantee of whole-hearted cooperation. 
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Hand Decorated Breakfast Sets from 
Grays Pottery, Stoke-on-Trent, England 
in individual 13-pe. breakfast sets with hand- 
painted polka dots of red, green. blue or tur- 
quoise on an ivory body. 

An exceptional value at $5.75 wholesale 
per set. 
SPECIAL INTRODUCTORY OFFER OF 
4 ASSORTED SETS AT $20! 


LENART IMPORT LTD. 


550 FIFTH AVE. NEW YORK CITY 














Attractive Sterling Silver Bracelets, in gilt 
and silver finish. 


Top #2058 $12.00 dz. wholesale 

Center #2019 7.20 “ 

Bottom #2020 12.00 “ - 
CATHAY CRAFTS CORP. 
225 Fifth Avenue New York, N. Y. 
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Jewelers Urge Green Bill Enactment 
For War and Civil Use of Idle Silver 


Ask Congress to End False 
Scarcity and Permit Use of 
Silver Not Needed for War 


“Free for industrial use some of 
the idle silver hoard buried at West 
Point, and-—to accomplish this end 

give active and vigorous support 
to the Bill recently introduced into 
the Senate by Sen. Theodore F. 
Green of Rhode Island.” 

This, in substance, is what thou- 
sands of jewelers, organized into 
scores upon scores of local Silver 
Users Emergency Committees to- 
gether with photo-engravers and 
other users of silver, are writing 
their Congressmen, looking toward 
late October when Senator Green’s 
bill will receive a hearing at Wash- 
ington. 


No flatware, no hollowware, no inex- 
pensive or moderately priced metal 
jewelry, no watch cases or metallic watch 
bracelets except gold or platinum, no 
fountain pens, no mechanical pencils—in 
short, starvation for the jewelry indus- 
tries in the midst of a ten-year accumu- 
lation of the world’s production of silver 

this seems the cruel and _ senseless 
hardship if the Green Bill fails to be- 
come law. 

Introduced Sept. 14 by a senator who 
is an ardent New Dealer, a welcomed 
White House visitor and an intimate of 
Secretary of the Treasury Morgenthau, 
the Green Bill (S. 2768—A Bill to Au- 
thorize the Use for War Purposes of 
Silver Held or Owned by the United 
States) was read twice and referred to 
the Committee on Banking and Cur- 
rency. Present law provides that none 
of the silver owned by the Treasury may 
be sold at a price less than $1.29 per 
ounce. 

The Green Bill would modify this sell- 
ing provision of the existing law so far 
aS necessary to meet war emergencies. 
Here is its text: 

"Be it enacted . . . that not withstand- 
ing any other provision of law, the Pres- 
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THE WAY IT’S DIVIDED 
AT PRESENT 


Actual coinage in circulation and oe 


in the Treasury ” pos this pledged bullion to the WPB 
Pr) in eturned unharmed 
to the Treasury at the 
1,167,500,000 


This is silver bullion pledged as “ 


ounces or 
backing for silver certificates. pledged " 
To authorize the sale of this silver 
AAA for war and other purposes. 
Ww 
1,350,300,000 
And this is the silver bullion the ounces unpledged To appeal to the WPB for the night 
Treasury has made available to the or free silver to use this silver for civilian needs 


War Production Board for non-con- 
sumption war purposes and for ulti- 
mate return to the Treasury. 

















does not interfere with our war 
A effort 





OUR OBJECTIVES ARE: 


To get Congress to authorize the 
Secretary of the Treasury to loan 













only to the extent that such use 

















The Treasury's "pledged" silver, if loaned to war industry for later return, could simul- 
taneously back up paper currency. Legislation could then allow civilian industry to buy and 
use whatever “unpledged" silver is not needed for the war. At present, the “pledged” silver 
can't be touched and the “unpledged" is earmarked for loan as electricity conductors. 


ident is authorized, through the Secretary 
of the Treasury, to sell, lease, or other- 
wise dispose of, upon such terms as the 
Secretary of the Treasury shall deem ex- 
pedient, to any person, partnership, asso- 
ciation, or corporation, or any depart- 
ment of the Government, or to the 
governmen! of any country whose defense 
the President deems vital to the defense 
of the United States, for use in connec- 
tion with the war effort, but not limited 
to the making of munitions of war and 
the supplying of civilian needs contribut- 
ing to the war effort, and the converting 
of existing plants to those purposes, any 
silver held or owned by the United States: 

"Provided, that no silver shall be sold 
under this act at less than its cost to the 
United States or at less than the then 
current market price for silver, whichever 
is higher: 

"Provided further, that at all times the 
ownership and the possession or control 
of an amount of silver of a monetary 
value equal to the face amount of all 
outstanding silver certificates heretofore 
or hereafter issued by the Secretary of 
the Treasury shall be maintained by the 
Treasury."' 


The language of this bill would make 
it possible for jewelry manufacturers to 
buy Government silver, since virtually 
every jewelry plant is engaged in or has 
attempted to convert to war work. 





NATIONAL COMMITTEE FORMED 

Congress was urged to support the 
Green Bill by the National Silver Users 
Emergency Committee, representing 20 
silver-using industries, which was an- 
nounced Sept. 8 with the purpose of 
“bringing silver out of Government 
hoarding vaults and into productive 
use.” In a letter to all members of Con- 
gress, William G. Thurber, secretary- 
Treasurer of ‘Tilden-Thurber  Corp., 
Providence jewelry retailers, chairman 
of the national committee which has of- 
fices at 527 5th Ave., New York, said: 

“The silver-using industries, the re- 
tailers and others dependent upon silver 
for a livelihood are making one simple 
request of the Government. We are ask- 
ing that so long as silver is not a critical 
metal that we be permitted to remain in 
business. We are asking Congress to 
recognize the economic waste in forcing 
scores of thousands out of employment 
on the pretext that there is a shortage of 
silver when there is plenty. 

“The silver-using industries,” he went 
on, “and those who distribute silver goods 
have willingly given up use of many 
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materials which are needed in the war 
effort. Plated ware long ago went out of 
production to save copper, brass and 
nickel and there was no complaint from 
us, for there was an actual shortage of 
those metals. Manufacturers have and 
are converting to war production where 
it has been possible and where they 
could obtain war contracts. 

“We believe (1) that while there is 
plenty of silver it had better be put to 
productive use rather than be permitted 
to tarnish in idleness underground, and, 
(2) we believe that until industries can 
find war work to do they should not be 
thrown on the scrap heap. 

“There is silver held by the Treasury 
which can be used by our industries, as 
well as in war production, if the Con- 
gress so authorizes the Secretary of the 
Treasury.” 

Meanwhile, similar bills to repeal the 
Silver Purchase Acts of 1934 and 1939 
were introduced into the House by Rep- 
resentative Emanuel Celler (Dem. N. 
Y.) and Representative Allen T. Tread- 
way (Rep., Mass.), without, however, the 
endorsement or backing, so far as this 
journal can learn, of any jewelry or 
silverware interests. Celler’s bill to re- 
peal the Act of 1934, which requires the 
Treasury to buy silver until it attains a 
3-to-1 ratio with gold in the monetary 
system, was referred to the Committee 
on Ways and Means; his bill to repeal 
the Act of 1939, which requires the 
Treasury to buy all domestically mined 
silver at 71.11 cents an ounce, to the 
Coinage Committee. 


SILVER BLOC FIGHTS CHANGE 


Immediately the Senate Silver Bloc, 
made up of senators from Arizona, Cali- 
fornia, Colorado, Idaho, Minnesota, Mon- 
tana, Nevada, New Mexico, North Da- 
kota, Oklahoma, Oregon, South Dakota 
Wisconsin and Wyoming—senators who 
often swap votes with the farm bloc to 
keep the silver producers in their states 
sure of Government subsidy—-was up 
in arms and ready to fight to the finish. 

Sen. Pat McCarran (Dem. Nev.), 
leader of the Silver Bloc, announced that 
he would oppose the Green Bill “with 
everything I have in me” and that 14 
senators, meeting in his office Sept. 18, 
agreed unanimously to oppose any change 
in silver legislation. Mr. McCarran ad- 
ded that three WPB officials who con- 
ferred with the group opposed the bill 
“because it would divert silver from war 
purposes.” They were Alex I. Hender- 
son, deputy director general of indus- 
try operations; Richard J. Lund, chief 
of miscellaneous minerals, and William 
S. Murphy, assistant in charge of silver. 

The senator asserted that “those en- 
gaged in the jewelry industry and the 
fabrication of silver can get all they 
need without going to the Treasury” by 
overbidding the Treasury. Jewelry men 
smiled at this because the Treasury 
pays 71.11 cents an ounce for domestic 
silver and if manufacturers overbid 
they run smack into the OPA ceiling. 

He also proposed that the Treasury 
defer its purchases of newly mined do- 
mestic silver and let industry buy it. 
(Another smile, for the Treasury already 
had done this very thing, in fact that is 
the source of whatever silver has been 
obtained recently by manufacturers.) 
The same day, incidentally, Henderson 
of WPB was saying that the growing 
demand for consumptive uses of silver 
in the war industries would lead early 
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in 1943 to control of newly mined domes- 
tic silver as rigid as the control over for- 
eign silver. 

Senator McCarran delighted his con- 
stituents by announcing plans to intro- 
duce legislation increasing the legal sil- 
ver purchase price from 71.11 cents to 
$1.29 an ounce, “the full cash value,” to 
encourage the output of copper, lead and 
zinc, often found as a _ by-product of 
silver-mining. 

Then came a flow of statements from 
Silver State representatives that Eastern 
bankers were agitating to change the 
silver legislation, that silver brokers 
were responsible for the action to drive 
down the price of silver. 


HOW SILVER CAN BE HAD 


The Government's silver hoard (five 
times what it was ten years ago as the 
result of vast accumulations under the 
Silver Purchase Act of 1934) now con- 
sists of 3,335,000,000 ounces, about 115,- 
000 tons. Of this, 813,200,000 ounces are 
in currency. Another — 1,167,500,000 
ounces are entombed at West Point as 
backing for silver certificates at the rate 
of $1.29 an ounce; this class of silver 
is also referred to as “allocated,” pledg- 
ed,” and “monetized.” And, in addition, 
there are 1,350,300,000 ounces of “free” 
or “unallocated” silver, held by the Trea- 
sury in excess of its reserve requirement. 

Repeatedly, certain Treasury, WPB 
and silver state people have proclaimed 
that “all” of this last classification of 
silver (that not pledged against silver 
certificates) has been earmarked, or is 
in use, on loan as an electricity conduc- 
tor in war plants, to be returned to the 
Treasury ounce for ounce and complete- 
ly uninjured after the war. Thus the 
cupboard would seem bare for the pur- 
chase and consumption of Government 
silver for civilian 

However, as of Aug. 1, only 400,000 - 
000 ounces were even in the process of 
being made into bus bar electrical con- 
ductors, and less than 100,000,000 ounces 
were in actual use. This leaves 950,000,- 
000 ounces of “unallocated” silver com- 
pletely idle, and the Silver Users Emer- 
gency Committee argues that since war 
production is already 90 per cent capac- 
ity, isn’t there a surplus of “unallocated” 
silver beyond the need for lease-lending 
to war plants and should not some of 
this surplus be made available to civilian 
use? The Committee may appeal to the 
WPB for the right to use this silver to 
the extent that such use does not impede 
the war effort. 

But if copper continues so short that 
over a billion ounces of silver must sub- 
stitute as bus bars in factories manufac- 
turing aluminum, magnesium and other 
war material, the Committee will ask 
Congress to permit the Treasury to loan 
its “pledged” bullion instead of the free 
or unallocated silver which is now ear- 
marked for lending. Thus, 1,167,500,000 
ounces of silver would do double duty; 
at the same time they’d both back the 
currency and conduct electricity; after 
the war they would be returned unharm- 
ed to the Treasury. This bookkeeping 
operation would leave 1,350,300,000 oun- 


use, 


ces neither backing the currency nor 
lease-loaned. 
The Green Bill, if enacted into law, 


would permit the Treasury to sell this 
silver for war and other purposes. The 
War Production Board would then be 
asked to permit civilian industries to buy 


and use silver, to the extent that such 
use did not interfere with the war effort. 


URGE LOCAL COMMITTEES’ ACTION 
The Silver Users Emergency Commit- 
tee, acting in a steering capacity, advises 
jewelers in every community in the 
United States to organize a local Silver 
Users Emergency Committee composed 
of three, five or ten local silver sellers or 
users, including photo-engravers who are 
also members of the national committee. 
The local committee’s job is to see that 
every local seller or user of silver to- 
gether with every employee and members 
of employees’ families write their Sena- 
tors and Representatives, and visit the 
legislators if the latter happen to be 
home. Only sustained effort and con- 
tinuity and home county and home state 
pressure on home county and home state 
legislators will end the artificial scarcity 
and preserve a tax-paying industry. 
The following organizations are par- 
ticipating in the work of the national 
committee: ANRJA., American Photo- 
Engravers Assn., Associate Jewelers, 


Inc., Chicago Jewelers Assn., Educa- 
tional Jewelry Manufacturers  Assn., 
Fountain Pen & Mechanical Pencil In- 


dustry, Gemological Institute of Ameri- 
ca, Jewelers Vigilance Committee, Inc., 


Masters’ Electro-Plating Association, 
Mirror Association of Manufacturers, 
NACJ, NWJA, National Retail Dry 


Goods Assn., New England Mfg. Jewel- 
ers & Silversmiths Association, New 
York Silver Jewelry Manufacturers 
Assn., Photo-Engravers Board of Trade 
of N. Y., Ine. Sterling Silversmiths 
Guild of America, The Jewelry Crafts 
Assn., Ine., and the Watch Case Manu- 
facturers Board of Trade, Inc. 


Radio Talk for Local Use 

A clear, logical and effective 
word radio script on the silver crisis has 
been prepared by Charles J. Michaels, 
ANRJA president. Copies may be ob- 
tained for use by local jewelers in local 
ANRJA headquar- 


1500 


radio stations, from 


ters, 22 W. 48th St., New York. 

Mr. Michaels gave his talk over 
WTIC, Hartford, Conn., and the radio 
station donated the time. Jewelers can 
arrange similar talks in every city. 


Radio stations will be likely to contrib- 
ute the time, especially if a jeweler who 
buys advertising time on the air re- 
quests it. 

The talk that 100,000 and 
women employed in the nation’s jewelry 
stores will be threatened with bank 
ruptcy and the Government will 
$60 000,000 a year in excise taxes, unless 
the Treasury’s surplus silver is released 
for industrial use. Listeners are asked 
to write their representatives to indi- 
cate interest in the welfare of their com 
munity and their fellow-men. 


Use Silver in New Nickels 


To save 1400 tons of copper and 500 
tons of nickel, the Mint last month be- 
gan producing new 5-cent pieces made 
up of 35 per cent silver, 56 per cent 
copper and 9 per cent manganese. 

The pre-war 5-cent piece was com 
posed of 25 per cent nickel and 75 per 
cent copper. The ‘umber of nickels 
turned out last year exceeded 300,160. 
000, as against 35,016,000 in 1938. 

The Mint is considering the possibil- 
ity of using plastic pennies, and may 
produce 12% cent or one-half cent 
pieces for the payment of sales taxes. 


Says men 


lose 
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Factories Must 


Newly-Mined Domestic Silver, 
Hard to Get and High Priced, 
Soon, Too, May Be Unavailable 


Makers of silverware, jewelry, watch 
cases,*watch bracelets, etc., were given 
until Nov. 15 to completely finish arti- 
cles made of foreign silver, providing 
that they keep within their quota of 
either one-twelfth the silver they used 
during 1941 or one-sixth of their con- 
sumption during the first half of ’42 and 


providing that the processing was 
started before Oct. 1, according to 
Amendment No. 2 of Silver Conserva- 
tion Order M-199, issued Sept. 28 


by WPB. 

After Nov. 15, assembled articles may 
be polished, but no gems, stones, glass 
jewels, beads or other parts, whether of 
silver or any other material, may be 
added to any silver article, “where such 
article is not deemed complete and ready 
for immediate sale until such parts have 
been added.” Brushes, combs, knives, 
forks or other utensils may not be added 
to backs or handles of silver. 

Manufacturers who have foreign sil- 
ver left over, in excess of their quota for 
use, can sell it to fill high priority rat- 
ings, to a refiner or smelter, or to the 
Metals Reserve Co. 

Persons and firms that plate and re- 
pair silver were brought within the scope 
of the order, but up to five ounces of 
foreign silver are still available for re- 
pairing a used article. 

WPB warned that, in view of this 45- 
day extension from Oct. 1, the original 
shut-off date, appeals henceforth will 
have to stand “the most rigid scrutiny 
and are not likely to be granted except 
under the most unusual conditions.” 

Originally, M-199, issued July 29, pro- 
vided that after Oct. 1 

No supplier could sell or deliver any 
foreign silver to any manufacturer for 
restricted uses, which include the pro- 
duction, except to fill orders with a pri- 
ority rating of A-3 or higher, of silver- 
ware, watch cases, jewelry, pens and 
pencils, toilet sets, church goods, “unnec- 
essary” electro-plating and the like. 

No manufacturer could purchase or 
receive any foreign silver for restricted 
uses. 

And no manufacturer could put into 
process or further process any partly- 
processed products or parts of foreign 
silver, unless the products or parts were 
finished before the Oct. 1 deadline. The 
term “process” was defined as cutting, 
drawing, machining, stamping, melting, 
casting, forging, rolling, turning, spin- 
ning, otherwise shaping, and also assem- 
bling. 

Then on Sept. 1, M-199 was changed 
by Amendment No. 1. For one thing, the 
alloying of silver with gold was specifi- 
cally permitted, to assure the continua- 
tion of green gold alloys. The buffiing or 
polishing of assembled articles was per- 
mitted after the deadline—good news to 
silverware manufacturers whose products 
are polished after they are finished but 
of less interest to jewelry makers since 
jewelry is usually polished before com- 
pletion. 

And in addition manufacturers were 
allowed, after the deadline, to make re- 
stricted goods from foreign silver scrap 
resulting from their own manufacturing 
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operations. Thus, if a manufacturer 
started with a certain amount of foreign 
silver in primary shapes and ended with 
a large part of this silver in the form of 
scrap, he could have this scrap melted 
or rolled into shape for manufacturing 
purposes. 

The Office of Price Administration has 
ground out a patchwork of pricing or- 
ders during the silver crisis. Here they 
are in chronological order: 

Aug. 5—After Aug. 10, regardless of 
contract, no person might import silver 
bullion for more than 35% cents an 
ounce, the March ceiling price for for- 
eign silver. This was a blow to several 
manufacturers who, before a WPB order 
to the contrary dated July 21, had or- 
dered several million ounces of Mexican 
silver at prices ranging as high as 60 
cents an ounce. They had paid for the 
silver but couldn't get delivery. 

Aug. 28—In Amendment 12 to Sup- 
plementary Regulation No. 14 of the 
General Maximum Price Regulation, 
OPA authorized sellers of semi-fabri- 
‘ated silver products (alloys, wire, cir- 
cles, shot, etc.) to pass on to their cus- 
tomers the increased cost resulting from 
the use of newly-mined domestic silver 
at 71.11 cents an ounce, in place of im- 
ported silver at 35% cents an ounce, 
effective Sept. 3. However, manufac- 
turers and sellers of finished silverware 
made from domestic silver were not per- 
mitted to alter their ceiling, based on the 
March selling price of articles made from 
foreign silver at 35% cents. 

Same day, OPA Order 62 set a maxi- 
mum price of 71.11 cents per fine ounce 
for standard commercial bars of newly- 
mined domestic silver for sellers who are 
unable to use March ceilings to deter- 
mine their maximum prices, since do- 
mestic silver was sold only to the Trea- 
sury during March, 1942. This order 
was effective Sept. 3. 

Aug. 29—To provide a larger return 
to the Mexican silver industry and to 
the Mexican government in taxes, OPA 
ordered into effect Sept. 1 a new ceiling 
price of 45 cents an ounce for imported 
bullion. (Amendment No. 1 to Maximum 
Price Regulation No. 198.) 

The same order permitted the carry- 
ing out until Sept. 30 of any contract 
for foreign bullion entered into prior to 
Aug. 1@ at prices higher than 45 cents 
an ounce. This allowed the jewelry in- 
dustries to receive upwards of an esti- 
mated two to three million ounces of 
Mexican silver for which they had paid 
50 to 60 cents an ounce. Though, due to 
WPB Conservation Order M-199 they 
might not be able to process all of this 
silver, they at least would have it in 
their possession. 

Sept. 22—In Amendment 31 to Sup- 
plementary Regulation No. 14 of the 
General Maximum Price Regulation, 
OPA raised the ceiling for silver bullion 
other than newly-mined domestic silver 
to 45 cents an ounce. The higher price 
was retroactive to Aug. 31, when the 
maximum price for imports of silver 
bullion was raised from 35% cents to 
45 cents an ounce. The Sept. 22 action 
placed the same higher price on silver 
imported by Aug. 31, so that a 45-cent 
price was in effect on all silver, except 
newly mined domestic silver for which 
the ceiling is 71.11 cents an ounce. 

The price of semi-fabricated articles 
containing silver other than newly-mined 
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domestic (alloys, grain, shot, wire, 
blanks, circles, special bars, ete.) was 
raised to 45 cents an ounce. This higher 
price had no effect on the jewelry and 
silverware industries, since refiners had 
not been delivering foreign silver to 
them since July 1. 


SCRAP SILVER AT 45 CENTS 


By the same amendment, the maximum 
price of all scrap silver was lifted from 
353% cents to 45 cents an ounce. In the 
words of the amendment, “the term 
‘scrap silver’ includes all materials con- 
taining silver, whether in metallic form 
or not, which are the waste or by-prod- 
uct of metal working of any kind, or of 
any use of silver in industry or the arts; 
it also includes all articles containing 
silver, whether in metallic form or not, 
which have been discarded from their 
original use because of obsolescence, fail- 
ure, or other reasons. It does not in- 
clude articles which are still useful in 
their existing state for their original pur- 
pose if such articles are bought and sold 
for reuse in their existing state for their 
original purpose.” 

Thus, smelters now pay for scrap on 
the basis of 44°, cents (the New York 
“Official” price) per fine ounce silver 
content, instead of 3514 cents an ounce, 
which was the former New York “Offi- 
cial” quotation. 


OLD CEILING FOR MANUFACTURES 


However, after these various OPA 
rulings, manufacturers of silverware, 
jewelry, watch cases, ete., were still 


faced with the problem of not being able 
to increase the price of articles made 
with the 71.11 cent domestic metal, even 
if they are able to get it. Many jewelry 
and silverware companies have obtained 
some of the limited domestic silver avail- 
able, from current production which 
runs about 6,000,000 ounces a month. 

As this issue of JC-K went to press, 
OPA was considering the plea of jew- 
elry and silverware firms to be allowed 
to pass along the difference in cost be- 
tween the domestic metal and the foreign 
metal which they were using in March 
and which then cost only 35% cents. 

Chances seemed that OPA would hear 
pleas from individual firms, instead of 
issuing industry-wide permission for 
higher ceilings. Also possible was a 
“roll-forward,” with retailers absorbing 
some of the higher cost through a nar- 
rower margin between their purchasing 
and selling prices. 

While the situation is working severe 
hardships on those firms which are al- 
ready using a sizable proportion of 71.11 
cent silver in their lines, some companies 
report that they are still able to operate 
under the old ceiling. 

The conversion effort is making fur- 
ther headway. In the Providence-Attle- 
boro area it is estimated that about 40 
per cent of workers in jewelry plants 
are engaged in some form of war work. 
But it is repeatedly stressed that many 
firms are losing money on Government 
work and need the profits from civilian 
production to meet overhead. It is feared 
that lack of silver will force cessation of 
the civilian lines, with the resultant ef- 
fect of shutdowns despite war contracts. 
July employment in Rhode Island jew- 
elry plants was 27.4 per cent below 
July, 1941. 
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Most Jewelers Must Fi 


If a Jeweler Buys Even One 
Mounting, He Must Report 
His Month's Total Purchase 


Many retail, wholesale and manufac- 
turing jewelers have so far ignored en- 
tirely or only partly compiled with Gen- 
eral Conservation Order M-162, which 
controls the sale, possession and purchase 
of platinum in any form. 

Since the wilful violation of this order 
is a crime and is punishable by fine or 
imprisonment, together with loss of the 
right to obtain or use any platinum, care- 
ful compliance with M-162 is decidedly in 
the best interest of every jeweler. 

Three forms are to be filed each month 
in duplicate with the War Production 
Board, Reference: M-162, Washington, 
D. C., by all persons whose stocks, sales 
or purchases of platinum or platinum 
alloys makes them subject to the order. 
These are, respectively, Forms PD-512, 
PD-513 and PD-514. 

Form PD-512 is to be filed by all per- 
sons who on the last day of any calendar 
month have possession of one or more 
troy ounces of platinum or platinum 
alloys exclusive of: Completed jewelry; 
dental alloys and appliances, including, 
but not limited to, castings, pins and 
foil; electrical equipment and parts; fuse 
wire for use in detonators or in tempera- 
ture limiting fuses; glass furnace parts; 
industrial equipment and parts; labora- 
tory equipment; platinum metal cata- 
lysts; rayon spinnerets, and thermocou- 
ples or resistence thermometers (these 
exceptions constitute Schedule A). The 
form is to be submitted on or before the 
15th day of the month following the 
month reported on. 

If a person owns or has possession or 
control of one troy ounce or more of 
platinum or platinum alloys, other than 
fully finished jewelry, then all the plati- 
num in his possession must be reported 
on Form PD-512, including all fully fin- 
ished articles. 


MOUNTINGS NOT ‘COMPLETE 
JEWELRY' 


The matter of defining “completed 
jewelry” causes great misunderstanding 
among jewelers. For the purpose of the 
order, fully finished, completed jewelry 
is that which is set with stones and pol- 
ished, ready for sale to Mr. and Mrs. 
John Doe, U. S. A. But settings and 
mountings without their complete com- 
plement of stones are not considered to 
be finished jewelry and must be reported 
as incomplete jewelry. Thus, a mounting 
set with six or eight side diamonds but 
lacking the center stone is classified by 
WPB as “incomplete jewelry” and must 
be kept in mind when the person is de- 
termining whether he has in stock an 
ounce or more of platinum. 

(The average engagement ring mount- 
ing weighs about two dwt., a cocktail 
ring mounting about four dwt.; hence, 
possession of even ten platinum engage- 
ment ring mountings or five cocktail ring 
mountings would result in a_ store’s 
ownership of an ounce of platinum and 
require a report. Naturally, possession 
of scrap, including purchases of old 
platinum jewelry, would also have to be 
included in the computation.) 

Most jewelers, therefore, are required 
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to report each month on their total stock 
of platinum, because they will find that 
they own more than an ounce of plati- 
num as defined by WPB, and in report- 
ing they must list the weight in troy 
ounces of all platinum in their possession. 
Only jewelers who on the 30th of a month 
find that they own less than one troy 
ounce of platinum scrap or mountings 
not completely set with stones will escape 
the necessity of filing PD-512 before the 
15th of the following month. 

Form PD-513 must similarly be filed 
before the 15th of the month by all per 
sons who sold, transferred or otherwise 
disposed of one or more troy ounces of 
platinum or platinum alloys, exclusive of 
the items listed in Schedule A, during the 
preceding calendar month. The same 
procedure as explained for PD-512 ap- 
plies to reporting sales, every single item 
containing platinum to be reported if 
the jeweler’s sales of unfinished jewelry 
or scrap total one ounce or more in any 
one month. 

The sale of a mounting, accompanied 
by the sale of one or more diamonds 
which the jeweler sets for the customer 
to complete the piece of jewelry, is con- 
sidered as one sale of “completed jewel- 
ry,’ and thus need not be reported unless 
the jeweler’s sales of incompleted jewelry 
or scrap for the month are one ounce or 
more, in which case it will be reported 
since all sales would then be required to 
be reported. 


PURCHASES TO BE REPORTED 
Considerable misunderstanding — sur- 
rounds the filing of Form PD-514, on 
which purchases or receipts of platinum 
or platinum alloys are reported to WPB. 
Contrary to information published in 
JC-K last July and contrary to instruc- 
tions on the earlier-printed forms, if a 
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person acquires any platinum or plati 
num alloys at all, other than fully fin- 
ished jewelry, those purchases or receipts 
must be reported, including all the fully 
finished jewelry. The heading at the top 
of the first-published forms and the story 
in JC-K for July said that Form PD-514 
need be filed only when an ounce or 
more of platinum was acquired during 
the preceding month; this was incorrect. 
Each and every purchase must be re 
ported if a jeweler or other person ac 
quires any platinum, except fully finished 
jewelry or something else listed in 
Schedule A. 

Thus if a jeweler buys a single plati- 
num mounting or a single piece of old 
platinum jewelry or a bit of platinum 
for repairs, he will have to report all of 
his platinum acquisitions for the preced 
ing month. 

A jeweler may have to report his pur 
chases regularly, even though his stocks 
and sales may be under the one-ounce 
limit on unfinished goods. 


WPB TO TIGHTEN UP 


Because considerable amounts of plati 
num seem to be leaking out of the United 
States and into the hands of the Axis, 
the War Production Board is now tight 
ening up its control system and is de- 
termined to discover where every bit of 
it goes, from the producer through the 
many channels of trade to the ultimate 
consumer. Fxcept for the leakage of 
platinum to the enemy, the Axis would 
be deprived almost entirely of this criti- 
cal metal, because the United Nations 
have almost 100 per cent of the world’s 
supply of platinum. 

Firms that ignore the platinum-report- 
ing forms will be held to an accounting 
by the Compliance Branch of WPB. 


Emphasis on Craftsmanship and Artistic Value 
Will Feature the New Costume Jewelry Types 


Nuts, seeds, wood, beads—nothing is 
too fantastic” for the costume jewelry 
maker to use in his product. But the net 
result will not be fantastic. It will be 
ingenious and novel. Deprived of prac- 
tically all metals because of their need 
in war industry, and deprived more re- 
cently of thermoplastics, the makers of 
milady’s geegaws are turning to all sorts 
of materials hitherto unheard of in the 
jewelry industry. 

The ban on plastics, which went into 
effect Sept. 1, has not removed them 
from the picture entirely, of course. 
Manufacturers with stocks of plastics on 
hand may use them up, and many of the 
larger companies have enough to last for 
another year. When used up, however, 
no more will be forthcoming until after 
the war, so designers and artists are 
busily engaged in fashioning baubles of 
non-priority materials. 

Most publicized and far-fetched alien 
materials to be used in costume jewelry, 
probably, are spaghetti and macaroni. 
According to one observer, however, 
they’re not practical psychologically 
macaroni and spaghetti are foods and 
boom times or no boom times, many peo- 
ple will object to wearing jewelry which 
per se might have made a square meal 
for someone. 

According to Jerome Roberts of Cohn 


& Rosenberger, New York costume 
jewelry manufacturers, emphasis hence- 
forth will be on artistic value and work- 
manship rather than the intrinsic value 
of the materials. Tastefully carved 
wood, enameled and, perhaps, set with 
semi-precious stones, will have the same 
effect in adorning a lady’s costume as 
gold plate had two years ago. Wood, 
ceramics, bamboo, tropical seeds, beads, 
ete., all lend themselves to ingenious 
treatments in the hands of skilled artists 
and the costume jewelry of tomorrow 
will feature craftsmanship rather than 
materials. Cheap substitutes are not the 
aim of costume jewelry makers, but in 
view of metal shortages it will be neces- 
sary to feature artistic value and work 
manship rather than fine materials. 


Accounts Receivable Down in July 


Jewelry store installments receivable 
dropped 8.3 per cent during July, with 
the index of these accounts moving from 
80.5 at the beginning of the month to 
73.8 at the close of the month. During 
July, 1941, the accounts were reduced by 
only 1 per cent. 

July, 1942, installments receivable were 
20.9 per cent under year-ago levels. Dur- 
ing the month, 22.4 per cent of outstand- 
ing accounts were collected. 
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SWISS WATCH 
IMPORTING 
TRADE 


Established for many 
years in La Chaux-de- 
Fonds as buying agent for 
leading British Wholesale 
Houses in the watch trade, 
I am offering my services 
to a first class and promi- 
nent American House in 
the Watch trade, against 
nominal buying commis- 
sion. 


Have a _ perfect inside 
knowledge of the trade 
here, as well as excellent 
sources of supply. Well 
organized for reliable and 
prompt service. Familiar 
with present shipping 
problems. Used to abso- 
lute honest and straight- 
forward service. Could 
also supply any lines for 
the South American mar- 
ket in transit via the 
States. 


No Connections yet with 
U.S.A. Watch importing 
houses. 


First class British Refer- 
ences. 


Address: 
“A., 2460,” care 
THE JEWELERS’ CIRCULAR- 
KEYSTONE 
100 E. 42nd St. 
NEW YORK, N. Y. 
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Only the Big Jewelry Stores, Less Than 700, 
Will Have to Worry About Inventory Control 


The inventory control bogey which first 
frightened merchants in April and which 
subsequently became the subject of heat- 
ed controversy in retail circles, was 
brought out into the open by WPB Sept. 
5 and appeared far less fearsome than 
expected. On Sept. 25 it was stated by 
a WPB official that the inventory con- 
trol order might not be issued if analyses 
of retailers’ reports proved it unneces- 
sary. 

Speaking before a clinic of the Retail 
Men’s Wear Council of New York, 
Sept. 25, Reavis Cox of the WPB Office 
of Civilian Supply stated that forms for 
the filing of inventory and sales data, 
called for by the first step of the pro- 
posed program, would be distributed 
shortly and would be returnable Oct. 25. 
No official order limiting stocks would be 
issued until after two quarterly reports 
had been analyzed, he indicated, and if 
an analysis of the reports revealed that 
control would be necessary, no order 
would be issued. 

For jewelers, the most heartening 
aspect of the proposed order was the 
exemption of businesses whose total sales 
for the 12 month period ending Sept. 
30, 1942, were less than $100,000 or whose 
inventory on the same date was less than 
$25.000 at cost value. (According to the 
latest Census of Business, only 632 jewel- 
ry stores—4.3 of all jewelry stores in 
the country—have annual sales exceeding 
$100,000.) While Donald Nelson, WPB 
director, did not specifically voice ap- 
proval of the exemption phase of the 
recommended program, Washington cir- 
cles indicated that it was expected to 
be included in the forthcoming order. 

Recommendations of a special Whole- 


‘sale and Retail Inventory Policy Com- 


mittee of the Office of Civilian Supply 
which undertook a six-week investigation 
of civilian goods inventory problems 
throughout the country, form the basis 
for the forthcoming inventory control 
program. Steps now being worked out 
by WBP to approach equitable inven- 
tories throughout the country include: 

(1) Issuance of an onder requiring 
quarterly inventory and sales reports, ac- 
companied by a statement of what WPB 
considers to be a “normal” inventory. 
That inventory for each concern would 
be its present total-company stock re- 
lated to its current rate of sales in the 
same proportion as stock was to sales 
in the corresponding quarter of the years 
1939-40-41. 

(2) The development of a second or- 
der, for possible use if an analysis of 
the reports discloses a need for formal 
control and enforcement in order to 
maintain “normal” inventories. 

When originally announced, inventory 
control was generally accepted as apply- 
ing to retail stocks only. A recommenda- 
tion by the Wholesale and Retail Policy 
committee which formed the present 
proposed plan, however suggests that 
quarterly inventory and sales reports be 
required of manufacturers of finished 
civilian goods. Such action, according 
to WPB, would avoid informal or secret 
stock-carrying agreements. 

The plan proposed to WPB by the in- 
vestigating committee would consist of 
two stages, reporting and limitation. The 
first stage would consist of collecting, 
analyzing and interpreting the inventory 
and sales data of merchants in order to 





(1) provide information on inventory- 
sales relationships during the “base 
period,” (2) permit a comparison of cur- 
rent inventory-sales relationships with 
those of the “base period,’ and (3) 
allow time for studying the administra- 
tive problems connected with inventory 
limitation in the light of information 
and experience gained during the re- 
porting period. The second stage of 
treatment of the problem would involve 
the actual installation and administra- 
tion of an inventory limitation program. 

The reporting stage of the plan would 
require each merchant affected to submit 
inventory and sales data for each quar- 
ter of the “base period” 1939-41, as well 
as data for the four quarters of 1942. 
Simple forms would be provided for the 
filing of this information. 

The limitation stage, which would ap- 
ply only to merchants and not to manu- 
facturers at first, at least, would begin 
Dec. 1, 1942, January 1, 1943, or Feb. 1, 
1943, whichever date is one year after 
that chosen as the start of the inventory 
reporting year. At that time the formal 
inventory limitation order would go into 
effect with appropriate enforcement 
procedures and _ penalties. Penalties 
would not be applicable until three 
months after the limitation order. 

Principal features of the limitation 
program itself are: 

(1) Determination, by each merchant, 
of a “normal” inventory for each quar- 
ter of the three years in the base period. 
This would be done by comparing inven- 
tories to sales for each quarter and 
striking an average for each. 

(2) Limitation of each merchant’s in- 
ventory of finished civilian goods at the 
end of each quarter to a “normal” 
amount in relation to his estimated sales 
demand for the next quarter. 

(3) Limitation of inventory at the 
end of each quarter to limits no higher 
than those actually experienced in the 
corresponding quarter of the base period. 
Sales could thus be projected no higher 
than the actual current trend in relation 
to the prior year. The limitation so ar- 
rived at would be modified by a five 
per cent allowance for excess before 
imposition of any penalty. 

(4) Limitation of inventories would be 
enforced on a total company basis, not 
by departments or stores. Thus, a 
chain of stores would have one limitation 
placed upon stocks of all units rather 
than upon the stock in each unit. 

(5) In addition to limitation of in- 
ventory on a company-wide basis, mer- 
chants will be asked to compute and 
maintain departmental “normal” inven- 
tories. 
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Silverware Engraving Is Under Price Ceiling; 
New Regulation Governs Copper Plate Work 


Some jewelers may have read an 
article headed “One Repair ‘Ceiling’ ” in 
the September issue of another publica- 
tion which is circulated about the jewel- 
ry industry. 

After stating that on Aug. 14 OPA 
exempted the repairing of watches, 
clocks, jewelry, pens and pencils, cigaret- 
te lighters and umbrellas from the price 
ceiling provisions of Maximum Price 
Regulation No. 165-Services, that pub- 
lication went on to say: 

“Also exempted was the rental of 
watches and clocks, the setting of stones, 
the storage of jewelry and similar arti- 
cles, all forms of jewelry and silverware 
engraving. Copper plate engraving of 
all kinds also is exempt because it is one 
form of printing all forms of which are 
exempt.” 

The italics are ours they represent 
misstatements of fact, misstatements 
which, however inadvertent on the part 
of the jewelry paper that published 
them, may have caused misunderstand- 
ing and noncompliance with a major 
governmental regulation that affects 
every jewelry store. 

JC-K checked these misstatements with 
the highest OPA authorities at Washing- 
ton and produces the following authentic 
interpretations: 

Exempted from the Services Ceiling 
by Revised Supplementary Regulation 
No. 11 are the following jewelers’ ser- 
vices: Cigarette lighter repair, clock or 
watch repair or rental, fountain pen and 
mechanical repair or rental, jewelry 
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repair, engraving or storage of, and set- 
ting or resetting of precious or semi- 
precious stones and pearls. (Note the 
absence of any mention of the storage 
of “similar articles” being exempted.) 

That silverware engraving is exempt 
from the ceiling is specifically denied 
by OPA. The engraving of jewelry is 
exempted, but OPA does not regard 
silverware as “jewelry,” and declares 
that the engraving of silverware is 
definitely subject to the ceiling under 
item 34 in Section 1499.101 (c) of Regu- 
lation 165, which lists among other ser- 
vices: Metal work, plating, replating and 
welding. Silverware engraving, say OPA 
officials, is a form of metal work; hence, 
subject to the March ceiling. Likewise 
under the ceiling is the cleaning, recon- 
ditioning, refinishing and repairing of 
silverware. 

The ceiling for the engraving, refinish- 
ing and repairing of silverware is the 
seller’s maximum price charged during 
March for the same service, or if no 
charge was made for the same service, 
for the similar service most nearly like 
it. Because few jewelers regularly quoted 
prices for these services during March, 
they must state their pricing method 
used during March, keep a copy of this 
statement on hand in the store for ex- 
amination by any person and file another 
copy with the local War Price and Ra- 
tioning Board. 

(How to apply the price regulation to 
the service trades is told in “Manual 
No. 2, Maximum Price Regulation No. 
165,” a copy of which every jeweler 
should obtain from the nearest OPA of- 
fice. ) 


COPPER PLATE ENGRAVING CEILING 


When on Sept. 24 OPA issued Maxi- 
mum Price Regulation 225, 175 printed 
products were removed from the Gen- 
eral Maximum Price Regulation, under 
which these products had been previ- 
ously classed and given new pricing 
provisions better suited to the printing 
industry. 

“Printed and engraved social sta- 
tionery” is one of the categories now 
priced under Regulation 225, and _in- 
wedding invitations and = an- 
nouncements, birth announcements, death 
announcements, all other social an- 
nouncements, calling cards, book plates, 
engraved and imprinted papetries. Also 
listed are greeting cards, gift money 
holders, mottoes, social calendars and re- 
lated products. 

The ceiling provisions of Regulation 
225 do not apply to printers, publishers, 
etc., primarily engaged in one of those 
businesses, if their gross sales of printed 
paper products and services in 1941 were 
less than $20,000. But this exemption 
does not apply to jewelry stores, be- 


| cause these stores are not primarily en- 


gaged in the production of printed and 
engraved social stationery. 

For wholesalers and retailers reselling 
these commodities when printed or en- 
graved by others, the regulation repeats 
the pricing and record - keeping provi- 


sions of the General Maximum Price | 


Regulation. 
must have in his store a list of the high- 


Before Oct. 29, each seller | 


est prices he charged for such goods or | 
services during March, his offering prices, | 


together with a description of each com- 
modity or service and his customary dis- 


counts and other price differentials. | 
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Quick - Live - Cash 


FOR YOUR 


New or Old Mdse 


* DIAMONDS—Set or unset. 

* WATCHES and movements, any 
make or condition, large or small 
quantities 

* JIEWELRY—Solid gold or gold filled 

* CHRONOMETERS and SEXTANTS. 

* OLD GOLD, silver, platinum, or other 
precious metals 

* STONES 
tation 


—Genuine, synthetic or imi- 
* TOOLS Watchmaker’s, 
Setter’s, Optician’s, ete 
* WATCH and JEWELRY BOXES of 
all kinds. 
* Highest 


stores 


WE WANT YOUR MERCHANDISE 
ANY CONDITION—ANY QUANTITY 


Yov can send us your merchandise with 
con idence, subject to return at our ex- 
pense if price is not satisfactory 


Jewe er’s, 


prices paid for complete 


Licensed and Bonded. References 
SEND TODAY WITHOUT DELAY 
Write . Wire... Telephone 


IRVING SACK’S JEWELRY CENTER 
8i4-A BROADWAY, NEW YORK 


Canal—6-4958 
Walker—5-9265 
Gramercy—7-7715 


Telephone 














Theyre in 














MARCASITE JEWELRY 





Sterling Silver Marcasite Flower 
Watch Pin made for 834 Ligne Move- 
ments. We do not supply movements. 


TravE KD mark 
Write for 1941 Catalog 


KIMLER & DANIEL, INC. 
83 Canal St. New York 
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qContrary to the general supposition 
that all we have to do is sit around in 
an office and open letters telling about 
lads who have entered the Army, we 
occasionally do a bit of Sherlocking and 
turn up items on our own. Just to 
prove it, the latest batch of informa- 
tion resulting from exhaustive investiga 
tion on our part reveals that the follow 
ing men are now in the Army: O. L. 
Gregory, Charleston, Miss.; Osear J. 
Rice, Red Lodge, Mont.; Rudolph 
Renken, Mount Vernon, N. Y.; Samuel 
Weaver, Toledo, O.; Ernest L. Law- 
rence, McKinney, Tex.; Earl Walthall, 
Lawrenceville, Va. Can’t tell you how 
we found out about these men—mili- 
tary secret. 


Lt. Edwin L. Gluck, 
son of Fred Gluck, 
president of Martin 
Gluck & Son, Pitts- 
burgh wholesalers, is 
now operating B-I7 
Flying Fortresses at 
Sebring, Fla. A grad- 
uate of the Univer- 
sity of Pennsylvania, 
he was originally 
sent to the advanced 
flying school at Sel- 

ma, Ala. , is 
qMaj. Harry D. Henshel, U. S. Army 
\ir Corps, who was secretary of the 
Bulova Watch Co. in civilian life, was 
graduated from the Air Corps School, 
Miami, Fla., Aug. 8 and _ transferred 
immediately to a new post. At present 
he is with the Bombing and Gunnery 
Range Detachment of the Army Air 
Corps at Tonopah, Nevada, where his 
friends may reach him by mail. 





q Three boys (two sons and a watch- 
maker) from the George R. Finley 
jewelry store, Compton, Calif., left last 
month to join the armed forces: Lee 
EK. Finley who is in the Army, George 
R., Jr., who is in the Officers Training 
School for Aviation, and Chas. Deiter 
who has received his Machinist Mate 
2nd class papers, from the Navy. Just 
before leaving for his training school, 
George junior was married to Jean Bud 
long, a local girl. 


Ralph Mastaloni, for 
eight years a mem- 
ber of the firm and 
manager of Masta- 
loni & Co., 17 John 
St., New York, was 
inducted into the 
Army Sept. 16. 





q“City of Brotherly Love” or no, Phila- 
delphia and the surrounding area can 
qualify as a darned good source of 
jewelers for the Army as witness the 
following: Arthur (Murphy) Shifren, 
salesman son of Isaac Shifren, 734 San- 
som St., entered the Army Sept. ll. ... 
Herbert Rothberg, son of Jacob Roth- 
berg, Darby, Pa., jeweler, who worked 








for his father prior to his induction is 
now stationed in California. ... It’s a 
far cry from jewelry salesman to baker, 
but that’s the step taken by Samuel 
Kressen, now at Jefferson Barracks, Mo. 
He formerly worked for Samuel Lashof 
& Co., 700 Sansom St. Arnold A. 
Gordon, son of Harry Gordon, 726 San- 
som St., and now stationed at Camp 
Claiborne, La., recently wed Anne 
Israleltine, a Philadelphia girl. . . . In- 
cidentally, Arnold soon will be joined 
in the service by two brothers: Charles 
Gordon, who'll join the Signal Corps, 
and Edward, earmarked for the Army 
Air Corps. They enlisted in early 
September. Sydney B. Goode, for 
five years employed by Barney  B. 
Tratenberg, 713 Sansom St., recently 
joined the ranks of those who rise at 
5:30. 
4@ No swords for plowshares for the Cin- 
cinnati boys loupes for bayonets is 
more their style. Witness: Harold Riley, 
ex-Town Crier and until lately rep- 
resentative for Ostby & Barton, Provi- 
dence, in the Cincinnati area, just com- 
missioned a captain in the Army. 
Joseph Besse, president of the Peerless 
Jewelry & Optical Co., now in the Navy. 
. . Three employees of the George H. 
Newstedt Co. departed en masse: Walter 
J. Gross, a watchmaker, volunteered for 
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the Navy; Hyman Koenigsberg, sales- 
man, was inducted into the Army and is 
now at Fort Sam Houston, Tex., and 
Hervey Hinckel joined the Navy Air 
Corps. 

q  Buss-Linthicum-Thorson, New York 
and Chicago watch wholesalers, list six 
employees on their honor roll: Raymond 
W. Drexmit, a lieutenant in the Naval 
Reserve; Kenneth Sanow, an ensign in 
the Navy; Martin C. Schwartz, a private 
first class in the Army; James E. Wil- 
son, a sergeant at Fort Eustis, Va.; 
Elihu B. Bernstein, at Drew Field, 
Tampa, Fla., and Herbert L. Alberts, a 
lieutenant in the Army. 


David Travich, for- 
merly with Gold 
Bros., New York 
manufacturers, dem- 
onstrates the proper 
way to salute. He's 
at the Replacement 
Training Center at 
Miami Beach, Fla., 


now. 
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qSam Jacobson, president of the Bronx 
RJA, was inducted into the Army early 
in September: 


q Two New Orleans, La., jewelry store 
partners volunteered for the Navy late 
in August. E. J. Nonemacher and F. 
Saltalamachia, known corporately as 
Paragon Jewelers. 


q General Pennsylvania intelligence (not 
a military man) informs us that William 
C. Hitchin, Beaver jeweler, has been 
sworn in as an aviation cadet in the 
Army Air Force. From Scranton comes 
word that Willard King, employed as 
a watchmaker with Square Deal 
Jewelers, entered the Army in mid- 
August. 


Some people have a 
tinge of printers’ ink 
mixed with the blood 
in their veins. Take 
the case of Pvt. Wil- 
son Bennett, son of 
Ernest H. Bennett, 
advertising represen- 
tative for JC-K. Not 
satisfied with having 
started "The Last 
Call," a paper at 
Camp Dix, N. J., at 
his post up in the 
Aleutian Islands he 
has founded "The Last Post,"" a camp paper 
which has the hearty endorsement of the 
commander. Edited under difficulties, with 
pencils, paper and ink rare as hen's teeth, 
Private Bennett hopes to make it the official 
organ of the Aleutians. 





qSammy Morgan of Cameron, Mo., who 
had been manager of a jewelry store 
at Russell, Kan., has resigned that 
position for entrance into the Army. 

q Monte Molloy, Chillicothe, Mo., jewel- 
er, has sold his store and is now an in- 
structor of student pilots for the U. S. 
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Army Air Corps, stationed at San An- 
tonio, Tex. He expects to be called into 
active service soon. 
qWilliam Taft Grafner of Grafner 
Bros., Pittsburgh, seems to be more 
worried about not getting his copy of 
Tue Jewevers’ Crrcucrar-Keystrone than 
he is of fighting the Japs or Germans 
abroad. He has written his father an- 
other letter begging him for this pub- 
lication. Other notes of Pittsburghers 
in service: George Thoma of Helm & 
Hahn has arrived safely at his destina- 
tion according to a Navy announcement. 
. Joseph Lloyd is the ninth member 
of Grafner Bros. to be inducted into 
the Army. .. . Jake Hershey, salesman 
covering the Ohio and Pennsylvania dis- 
trict for the Wm. J. Johnston Co., has 
been inducted into the Army and _ his 
territory will be taken over by William 
Alvin Jones, son of Wm. E. 
president of the firm. 
qDan Byron Capehart, formerly with 
the Kay Jewelry Co., Huntington, W. 
Va., is now in the Navy. Stanley 
Edsall, formerly with the Hudson 
Jewelry Co., Alton, IIL, is now on duty 
at Scott Field, Il. 


Jones, 


Watchmakers Enjoy Fried Fowl 
At Annual Wabash Valley Al Fresco 


The annual picnic of the Wabash Val 
ley Watchmakers Association was held 
at Deming Park, Terre Haute, Ind., 
Aug. 16. An abundance of fried 
chicken, “Indiana style,” plenty of ice 
cream and cake, and prizes donated by 
various wholesalers, made the picnic 
both profitable and enjoyable. 

Charles T. Nehf, 85 years old, father 
of Art Nehf of big league baseball fame, 
who has been repairing watches for 70 
vears and is still active as a man of 
50, was the guest of honor. 

Among the out-of-town guests pres 
ent were: Mr. and Mrs. Z. O. Craig, 
Crawfordsville, president of the Watch 
makers Association of Indiana; Mr. and 
Mrs. William Glascock, Greencastle; 
Mr. and Mrs. L. R. Douglas, Indian 
apolis; Mr. and Mrs. Fred Reid, Bur 
ton M. Reid’s Son, Springfield, IL; 
Mr. and Mrs. Snyder and _ family, 
Charleston, Ill; Luman B. Momer, Fort 
Wayne, and Raymond B. Medlock, 
Clinton, both members of the Indiana 
State Board of Examiners in Watch 
Repairing; and Walter B. Klaus, Fort 
Wayne, director of the Watchmakers’ 
Association of Indiana, Ine. 


H.I.A. Grants Six Certificates 


At the first meeting of the newly- 
organized examining board of the Horo- 
logical Institute of America, held Sept. 
14, certificates were granted to six 
watchmakers. S. E. Yeagle, of the Paul 
W. Neil Co., Corvallis, Ore., was award- 
ed the title of Certified Watchmaker, 
and Junior Watchmaker certificates 
went to: Thomas P. Underwood, Litt- 
man’s, New Brunswick, N. J.; Roland 
Muhrer, Dorothy Polley and _ Robert 
Thimke, all students at the Elgin Watch- 
maker’s College, Elgin, Ill.. and Mary 
Louise Schroeder, Peoria, Ill., a student 
at the Bradley Institute. 





Nathan Presents the 
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e Amethyst 


From the rocks and streams of Rio 
Grande do Sol (Southern Brazil) 
and Uruguay—excellent amethyst 
of unusually fine color and trans- 
parency—to meet the current de- 
mand for this popular gem. 


6 Topaz (Quartz; Citrine ) 


Brilliant specimens in exquisite 
shades of dark yellow and golden 
brown—from Brazil . . . For use 
as November Birthstones—or for 
all-year fashionable wear. 


e Aquamarines 


Now in vogue for large ring stones 
exquisite Aquamarines from the 
Minas Geraes section of Brazil. 


e Pearls 


from Venezuela and the northern 
part of South America—for Fra- 
ternity Jewelry and general style- 
purposes. 

x * 


For Anything from Agate to Zircon 
CALL STONE HEADQUARTERS 


NS. NATHAN & CO. 


INCORPORATED 
PRECIOUS STONES and PEARLS 
610 FIFTH AVENUE, NEW YORK 


SINCE /NJ 1901 


PF 


PROVIDENCE BRANCH 40 FOUNTAIN STREET 
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GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
ZIRCONS 


Whites and Blues 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 





Special Attention to 
CUTTING 
ENCRUSTING 
DRILLING 


MAX STERN & CO. 


Importers 


17-23 John St. New York 
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Consider Block Policy Revision 


To Cover Salesmen's Samples 
Left in the Care of Retailers 


Insurance companies writing jewelers’ 
block policies are now considering re- 
vision of the conditions referring to cov- 
erage of salesmen’s sample cases and 
wholesaler’s packages left with retailers, 
as a result of efforts made by the 
Jewelers’ Security Alliance. 

Controversy over the conditions of the 
policy began some months ago when a 
salesman for a large manufacturing 
jeweler left his two sample cases with 
the repair department of a retail jeweler 
where he was known. Although he re- 
turned in a very short time, employees 
had meanwhile given the cases to an- 
other man representing himself to be a 
carrier for the salesman. The theft was 
immediately reported but no _ recovery 
was made. The manufacturer’s insur- 
ance company made good the loss and 
then brought action against the retail 
store. The case was settled out of 
court. The retailer was not covered by 
his own insurance due to his failure to 
consider such an eventuality in response 
to the question, “What was the esti- 
mated average daily value of other peo- 
ple’s goods in your hands during the 
Jast 12 months, insured or uninsured, for 
any purpose whatsoever?” 

According to Walter Eitelbach, presi- 
dent of the Alliance, it has been the 
practice of most retail jewelers, out of 
courtesy, to permit salesmen to leave a 
sample line in their stores for short 
periods of time—a few hours, possibly 
overnight or for a week-end. As it now 
stands, the retail jeweler is liable for 
any loss and, consequently, hesitates to 
extend the accommodation under any 
circumstances. Many retailers, although 
anxious to continue the practice, con- 
sider the risk excessive under the pres 
ent terms of the block policies. 

The alliance has been informed by 
William F. Boylan, chairman of the In- 
land Marine Underwriters’ Association, 
that revision of the provisions of 
jewelers’ block policies to permit cover- 
age of salesmen’s sample cases, etc., will 
require long study and submission of 
the matter to the approval of counsel 


and subsequent action by the insurance 
companies. Consequently, if the prob- 
lem can be solved to mutual satisfac- 
tion, there will be no change before Jan. 
1, 1943. 

In a recent letter to Mr. Eitelbach in 
reference to the discussions between the 
Jewelers’ Security Alliance committee 
and the representatives of the insurance 
companies, Mr. Boylan, who is also New 
York manager of the St. Paul Fire and 
Marine Insurance Company, declared 
in part: 

“We have always considered that the 
practice of leaving stock with the re- 
tailer for safe custody was a good one 
from the standpoint of the salesman 
using best judgment in protecting his 
property after business hours’ even 
though there have been several cases 
where losses have occurred due to mis- 
delivery of the property to persons 
claiming to represent the owner. 

“I think companies writing Jewelers’ 
Block business are sufficiently inter- 
ested to effect some policy changes 
which would result in taking care of 
the situation, at least to a much greater 
and more satisfactory degree than at 
present. Therefore, I think the Ex- 
clusion ‘A’ in the Block Policy may be 
broadened and the question in the pro- 
posal form with respect to their peo- 
ple’s goods may be modified, perhaps, 
to the extent of excluding from _ the 
answer such property as might be en- 
trusted to their care as_ gratuitous 
bailee.” 


Quarter Century for Slavick Store 


The Slavick Jewelry Co., Los Angeles, 
of which A. N. Slavick is president and 
general manager, celebrated its 25th 
business anniversary Sept: 10-26. The 
original store was opened at the present 
location, but since then has gone through 
several transformations. Founded in 
1917, the store was remodeled and mod- 
ernized in 1927, and ten years later 
was doubled in size in order to meet 
increased business. Its personnel ex- 
panded from five employees to over 50. 

Mr. Slavick is well known throughout 
the country, having recently been re- 
elected ANRJA_ vice-president for the 
Pacific Coast region. 


Air-Minded Oneida Community President Solos 


When a gentleman over 70 years 
“young” learns to pilot an aeroplane— 


that’s news. P. B. Noyes, president of - 


Oneida Limited, goes even further than 
that, however; he wants to pilot one of 
the new transports they’re building. 
“And I’m going to do it, too,” he says. 
“They want flyers to pilot these new 
transport planes they’re building. May- 
be that’s the way I can get myself into 
this war. I’ve tried everything else.” 

For some time a student pilot, “P.B.” 
just recently completed the necessary 
flying time in order to “solo.” Accord- 
ing to Forrest L. Cook, who supervised 
his training, as far as he knows there 
is, not another case on record of anyone 
over three-score-and-ten making a “solo” 
flight. 

Ever since aviation became at all com- 
mon, Mr. Noyes has been one of its most 
ardent boosters. He was among the first 
business executives to make consistent 
use of aeroplanes for business trips, and 


in recent years he has always travelled 
by plane instead of rail. 





Oneida Community's president P. B. Noyes, 
snapped after completing his maiden solo 
flight, seems mighty pleased with the re- 
sults. Now he wants to fly a transport plane. 


THE JEWELERS’ CIRCULAR-KEYSTONE 

















q The Semca Co., manufacturers and 
importers of clocks, have moved to new 
and larger quarters at 30 Irving Place. 

q Leonard Kay, for the past 10 years as- 
sociated with Finlay Straus, is now 
jewelry buyer for Hecht’s department 
store. 

q John DeVogel, UHAA executive and 
president of the New York State Horo 
logical Association, has been appointed 
manager of Marston & Seaman, Albany 
retailers. 

q Harold B. Heis, for 12 years a jewelry 
buyer in the New York area, for 10 
years with Finlay Straus and more re- 
cently with the jewelry department of 
Ludwig Bauman, has resigned from the 
business. 

q William Ludel, a member of the firm 
of Louis Roselaar, diamond cutters, and 
manager of the firm during Mr. Rose- 
laar’s service in the Army, became the 
proud father of a baby girl, Susan Robin 
Ludel, Sept. 12. 

q Ben Arkin, jewelry buyer for Sachs 
Furniture Co., New York, is now associ- 
ated with William Schneer in the Frank- 
lin Jewelry Co. His many friends in the 
industry will be wishing him the best of 
luck in his new connection. 

q Isidore Friedman, president of the 
Friedman Gem Co., Inc., is making a 
six-week business trip to Philadelphia, 
Baltimore and Washington, Boston and 
Providence, and all the principal cities 
in the west with a full line of precious 
and semi-precious stones. 

q The first fall meeting of the 24-Karat 
Club was held at the club offices, 608 
Fifth Ave., Sept. 14, with vice-president 
Walter Eitelbach presiding. Routine 
business was transacted and a _ special 
meeting was set for Oct. 5 to discuss 
the advisability of holding the annual 
banquet. 

q The director of the New York Me- 
chanic’s Institute, 20 W. 44th St., has 
announced that registration for Christian 
Jakobb’s classes in jewelry designing will 
continue throughout October. This un- 
usual move is prompted by the un- 
precedented number of students who 
have entered the Army and Navy, leav- 
ing the registration below normal. 

q Sidney Kaufer, president of Ronell, 
Inc., diamonds, located at 48 W. 48th St. 
for the past 10 years, has announced 
their removal to new and more spacious 
quarters at 660 Fifth Ave., where they 
will be associated with J. Wachsberg & 
Son, diamond cutters. The cutting plant 
at the new quarters is being equipped 
according to Mr. Wachsberg’s own theo- 
ries, and will present many innovations. 
q Five New York jewelry concerns have 
agreed to pay back wages and overtime 
totaling $4,041.66 to 152 employees and 
former employees, according to Arthur 
J. White, regional director of the Wage 
and Hour Division, U. S. Department of 
Labor, who added that the money rep- 
resents wages and overtime due under 
the provisions of the Fair Labor Stand- 
ards Act. The concerns are: Reja. Inc., 
143 W. 20th St.; M. B. Peikin, Ltd., 664 
Fifth Ave.; Maiestic Products Co., 636 
Broadway; Ace Gold Stamping Co., 27-01 
43rd Ave., L. I. City; L. Heller & Son, 
Inc., 411 Fifth Ave. 
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Gerber Heads Metropolitan AGS Guild 

q Harry Gerber of Bromley’s, White 
Plains, was elected president of the New 
York Guild, AGS, at its first fall meeting 
held Sept. 16 at the Hotel Winthrop. 
Edmund Frisch was elected vice-presi 
dent; F. V. Hawley, Davis & Hawley, 
was elected treasurer, and Mrs. H. G. 
Hastings was chosen secretary. 

A feature of the meeting was a talk 
by Dr. Frederick Pough of the American 
Museum of Natural History, on strategic 
metals and their need in the war pro- 
gram. William D. McNeil, executive sec 
retary of the Jewelry Industry Publicity 
Board, discussed the silver situation as it 
affects the jeweler. The next meeting of 
the Guild was scheduled for Oct. 14. 


NACJ Sets up New York Office 
With "Bill Wagner in Charge 


William Wagner, newly appointed ex 
ecutive secretary of NACJ, has an- 
nounced that offices for the organization 
will be opened in suite 903, 545 Fifth 
Ave., on or about Oct. 1. Members of 
the association are invited to make 
these offices their headquarters when in 
New York. Previously this year, the 
association headquarters had been main 
tained in Washington by J. Frank New- 
man who preceded Mr. Wagner as ex- 
ecutive secretary. Before Washington, 
Chicago had been NACJ’s executive site. 

The Associated Credit Jewelers of 
New York and New Jersey, of which 
Mr. Wagner is likewise executive secre- 
tary, will also be located at the new 
address. 


New York Horos Hear Lecture on 
Swiss Industry, Watch History 


“New developments in the Swiss 
watch industry” was the title of a talk 
given by Jean L. Roehrich at the Sep 
tember meeting of the Horological 
Society of New York. In addition, he 
gave a short, illustrated lecture on the 
development of the watch. 

James J. O’Shaughnessey, newly 
elected president of the group, welcomed 
the members after the summer vacation 
and outlined the program for the coming 
vear. New technical features will be pre 
sented at each meeting, he said, and the 
library will be expanded. According to 
Henry B. Fried, executive secretary, 
numerous services will continue to be 
available to members, including instruc 
tion in allied trades, civil service infor- 
mation and a placement service for war 
industries. 

Barney Goldstein, vice-president, sug 
gested that members of the society offer 
their services and repair a limited num 
ber of watcNes for men in the armed 
forces as a USO contribution. The plan 
was delegated to the executive committee 
for further action. 

The next meeting of the society will 
he held Oct. 5. 


New Swiss Watch Factories 


During the first three months of 1942, 
five new factories were put into operation 
in Switzerland in the watch and metal 
industries. 








| ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 

















BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 


Earrings Pendants Bead Bracelets 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 John St., New York City 








LOCKETS & CROSSES BRIDAL SETS 
10 Kt. & 14 Kt. LADIES’ PLATINUM 


or Gold Filled 
& GOD MOUNTINGS 
LADIES’ ZIRCON RINGS © — eo INGS 


BIRTHSTONE RINGS Plat. & Gold 
JOSEPH A. RICH 


Mfrs. of Plat. & Gold Jewelry 
62 W. 47th St. New York, N. Y. 











SIMONS BROS. CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 








“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lis Theis fo 


65 NASSAU STREET NEW YORK 





OMEGA 


The watch of world precision record 
NORMAN M. MORRIS 
WATCH CORP 


608 Fifth Ave.... New York 








ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 





Telephone BRyant %-8660-8689 





FRIEDMAN GEM CO., INC. 


5,000,000 
ROYAL MARCASSITES 


Delivered in Sealed Packages 


ZIRCONS white ana B 


CULTURED PEARL NECKLACES 
CHINESE JADE 


71-73 Nassau St., New York City 
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MARCASITES 


GENUINE SWISS—ALL SIZES 


GENUINE OPALS 
GENUINE AMETHYST 
GENUINE TOPAZ 


MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 











Leon S. AYJIAN 
Expert 
Diamond Cutter 


with membership in 
Diamond Workers 
Protective Union of America 
All Kinds of Diamond Cutting and 
Repairing are My Specialty 
OFFICE 


36 W. 47th Street, New York, N. Y. 


Room 1506 — Telephone: LOngacre 3-2689 
FACTORY 


2 W. 47th Street, New York, N. Y. 


Room 1104 


International 








GOLD 


and 


SILVER 
PLATING 


Silverware Repaired 
Equal to NEW 
Removing of Engravings 


WM.HERTEL & CO., Inc. 


Silversmiths & Platers 
17 W. 45th St. 
New York City 


“25 years at the same 
address” 





(Before) 
(After) 














SPECIAL ORDER WORK 
on Hand Made 


PLATINUM RINGS 


Write for Estimates 


K. ABRAHAM 
Midtown Jewelers’ Exchange 
50 W. 47th St., NEW YORK 











RCH CROWN TAGS 


CELLULOID — METAL— PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 
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| Federation of Jewish Charities 
Plans Jewelry Industry Campaign 


Continuing their tradition of 
hearted support to the New York and 
Brooklyn Federations of Jewish Chari- 


whole- 


ties, the executive committee of the 
jewelry trade met Sept. 15 at the Hotel 
Chatham to make plans for their annual 
campaign on behalf of the 116 medical 


and social welfare agencies affiliated 
with the two federations. Veteran chair- 
man, Aaron Sverdlik of Robinson and 


Sverdlik, presided. 

It was noted that this year’s drive 
marks the 25th anniversary of the New 
York federation. Plans were laid for 
paying special tribute to the men in the 
trade who have been contributors to the 
Federation throughout the 25 years of 
its existence. As outlined, the tribute 
will be paid at the annual trade-wide 
dinner later in the year. Specific plans 
are being worked out by a program com- 
mittee of which Milton Weill of Arrow 
Mfg. Co. was appointed chairman. 

“These are the men,” said Mr. Sverd- 
lik, “who have pioneered the cause of 
communal charity in New York. In 1917, 
they were just a handful. Today through 
their untiring efforts, they have built 
the jewelry division into one of the 
largest and most effective organizations 
in the two federations—a fact which has 
always been our great pride.” 

Mr. Sverdlik commented on the gen- 
eral 1942 outlook, saying “This is one 
birthday that will be celebrated on the 
job. In addition to their regular, day- 
to-day task of aiding more than 300,000 
men, women and children each year, the 
116 institutions have now taken on all 
the added responsibilities of the war- 
time emergency. It’s up to us to help 
them in every way possible.” 

The full committee met for further 
discussion of plans at the Hotel Chatham, 
Sept. 24. 

Others attending the executive com- 
mittee meeting were: Alexander E. Arn- 
stein, Arnstein Bros. & Co.; Benjamin 
Eichberg, Eichberg & Co.; Mendel Haber, 
Minoga-Silberman & Co.; Benjamin Laz- 
rus, Benrus Watch Co.; Jacob Schaeffer. 
Shiman & Co.; and Samson Hittner, of 
Bulova Watch Co. 


Diamond Cutting Course Postponed; 
Qualified Instructor Is Lacking 


Because of the difficulty in securing an 
instructor, the projected course in dia 
mond cutting at the New York School 
of Industrial Arts has been postponed 
until at least February and_ possibly 
until next September. 

According to John B. Kenny, prin 
cipal, although many persons made ap- 
plication for the position, none could 
meet the rigid requirements. As a result, 
applications are still being received, and 
those interested should get in touch with 
Mr. Kenny at the school, 211 E. 79th St. 


Railroad Watch Buyers Granted 
Exemption from Regulation W 


Amendment 8 to Regulation W (issued 
Aug. 12), exempts from the terms of 
the regulation the extension of credit to 
finance the purchase of new or used rail- 
road watches. The amendment specifies 
that the purchaser must be a railroad 
time service employee and submit a cer- 
tification of his need for such a watch, 
however, in accordance with WPB’s gen- 





eral limitation order L-175 concerning 
the transfer of railroad standard 
watches. Full information on the restric- 
tions imposed on railroad watches, ap- 
peared in JC-K’s September issue, page 
112. 


American Gem Society Offers 
Intensive 9-Day "'R. J."" Courses 


Adapting itself to wartime conditions, 
the American Gem Society will offer its 
Registered Jeweler courses in a new 
manner, streamlined for the busy jeweler. 

A plan whereby the major portion of 
the course—the more scientific work—is 
covered in nine-day classes has been suc- 
cessfully tried out in four different series 
of classes during the last five months. 
The jeweler takes his examinations on 
the last day, then is assigned certain 
subjects for review and further study at 
home, and retakes the examination at the 
end of five months to assure his mastery 
of the subject. Upon successfully pass- 
ing this examination, he wins his title. 

An optional plan is to enroll several 
months before the class and complete 
as much as possible before it begins, by 
the usual mail study. If sufficient prog- 
ress is made, the final examinations can 
then be taken at the end of the class. 

In any event, if the jeweler has had 
long experience in diamond grading, he 
takes his Registered Jeweler diamond 
grading examination, after personalized 
instruction in use of the modern grading 
instruments. 

Dr. Edward Wigglesworth and Robert 
M. Shipley, both of the Gemological In- 
stitute’s staff, plan to again conduct 
these classes in February and March, 
1942, at Boston, Cleveland and perhaps 
Chicago. 

The following completed successful 
classes during August in Cleveland and 
New York, where the classes convened 
at comfortable hotels with sessions held 
in specially prepared “school rooms.” 
Between 80 and 90 hours of work was 
completed during these classes, the 
equivalent of a college semester. 

At the Statler Hotel, Cleveland, Aug. 
16 to 23, including two Sundays, these 
jewelers completed their work: 

Lester Rich Bonwell, Painesville, Ohio; 
W. Joe Burns, Circleville, Ohio; FKleanor 
I.. Brandau, Elyria, Ohio; Eugene V. 
Coontz, Akron, Ohio; C. H. Dietrich, 
Mt. Vernon, Ohio; Dwight N. Duffield, 
Greenfield. Ohio; Herbert G. Hayes, 
Canton, Ohio; Jesse Kerr, New Castle, 
Pa.; Leonore McArthur, Richmond, Ind. ; 
Victor J. Miller, Jr., Tiffin, Ohio; George 
J. Sloan, Tulsa, Okla., and Fred M. Zinn, 
Hastings, Neb. 

The following took the course at the 
Grammercy Park Hotel, New York, Aug. 
28 to Sept. 4: Kathryn Appleby, W. J. 
Frank Co., Akron, Ohio; Frank Bran- 


dau, Haserodt Jly. Co., Inc., Elyria, 
Ohio; Edmond E. Frisch, New York; 
Stuart A. Green, M. L. Green & Son, 


Mt. Clemens, Mich.; Wilfrid G. Holly- 
wood, Juell M. Bie, Brooklyn; Lawrence 
P. Jackson, L. P. Jackson, Jackson, 
Tenn.; Frank W. Lauder, Frank Lauder, 
South Norwalk, Conn.; Harry G. Mat- 
thew, Carpenter-Matthew, Asheville, 
N. C.; Helen MeNeil, Jewelry Industry 
Publicity Board, New York; Eugene M. 
Mumpower, Maynard, Page, Inc., Miami, 
Fla.; Brewster B. Stearns, Brewster B. 
Stearns, Carlisle, Pa.; Hewlett Sullivan, 
Hale’s Jewelers, Greenville, S. C.; Fred 
S. Wilson, S. L. Wilson Co., Danbury, 
Conn. 
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Imports of Swiss Watches 
Continue Despite the War; 
Three Recent Ships Arrive 


Despite the erroneous notion held by 
the general public, Swiss watches are 
arriving on these shores in substantial 
volume. 

During late August and early Septem- 
ber, three vessels, chartered by Switzer- 
land and sailing from Lisbon, docked at 
Baltimore. According to one source of 
information, each vessel carried some- 
where in the vicinity of 1,000,000 com- 
plete watches and movements. An aver- 
age of two vessels a month arrive with 
the Swiss product, it is stated, which 
may indicate imports of around 2,000,000 
watches per month. 

Switzerland, being a neutral nation, 
has made arrangements with the sur- 
rounding Axis nations whereby she may 
export watches and movements by ship- 
ping them through Italy to Genoa and 
thence to Lisbon, Portugal, another neu- 
tral country, and to America via Swiss 
boats. ; 

Many of the cased watches being im- 
ported are waterproofs. A large pro- 
portion of the imports are only move- 
ments, however, and the problem of cas- 
ing them is becoming acute in view of the 
scarcity of silver. 


Nominal War Shipping Rates for 
Diamonds, Jewelry Withdrawn 


The War Shipping Administration has 
announced the withdrawal of nominal 
war risk insurance rates on private im 
portations of diamonds, jewelry, metal 
articles, art works and antiques. Effec 
tive Sept. 1, shipments of such commodi 
ties took the rates which prevailed under 
insurances granted by WSA in the month 
of July. 

Inquiries as to whether specific types 
of merchandise fall within the classifica 
tions outlined by WSA, should be sub 
mitted in writing to the underwriting 
agent through whom the policy was 
issued. 


South African Diamond Display 


In an exhibit analogous to that at the 
New York World’s Fair, diamonds worth 
£500,000 were shown at Kimberley, South 
Africa, for the benefit of the National 


War Fund, according to a British press 
report. Diamonds in all stages, from the 
rough to the cut and polished stones set 
in jewelry, were shown. This was Kim- 
berley’s first exhibition of this nature 
since 1892. 


Dean of Milwaukee's Jewelers 
Observes 50th Year in Business 


Sept. 15 was a big day for “Archie” 
Tegtmeyer, dean of Milwaukee, Wis., 
jewelers. A bang-up “open house” was 
staged at his store at 161 W. Wisconsin 
Ave., the place was banked with flowers 
and hundreds of his nearly 20,000 clients 
dropped in to congratulate the 72 year 
old jeweler on his 50th anniversary in 
business. 

Words got Archie into the jewelry 
business. As a lad in school, he came 
to hate the Friday afternoon spelling- 
bees because he was always the first to 
go down. When his pride became suffi- 
ciently outraged he announced to his 


parents that he was going to work. 
Mother Tegtmeyer reluctantly agreed 


and, noting the successes of a watch- 
maker who lived next door, and a dentist 
who lived upstairs, gave him his choice 
of the two occupations. Archie chose 
watchmaking. 

After a period of apprenticeship and 
another period as a watchmaker in 
Evanston, Ill., Tegtmeyer returned to 
Milwaukee and set up his own business, 
opening Sept. 15, 1892. The first day a 
farmer bought three gold watches for his 
daughters. Unprepared for such a rush 
of business, he had to rush out to one 
of his competitors for crystals in order 
to complete the sale. The farmer was 
satisfied, however, and years later he sold 
the daughters their wedding rings, their 
silver service and even today is patron- 
ized by the third generation of the 
family. 

After 50 years Mr. Tegtmeyer has 
capable assistants to help him run the 
business. He could relax and stay home 
if he wanted to, but he doesn’t. He puts 
in half a day’s work at his desk every 
day, still knows how to take a watch 
apart and repair it and there isn’t a 
price in the store that he can’t quote 
on a moment's notice. 


KEEP THEM FLYING 


Canadian Jewelry Sales Decline During July 
As Result of 25 Per Cent Retail Excise Tax 


As a result of the drastic 25 per cent 
Canadian excise tax on jewelry which 
took effect June 23, July retail sales in 
the Dominion dropped to 12.6 per cent 
below figures for the same month of 
1941, according to facts released by the 
Dominion Bureau of Statistics. 

Imposition of a 10 per cent retailers’ 
excise tax in the U. S. last November 
resulted in sales declining to 9 per cent 
above the previous year’s total. 


JULY 
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Maritime Provinces down 0.9 
Quebec 


Ontario 


down 17.3 
down 13.2 
Prairie Provinces down 11.1 


British Columbia down 10.2 


Canada ... down 12.6 


FOR OCTOBER, 1942 
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\ minor “beat the tax” rush in June 
raised Canadian retail jewelry sales to 
34.1 per cent above the preceding year’s 
level. Generally rising sales of jewelry 
were experienced during the four months 
preceding imposition of the tax, ranging 
from a 10 per cent rise in March to the 
June high of 34.1 per cent. 

The following table shows the Canadian 
sales trend, March to July: 


JUNE MAY APRIL MARCH 
% % % % 
up 47.6 up 18.7 up 23.5 up 42.1 
up 50.6 up 25.0 up 10.3 up 13.5 
up 25.5 up 19.7 up 12.6 up 1.3 
up 34.5 up 16.0 up 15.4 up 17.9 
up 30.2 up 25.7 up 21.4 up 20.9 
up 34.1 up 21.0 up 14.0 up 10.0 
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J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 


RUTHENIO-PLATINUM 
RUTHENIO-PALLADIUM 











CORRUGATED BOXES 


Over 100 sizes in stock 
PAPER—TWINE—TISSUE—GUM TAPE 
If it's a Shipping room item 
we have it 


SAUL ROSNER 
143 Greene St. New York City 








BUY WAR BONDS 
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WATCH MATERIAL S 
Parts for ail makes of = 
Swiss & American watches. > 
Prompt mail service. 7 

Write for Catalog C 3 

DEAN COMPANY 5 


116 Nassau St. New York 
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FOR IMMEDIATE DELIVERY 


ORDER NOW—NO RATIONING 


We can supply up to a dozen of a num- 
ber to a customer—while our stock 
ee 

Balance staffs and balance jewels for 
American watches—ELGIN—WALTHAM 
— HAMILTON — ILLINOIS and other 
makes. 

A complete line of balance staffs and 
stems for all makes of Swiss watches. 
Also a complete line of American and 
Swiss materials for all makes in genuine 
and imitation. 


ORDER NOW 


CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 
134 S. 8th Street Philadelphia, Pa. 








JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We have served the trade 
since November 1, 1894 








af wholeSdle = — - J 
495 puamonvs Sew eLER”. YY 
Elgin—Hamilton—Waltham Watches 
Seth Thomas—Westclox 
Waltham Clocks 


Serving the Trade Since 1857 
906 Chestnut Street, Philadelphia 














Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 
806 Sansom Street Philadelphia 





BYARD F. BROGAN 








KE LGIN & BELMAR 


ne se 


LOUIS SICKLES 
1013 Chestnut St., Philadelphia, Pa. 
‘HWhelemale DixtributerstetheTrade™ 








TILMORE WATCHES 
LATEST STYLES IN LADIES’ AND GENTS’ 


Also lapel novelty watches and the popular waterproot 
watch for the man in service. 


Write for price-list. 

Solely distributed by 
CENTRAL WATCH MATERIALS & SUPPLY CO.,INC. 
134 S. 8th Street Philadelphia, Penna 
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PHILADELPHI 


q Fred Ingram, for many years a jeweler 
at Lansford, Pa., has located in business 
at South Mountain. 

q Fulmer & Gibbons, Inc., have moved 
from 117 S. 10th St. to more spacious 
quarters at 214 S. 12th St. 

q Louis E. Wittekind, of Trenton, N. J., 
completed his annual fall buying excur- 
sion in Philadelphia last month. 

qThe Philadelphia RJA _ will hold its 
third annual banquet, probably at the 
Bellevue-Stratford, in late October. 

q Ben H. Fox, former Milton, Pa., re- 
tail jeweler, has opened a watch repair 
shop in the Bechtel Building, 729 San- 
som St. 

q Earl K. Boyer, for many years pro- 
prietor of a Shamokin, Pa., jewelry 
store, is now employed at the Bendix 
Aviation plant, Philadelphia. 

qAmong Philadelphians attending the 
ANRJA ~~ convention were Nathan 
Brownstein and Jack Goldstein, of the 
Brown, Gold Co. firm, 110 S. 8th St. 
qJewelers at Honesdale, in up-State 
Wayne County, finally have returned to 
normalcy after last month’s flash floods 
which did considerable damage to stocks. 
q Mr. and Mrs. Seymour Steinberg vaca 
tioned at Atlantic City over Labor Day 
week-end. Mr. Steinberg, a watchmaker, 
has offices at 203 Washington Square 
Building. 

qJoseph Parisi recently resigned his 
post at Bailey, Banks & Biddle Co. to 
set up his own business in his home, 


Penna. Horological Convention 
Hears Plans for Watchmaker Law; 
Pedrick Elected to Head Group 

Discussion of a watchmaker licensing 
bill, aimed at weeding out ineffiecient 
and unscrupulous practitioners and to 
be presented to the state legislature at 
the next session, marked the high spot 
of the fifth annual convention of the 
Horological Association of Pennsylvania, 
held at the Hotel Abraham Lincoln, 
Reading, Aug. 30. 

Isadore E. Binstock, Pittsburgh, coun- 
sel for the organization, explained the 
details of the bill and the members spent 
the better part of the four-hour session 
discussing the proposed legistation. A 
few minutes were saved for other busi- 
ness, however, including the passing of 
resolutions and the election of new 
officers. 

Joining the rest of the nation in its 
salvage program, the association resolved 
to gather up all old watch movement 
plates containing jewel settings, remove 
the jewels suitable for use in war instru- 
ments, and turn over the resulting mate- 
rials to the UHAA which will dispose of 
them to the Government. It was further 
resolved to turn over all funds resulting 
from such salvage to the American Red 
Cross. <A third resolution, prompted by 
a similar one passed by the UHAA last 
May, called for setting the hands of all 
display clocks at 7:55 as a reminder of 
the sneak attack upon Pearl Harbor 
Dec. 7. Dues of members of the organi- 
zation in the armed forces were sus- 
pended for the duration. 

H. R. Pedrick of Philadelphia was 
elected president of the organization, 


2222 §, 13th St. He both repairs and 
sells jewelry. 

q Samuel Lashof, of 700 Sansom St., and 
his wife celebrated their 25th wedding 
anniversary last month. They were en 
tertained at a family party at Kugler’s 
Chestnut St. restaurant. 

q Josef S. Milner, of the House of 
Milner, 728 Sansom St., reports that the 
shop is getting its face lifted. Painters 
and paperhangers have moved in to reno- 
vate show rooms and offices. 

q Although approaching his 50th anni 
versary in the jewelry business, Jacob 
E. Bamberger still refuses to relinquish 
his daily trips on the road. Mr. Bam- 
berger, nearing his 70th year, has been 
selling for Brown, Gold Co. for 10 years. 
He previously was employed by the 
Ritter, Greenberg firm for 35 years. 
qH. R. Pedrick, of Bailey Banks & Bid- 
dle Co., 1218 Chestnut St., has been 
elected president of the Pennsylvania 
Horological Association. Mr. Pedrick, 
who has served as president of the Hor- 
ological Guild of Philadelphia for five 
years, reported on the State convention 
in Reading, Aug. 29, at the Guild’s 
monthly meeting September 8. Members 
of the Guild have voted to raise the 
initiation dues for all new members from 
$2 to $10, beginning January, 1943. They 
have also announced themselves in com- 
plete agreement on the necessity for a 
State watchmaking law, legalizing the 
licensing and registration of all watch- 
makers. 


succeeding H. O. Frwin of New Castle, 
who was chosen UHAA delegate. Other 
officers elected included William O. 
Smith, Pittsburgh, vice-president; J. 
Philip Sommer, Pittsburgh, secretary, 
and David A. Kaufman, Clarion, trea 
surer. 


BUY WAR BONDS 





ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 


Write for Cataloa. 


CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 


134 S. 8th St. Phila., Pa. 











BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 
= Engravers, Jewelers 
ater py Write for free book ‘Your 
h I Future and Our School"’ 
Lalas JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 











Philadelphia College of Horology 


Pe q SCHOOL FOR WATCH MAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 
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q A jewel exhibition was held in New- 
port, Sept. 2. It included a_ private 
showing arranged by McNair Llgenfritz, 
who has collected the jewels worn by 
Princess Metternich Rejane and Alexan- 
dre Dumas. 

q A general alarm fire virtually razed 
the building housing the National Silver 
Works and the F. B. Rogers Silver Co. 
in Taunton, Mass. Loss was estimated 
at above $100,000. Both silver companies 
are engaged in war work. 

q William G. Lind, president-treasurer 
of the T. W. Lind Co., manufacturer of 
jewelry findings, is a candidate for 
mayor of the city of Cranston. He now 
is state representative from the district 
and is a former city councillor. 

q In line with all other industries, jewel- 
ry manufacturing is feeling the inroads 
of the draft on its personnel but the 
J. & L. Tool Co., jewelry findings firm in 
nearby Attleboro, claimed something of 
a distinction when five of its workers 
entered the Army in one day. 

q William G. Thurber, secretary - trea 
surer of Tilden-Thurber Co. and chair- 
man of the Silver Users’ Emergency 
committee, was the speaker at the Sept. 
22 meeting of the R. I. Association of 
Credit Men. His subject was “The Silver 
Situation as related to Credit.” 

q August payrolls in R. I. jewelry and 
silverware plants were 3 per cent above 
July but 12.9 per cent below August of 
last year. The rise from July was at- 
tributed to higher wages rather than in- 
creased employment, although some firms 
engaged in war work have expanded 
their working forces. 

q Some 70 jewelry manufacturers in the 
Providence-Attleboro area forgot their 
troubles Sept. 22 and gathered at the 
Wannamoisett Golf Club in East Provi- 
dence for a day of golf. $125 in prizes 
was awarded in the form of war bonds 
and stamps and $50 was given to the 
local USO. Following the golf, jewelry 
* men gathered for a banquet, nearly 100 
attending. 

q Providence jewelry stores report a big 
boom in their watch repair departments 
and with repairmen scarce they find 
themselves running far behind on the 
work. One of the largest stores in the 
city reported that repair work cannot 
be promised within ten weeks, whereas 
ten days formerly was the normal peri- 
od. The stores now remain open until 
9 p. m. Thursday, for the convenience 
of war workers but those stores which 
formerly opened Saturday nights now 
close their doors on that day at 6 p. m. 


Drastic curtailment of the use of com 
mercial vehicles will occur Nov. 15 when 
Certificates of War Necessity, to be dis- 
played on each car, truck or conveyance, 
will govern maximum mileage and mini 
mum loads. 


REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 
versmiths for jewelers’ use and re- 


sale 

Freight now prepaid in U. 8 
specified minimum lots — jeweler 
receiving full 100% profit. 

REED & BARTON - Taunton, Mass 


FOR OCTOBER, 1942 
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Wholesalers’ Sales Up in August, 
Inventories Below 1941 Levels 


Jewelry wholesalers’ sales during Aug- 
ust, 1942, were 9 per cent above those 
for the same month of 1941 and 29 per 
cent above those for July, the preceding 
month, according to the Current Statis- 
tical Service of the Census Bureau. Sales 
for the first eight months of 1942 were 
16 per cent higher than the same period 
of 1941. 

End-of-month inventory for August 
was 6 per cent below that for the same 
month of 1941, and 1 per cent below that 
for July, 1942. Stock sales ratios (ob- 
tained by dividing stock by sales for an 
identical number of firms) were 189 for 
August, 1942, as compared with 217 for 
the same month of 1941 and 248 for 
July, 1942. 

Accounts receivable for August were 
14 per cent below those for the same 
month of last year and 18 per cent be- 
low July. Collection percentages (ob- 
tained by dividing collections by accounts 
receivable) for August were 46, as com- 
pared with 31 for August, 1941, and 51 
for July, 1942. 


Akron District Association 


Holds Jewelers’ Clinic 


- A “jewelry clinic,’ sponsored by the 
Akron District Jewelers Association, 
held at Youngs Hotel, Sept. 17, was at- 
tended by over 75 jewelers and their 
staffs. 

Featured at the clinic were E. L 
Mason, Sr., business consultant for 
OPA, who spoke on “Ceiling Prices and 
the Retail Jewelry Business,’ and Wes- 
ley Manley, enforcement officer for the 
Federal Reserve Bank of Cleveland who 
considered “How Regulation W is work 
ing in the Jewelry Business.” 

Other speakers on the program were 
Jack Wattenmaker, executive director; 
H. Bruce McCague, who spoke on 
“Freezing Silver,’ and Lewis Benway, 
president of Cleveland’s 24-Karat Club 
who reported on the Wholesale-Retail 
Selling Bill for Ohio. 


Manufacturing Jewelers to Form 
Industry Salvage Committee Oct. 7 
Manufacturing jewelers of the Great- 
er New York area will form a Salvage 
Committee at a luncheon at the Roose 
velt Hotel, Oct. 7, according to announce 


ment by G. H. Niemeyer, president of 


Handy & Harman. 


Mr. Niemeyer was asked by the War 


Production Board to head the Greater 
New York Salvage Committee for the 
Manufacturing Jewelry Industry and ac 
cepted that responsibility in addition to 
his many other public-spirited activities 
on behalf of the jewelry industry. 

Old and unused dies, obsolete ma- 
chinery and other factory and _ office 
equipment that contain metal will be 
rounded up during the salvage campaign, 
and eventually converted into cannon, 
machine gun bullets, ete., with destina- 
tion Berlin and Tokyo. 

R. Merrill Decker, of the New York 
W PB office, regional manager of the In- 
dustrial Salvage Section, will be the key 
speaker at the luncheon. 





PALLADIUM 
PLATING 
SOLUTION 


To prevent tarnish of your stock 
insist on PALLITE plating (Pal- 
ladium). In use by leading man- 
ufacturers of sterling jewelry. 


PRECIMET LABORATORIES 


Division of George C. Lambros, 
Refiner and Smelter 





Research and Development Engineers 
In Precious Metals 


NEW YORK 


64 FULTON ST. 








22 Patterns Sterling Silver 
ANCHESTER 
SILVER COMPANY 


Providence Rhode Island 










ROUGH SYNTHETIC RUBIES 


and 


WHITE SAPPHIRES 
In stock and cut 
to your Special Order 
Also—TOPAZ 
AMETHYSTS 
JADE 


PHILIP F. POPOLLA 
10 East 43rd St. N. Y. City 











Sold only direet 
to Retailers 





250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 


ENGRAVING - ENGINE TURNING 
DESIGNING - BROCADING 


* 


NORTH ATTLEBORO ENGRAVING CO. 
ATTLEBORO FALLS, MASS 
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Hold Your Horses! 


The three American watch 
factories are doing a tremen- 
dous amount of defense work 

-for your protection. 

As a result, the number of 
watches for consumer use is 
very small. 


Please be tolerant! 











Z1 WEST 
BALTIMORE ST. 


BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY’”’ 


ESTABLISHED 1885 








‘ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
@ JEWELRY e 
5 HOPKINS PLACE, BALTIMORE, MD. 








GEMSTONES 
By G. F. HERBERT SMITH 
An interesting authoritative 
book for the study and de- 
termination of gems. Con- 
tains 443 pages, 42 plates, 
four of which are in color. 


Price $4.00 Postpaid 


The Jewelers’ Circular-Keystone 
Chestnut & 5Séth Sts. 100 E. 42nd St. 
Philadelphia, Pa. New York City 
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q Louis H. Novin, proprietor of Novin’s 
Jewelers, Dallas, Tex., celebrated his 
32nd anniversary in the jewelry business 
Sept. 3. 

q Aaron Littman, credit manager of the 


Gem Jewelry Co., Beaumont, Tex., was 


elected president of the Credit Grantors 
Luncheon Club at a recent meeting. 

q Charles Spitz, who conducted a 
wholesale business in Philadelphia for 
some time, has shifted the scene of his 
activities to Baltimore and is engaged 
in the retail trade at 105 West Baltimore 
Street. 

q Milton F. Kohler & Sons, pioneer 
Hagerstown, Md., jewelry firm, recently 
celebrated its 62nd anniversary. At the 
age of 90, Milton Kohler, the founder, 
still puts in a daily appearance at the 
store. 

q Robert F. Barr of Valdosta, president 
of the Georgia RJA, is sponsoring a 
movement among the state jewelers to 
make strong protests to their congress- 
men about the silver situation, and to 
urge remedial legislation. 

q Realizing that few persons using the 
phrase “diamond in the rough” have 
ever seen the object of the expression, 
the Mayfair Jewelry Co., Albany, Ga., 
created much interest by placing on dis 
play an actual rough diamond from 
South Africa, together with other preci 
ous stones such as opals, amethysts, ete. 
Folks in the Albany territory agreed dt 
was a most impressive and attractive 
display. 


1000 Old Watches Turned in 
As Scrap by Georgia Jeweler 


Wynne’s Jewelry Co., Griffin, Ga., con- 
tributed 1000 old watches and miscel- 
laneous parts, collected over a period of 
50 years, to the scrap salvage drive 
staged in that city, according to W. O. 
Patterson, chairman. 

Many of the watches contained un- 
usual inscriptions, some dating back to 
1865. One of them bore the inscription: 
“To His Royal Highness, the Prince of 
Wales.” It was apparently a gift, made 
by G. W. Benson, London. The true 
history of the watch is not known and it 
is a mystery how a watch once belonging 
to a prince of England could find its 
way to Georgia. 

Dozier Wynne, president of the com- 
pany, estimated that the obsolete watches 
contained approximately 10,000 jewels, 
which the government can put to good 
use in the manufacture of precision in- 
struments. 


Johnson Enters War Research 


O. D. Johnson, Beverly Hills, Calif., 
retail jeweler, has closed his store and 
now is doing governmental war research 
work. He will retain his active interest 
in the Los Angeles Guild of the Horo- 
logical Association of California and 
will continue as a director. 


All Wound Up for Action 


Prior to entering the Army, Marcus 
Koch, New Orleans, La., watchmaker, 
inserted a unique advertisement in the 
newspapers of that city. It read: “I 
am going to help fix Hitler’s clock. Will 


return when it is fixed.” 


Chase Urges Florida RJA 
To Organize Watchmakers 
And Push Licensing Law 


Urging the formation of a state watch- 
makers association as the means of secur- 
ing a watchmaker licensing law _ for 
Florida, Hoyt Chase, St. Petersburg 
watchmaker, addressed the recent Flor- 
ida RJA convention asking for a state- 
wide horological organization. 

“I don’t think there is a_ profession 
that is preyed upon more at present 
than the watch repair trade,” said Mr. 
Chase. “Our state is the ideal spot for 
the itinerant watchmaker. Florida is a 
wonderful place to spend the winter. 
You find them in tourist camps, store 
windows, and half-year stores. They 
come for the winter to help mop up the 
‘cream’ from September to June, and 
there should be some provision made to 
regulate this menace to our business.” 

Maintaining that the welfare of the 
public as well as the livelihood of native 
craftsmen was at stake, Mr. Chase 
urged the adoption of the “model bill” 
drawn up by the UHAA. Stating that 
the St. Petersburg Watchmakers’ Guild 
had found the bill most satisfactory, he 
pointed out that it had requirements and 
penalties that will affect no one who 
tries to do right with the public. 

“Today we need guilds organized in 
every city in the State of Florida,” he 


said. “Watchmakers should make every 
effort possible to help form a Guild 
and pursuade his fellow craftsmen to 


become members. The watchmaker who 
will not lend his brains, his energy, 
and some of his money to the efforts of 
his fellow watchmakers in directing the 
constructive forces of State and national 
associations along the course that is best 
for the craft as a whole, is not a useful 
citizen.” 








""BEST SELLER'' FOR 
CHRISTMAS - ---- 





USSEREERY CO 


BALTIMORE, MARYLAND 
Importers of Easton Watches 
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JEWELRY STORE SALES UP 22 PER CENT IN AUGUST 
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Sales of independent jewelry stores in August, 1942, rose 22 per cent 
above those for the same month of 1941, according to figures compiled by 
the Current Statistical Service of the Census Bureau. August sales were 
16 per cent above those for July, the preceding month, and cumulative sales 
for the first eight months of 1942 were 18 per cent higher than for the same 
period of 1941, according to figures submitted by 679 independent jewelry 
stores in 20 states. August retail sales generally in all lines of business were 
1 per cent below the August, 1941, level. 

Among individual states, Oregon was @ 





































































































far in the lead, reporting sales 80 per As a glance at the accompanying map 
cent ahead of those for August, 1941. will indicate, only five states reported 
Kansas ranked next with sales reported salen Seen Sen 20 per cmt: alee hl 
as 47 per cent better than 1941 levels, 1941 hese Pennsvivania and > pl 
and Oklahoma came third with sales 44 chaeaii onli were 7 per cent higher 
per cent above August, 1941. than last year, Iowa reported sales 3 per 
Nine other states reported August cent higher, Alabama sales were 1 per 
sales more than 20 per cent above those esuk bhiaw oh Comat aie wie 
for August, 1941. Texas registered sales last year, dropped but .5 per cent. 
42 per cent higher, New Mexico disclosed Thirteen states, indicated by shading 
sales WD ssl cent higher, and A rkansas on the map, did not report sufficient data 
and California reported sales 35 per cemt to warrant the compilation of percent- 
above August, 1941, figures. Colorado, ages. Facts from the data submitted 
South Carolina and Washington all re- from these states. however, were taken 
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A large Jewish diamond-cutting in- | fiftieth of a carat and is a major source 
’ dustry in Palestine specializes in stones | of these small stones. Before the war 
from half a carat down to as small as a | only 50 cutters were located there. 
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PIN SPRAY 


Made in beautiful transparent vari-colored 
hard enamels on sterling silver and set with 
genuine marcasites. Attractively priced. 


See our large line of Miraculous Medals 
in Sterling Silver, set with Birthstones, 
Motor-of-Pearl or Onyx. G/F. Spray Pins. 


FRENCH JEWELRY CO. 


137 S. Eighth St. Philadelphia, Pa. 


DIAMOND 
PAPERS 


EUROPEAN AND DOMESTIC 
LARGEST VARIETY IN THE WORLD 


sewevers: SUPPLIES 
WRITE FOR CATALOG-SAMPLES-PRICES 
|. KASSOY, INC. swc83¢2 























The Ideal Gift for Service Men 
“MANY-IN-ONE” Card and Picture Case 







TO RETAIL AT 


$1.00 


@ Grained 
Vellum, spiral 
bound cover. 
@ Assorted dark 
colors Act 
@ Individually gift boxed 

Seven visible pockets (space for |4 cards 
or pictures) 
@ Plain cover or choice of five military 
insignias, gold stamped on front cover— 
Army, Navy, Marines, Army Aijr Force, 
Navy Air Force. 

IMMEDIATE DELIVERY 


VOGUE JEWELRY CO. 


OF NEW YORK 
219 W. 7th St. Los Angeles, Calif. 
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SEFORE 


BEAD 


= SILVERWARE | ,.°*°: 
Replated | Repaired - Repleted § emounted 





wanna & CO. 





10 S. Wabash Ave. Chicago, Ill. 











CONSULT... 
M. Y. FINKELMAN 


or 
Diamonds and Diamond Jewelry 


EST. 1923 
CHICAGO 


29 E. MADISON ST. 





Srcomparable 
Which Case paring 


OUR WORK COSTS NO MORE THAN 
ORDINARY WORK 
ECKER-HECKMAN CO. 
29 E. Madison St. 


CHICAGO, ILL. 








JOS. H. BAUER 


The House of Better Rings 


Manufacturer of Fine Diamond and 
Platinum Jewelry 


Fine Special Order Work. 
5 North Wabash Avenue, Chicago 








MAYNARD LEVY 


America’s Leading Jewelry 


AUCTIONEER 


Announces the completion of the 
Udall & Ballou sale on Fifth Ave., 
New York, largest sale of the kind 
ever made, and is now booking sales 
for the rest of the year. No sale too 
large or too small to receive personal 
attention. 
COMPLETE STOCKS BOUGHT FOR CASH 
ADDRESS 


207 So. Wabash Ave., Chicago 














CHICAGO 


New 
York, opened an office in Chicago last 


q Davidson & Sons Jewelry Co., 


month in Suite 1205 
Building, with J. M. 
Schiff in charge. 

q Fred Perry, formerly of Fred Perry 
Co., Providence, and known to the 
wholesale trade throughout the Middle 
West, South and Western territory, 
spent two weeks in Chicago last month 
visiting old friends in the trade. 

q Ed Voynow, son of Edward B. Voy- 
now, diamond dealer at 31 N. State St., 
who was recently commissioned a first 
lieutenant in the Air Corps, visited his 
parents in Chicago recently enroute 
from Miami to Dayton where he is now 
located. 

q Otto Stumpf, 29 E. Madison St., and 
Mrs. Stumpf received congratulations 
from their many friends upon the oc- 
casion of the celebration of their 50th 
wedding anniversary Aug. 25. A native 
of Chicago, Mr. Stumpf started his 
career in the jewelry business’ with 
W. B. Clapp, Young & Co., in 1878. 

q The Metropolitan Chicago Chapter, 
A.G.S., held its first meeting of the new 
season at headquarters in the Pittsfield 
Bldg., Sept. 21, with H. Paul Juergens, 
president, in charge. Dr. Robert Gar- 
rels of Northwestern University, educa- 
tional leader of the group, was present, 
having completed his service for the Gov- 
ernment on a strategic materials project 
begun last Spring. The many members 
attending spent much of the session 
studying opaque stones. 

q Considerable excitement in the Pitts- 
field Building resulted Sept. 5, when 
the burglar alarm sounded and a search 


of the Heyworth 
Reece and H. D. 


Congressional Action on Silver Asked 
At Oregon State Jewelers Convention 

Compressing its usual three-day con- 
into a one-day conference, the 
State Jewelers Association met 
Portland Hotel, Portland, Sept. 


vention 
Oregon 
at the 
15. 
High spot of the 36th annual meeting 
was the passage of a resolution asking 
the state’s Congressional delegation to 
sponsor national legislation which would 
make available to jewelers sufficient sil- 
ver to allow the continuance of jewelry 
manufacturing. Both manufacturing and 
non-manufacturing jewelers in the state 
are affected by the silver “shortage,” it 
was pointed out, since both types find 
their inventories greatly reduced. 
Joseph L. Gilvary was elected presi- 
dent of the association to succeed Rene 
Bloch, and Felix Friedlander was elected 
first vice-president. Other officers chosen 
included Harry S. Zell, second vice-presi- 


dent, and Rene Rueff, secretary-trea- 
surer. All of the new executives are 
from Portland. 


Directors chosen for the coming year 
include Ole Skeie, Eugene; William Ko- 
nicke, Corvallis; F. W. Bertram, Klam- 
ath Falls; Willie Bell, Astoria; Larry 
Schade, Medford; George M. Donnelley, 
Pendleton; J. B. Bear, Bend, and A. W. 
Molin, Portland. 

The principal speaker of the conven- 
tion was Leo Weisfield, head of Weis- 





was made with elevators stopped and 
entrances closed. The alarm was given 
by William A. Esterquest, associated 
with John Finan & Co., on the eighth 
floor, who found show cases looted when 
he returned from dinner. Two young 
men were implicated: the one with the 
jewelry escaped and the other was met 
by the police when he dropped from the 
balcony of the second floor. 

qThomas H. Alcock, for 18 years a 
member of the police jewelry detail in 
Chicago and highly regarded by mem- 
bers of the trade for his efficient service, 
was recently promoted from sergeant to 
lieutenant and assigned to the Warren 
Ave. station. He was succeeded as head 
of the detail by Sergeant John J. Han- 
rahan. Major John T. Montgomery, of 
M. A. Mead & Co., chairman of the Chi- 
cago Jewelers Association Good and 
Welfare Committees, was assured of con- 
tinued efficient service by the new head 
of the detail. 

q The reorganized Chicago Jewelers’ 
Bowling League inaugurated the 1942-43 
season Sept. 18 and last year’s cham- 
pions, representing Benj. Allen & Co. 
tied the Fort Dearborn Mercantile Co. for 
the lead by winning all three games. The 
eight teams in the league represent A. C. 
Becken Co., Benj. Allen & Co., C. & E. 
Marshall Co., Olsen & Ebann, the Ball 
Co., American Optical Co., Fort Dear- 
born Mercantile Co. and the Jewelers” 
Club. C. & E. Marshall Co. replace the 
Stein & Ellbogen Co. team and Jewelers’ 
Club that of the Tillier Division of Amer- 
ican Optical Co. Several hundred dollars 
of cash prizes will be distributed to in- 
dividuals and teams throughout the sea- 
son which ends next April. 


field and Goldberg, Pacific Northwest 
jewelry chain. Climaxing the brief meet- 
ing, a dinner-dance was enjoyed by the 
delegates and their wives. 


Want to Sell Army Officer Insignia? 
Apply to Adjutant General's Office 


Persons wishing to sell Army Officers 
military insignia should apply to the 
Adjutant General’s Office, Washington, 
for certificates of authority. If investiga- 
tion proves the need for additional out 
lets, and if the applicant’s reliability is 
without question, favorable action may 
be expected. 

Those wishing to sell Navy 
insignia should communicate 
Bureau of Supplies, Navy Dept., 
2046, Tempo “I,” Washington. 

Under the terms of WPB Supple 
mentary Order L-13l-a issued Aug. 28, 
the insignia may be bought and sold by 
persons to whom certificates of au 
thority have been granted or may here 
after be granted. This order revised 


Officers” 
with the 
Room 


the terms of the original order L-131, 
which limited the outlets for the pur 
chase and sale of officers’ military in 
signia. 


q Louis Kaplan of the sales staff of the 
U. S. Jewelry Co., Baltimore, is handing 
out extra-length cigars these days. 
Reason: grand-daughter. 
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OBITUARY 


Mrs. Grace R. Anscuutrz, for many 
years connected with Muench & Elsner, 
Atlanta, Ga. died in Philadelphia 
Sept. 5. 

Mason James W. Appteron, 75, until 
his retirement in 1910 associated with 
Robbins & Appleton, agents for the 
Waltham Watch Co., died Aug. 27 at 
Ipswich, Mass. 

Joun Aveout, 33, a jeweler in Marble- 
head and Attleboro, Mass., died during 
August. 

Jacons Benzincer, 56, a Cincinnati, 
O., jeweler for the past nine years, died 
Sept. 10. 

Samvue. Bisnop, 74, a lifelong watch 
maker and railroad watch inspector of 
Ilmo, Mo., died Aug. 19 after a_ brief 
illness. 

Exvior Bsornesy, 70, for 42 years a 
jeweler at Kalispell, Mont., was killed 
Aug. 16 when an auto ran into his bi- 
cycle. 

Harry QO. Curisti, 77, for over half a 
century in the retail jewelry business 
in Newark, N. J., died Aug. 29. He 
had retired from active business two 
years ago. 

Leon E. pve ta Revssitte, founder 
and senior partner of Reussilles’, Red 
Bank, N. J., jewelers, died Aug. 24. 

Cram GLanper, 57, for many years 
identified with the jewelry business in 
New York, died Sept. 4 after a two- 
week illness. 

Jacosn GoopMan, 73, founder of Good- 
man & Co., Indianapolis, Ind., ring 
manufacturers, and identified with the 
jewelry industry — since 1903, died 
Aug. 19. 

I. Leon Gross, 61, representing the 
Baltes Mfg. Co., Newark, N. J., from 
Chicago to the Pacific Coast, died in Chi 
cago Aug. 19. 

Jerry Harpertr, 41, Baltimore, Md., 
jeweler, was drowned at Asbury Park, 
N. J., Aug. 11. 

FrepertcKk W. Kaket, 84, for 43 years 
trustee and treasurer of Samuel Kirk 
& Sons, Baltimore silversmiths, and re 
tired since 1917, died Aug. 24 after a 
short illness. 

Wirntiam A. Kearine, 74, for 15 vears 
proprietor of Keating & Keating, Terre 
Haute, Ind., died Sept. 6. 


Murray Kohn, 69, for- 
mer president of Sil- 
bermann, Kohn & Wal- 
lenstein, Inc., New 
York ring manufac- 
turers, retired since 


1930, died Sept. 10. 





‘Tiropore H, E. Krake, for 43 years 
employed with George W. Speir Jewelry 
Co., Washington, D. C., died Aug. 27 
after a long illness. 

Wittiam E. Leacock, 72, for 25 years 
a jeweler and watchmaker at Easton, 
Pa., died Aug. 24 after a brief illness. 

R. E. Ler, 54, who although bed- 
ridden carried on a jewelry business in 
El Paso, Tex., for 13 years, and subse 
quently regained his health, died Aug. 13. 

Lovis Lemarsper, 74, owner of one of 
Montreal, Canada’s, oldest jewelry 
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stores, died Aug 26, after a month’s ill- 
ness. 

MarrHew Marks, 50, for 15 years a 
field subscription representative of Txt 
Jewevers’ Circutar-Keysrone in Vir- 
ginia, West Virginia, North and South 
Carolina, died Aug. 31. 

Max Menpversoun, 69, Birmingham, 
Ala., jeweler for 42 years, died Aug. 16 
after a short illness. 

Freo J. MInDERMANN, 83, for more 
than 50 years a jeweler in Cincinnati, 
Ohio, died Sept. 14, after a month’s ill- 
ness. 

Epwarp OxIn, proprietor of the Sem- 
loc Jewelry Co., Newark, N. J., died 
suddenly Aug. 19. 

Louis Piser, for many years in the 
jewelry business in Chicago, died Aug. 
17 after a short illness. 

Georce A. RicHarpson, 67, veteran 
employee of Williams & Anderson Co., 
Providence, died at Warwick, R. I., Aug. 
29. 

Naruan Rickies, 37, Northwestern 
watch-manufacturers’ representative, 
died at Seattle, Wash., during August. 


Lyman Roor, 60, at one time affiliated. 


with the Mutchler Jewelry Co., Bangor, 
Mich., died July 2. 

Frank X. Sammnis, 36, a partner in the 
New York jewelry firm of Sammis & 
Van Doehren, died Sept. 12. 

Henry F. Scumint, 90, for nearly 70 
vears engaged in the jewelry business 
in Terre Haute, Ind., died during Au 
gust. 

Joun M. Sumner, 77, for many years 
a jeweler in Toronto, Canada, died Sept. 
14, 

Samvuet C. Surry, 78, retired Hurd- 
land, Mo., jeweler who had been in 
business for 40 years, died during Au 
gust. 

Paut J. Taritarerro, 66, for 32 years 
a salesman for various Memphis, 'Tenn., 
jewelry firms, died Sept. 10 after a 
month’s illness. 

Cesare Vacoionr, 81, San Jose, Cal., 
jeweler, died Aug. 16. 

Auserr S. Wricur, former jewelry 
buyer for Bailey, Banks & Biddle, Phila 
delphia, who was connected with the 
company for many years, retiring from 
active business because of ill health in 
June, 1936, died Aug. 20 following a 
lengthy illness. 


FBI Seeks Jeweler on Mail Charge 

The Federal Bureau of Investigation 
of the U. S. Department of Justice, is 
seeking the whereabouts of Arpad Kos 
tura, a retail jeweler and watch re 
pairman who from 1934 to Dee. 1937 
operated a Swiss watch shop at Bloom 
field, N. J. 

A Federal indictment is outstanding 
against Kostura at Newark, N. J., 
charging him with mailing a_ false 
financial statement in connection with 
the operation of his business for the 
purpose of defrauding his creditors. 

Kostura, who also used the name Kas 
tura, was described by the FBI as fol 
lows: age 31-34 years (born in New 
Brunswick, N. J., or vicinity), height 5 
ft. 9 in. to 6 ft., weight 145-160 lb., dark 
brown hair and eyes, sallow complexion, 
slightly round-shouldered. Any _ infor- 
mation indicating his present where- 
abouts should be communicated immedi 
ately to the nearest FBI field office. 





SERVICE 


QUALITY 


SINCE 1926 


DIAL 


REFINISHING 
Suggest 


A NAME DIAL 
The Ideal Gift 


for Identification 
and 
Pride of Possession 


ANY DIAL 
Can be Converted 







rc 
;_ = ~~ _ ‘ 
SEATTLE - 
DETROIT 
CHICAGO ePIT.TSBURGH 

RAN FRANCISCO 
OAKLAND 

LOS ANGELES 

eDALLAS 


Coast to Coast Service 


KIRK-RICH DIAL CORP. 


Heyworth Bldg. CHICAGO 

220 W. 5th St., LOS ANGELES 
Allen Bidg. Clark Bldg. 
DALLAS, TEX. PITTSBURGH 


Seaboard Bldg. 150 Post St. 
SEATTLE, WASH. SAN FRANCISCO 








Your JopsperR Has 


NEWALL 
“Quality Findings” 








The Newall Mfg. Co. - Chicago 





McRAE & SHAW 
168 N. Michigan Ave., Chicago, Ill. 
Radie aad Display Advertising Specialists 


Originators and Producers of 
THE OLD SHEPHERL'’ RADIO PROGRAM 
EXCLUSIVELY FOR JEWELERS 








cme WATCH CO. 





5 S.WABASH AVE. CHICAGO ILL. 


USED WATCH 
MATERIALS 


USED MOVEMENTS 1 | 2 


Good Condition 
Good Dials 
THE PRICE OF 
NEW MATERIALS 


0-Size Elgin, Waltham 
73, $2.50—15J, $3.50 
12 or 16 Size Hunting 
73, $2.50 — 1543, $3.25 
12 Size Open Face 
75, $3.00 — 15J, $4.00 
16 Size Open Face 

Wheels, pinions, 
73, $1.25 — 153, $1.75 | Pallet forks, etc., 
18 Size O.F. Elg., Wal. for all watches. 
73. $1.50 — 154, $2.00 Send sample of 
6 Size Elg., Wal., Htg. what you want! All 
aa — — 153, $2.00 Guaranteed! Remit 


73, $3.00 — 154, $4.00 
6). $2.00 — 15). $2.50 only if satisfactory. 





DOLD 401 GNIS 








18 Size Htg. Ela.. Wal 
10/2 L6J, $1.50 15), $2.00 






























GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


° 


818 LIBERTY AVE., PITTSBURGH 











A GENERAL LINE 
FOR THE JEWELER 
DIAMONDS—W ATCHES 
JEWELRY—CLOCKS 
SILVERWARE 
THE SAMUEL 
WEINHAUS 
COMPANY 
800-808 LIBERTY AVE. 





PITTSBURGH PA. 


Jewelry Repairing 
DIAMOND SETTING 


ENGRAVING 
Strictly Trade Sh Pp 


DOERNBERGER G&G MUCK 


406 Pittsburgh Life Bldg., Pittsburgh, Pa 
Telephones: AT.7848 - AT.4959. 








LEON MILLER 


Outstanding Values in 


DIAMONDS 
MOUNTINGS 


403 Clark Bldg., 








Pittsburgh, Pa. 








HELM & HAHN CO. 





Pod Ustve 


— 
* 
MANUFACTURERS BLDG. 
PITTSBURGH, PA. 
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Western Pennsylvania RJA 
Starts Clamor for Silver; 
Backs Second-Hand Watch Law 


Rising up in righteous wrath over the 
silver situation, members of the Retail 
Jewelers Association of Western Penn- 
sylvania called a special meeting at the 
Roosevelt Hotel, Pittsburgh, Sept. 15. 
Paul S. Hardy of Hardy & Hayes, Pitts- 
burgh, just returned from a series of 
conferences with other representatives 
of the industry, was the principal speak- 
er, urging members to write their sena- 
tors and congressmen and to enlist the 
support of press and radio in a campaign 
to secure the release of some Treasury 
silver for the jewelry industry. 

Stating that there is no actual “short- 
age” of silver itself, Mr. Hayes pointed 
out that much machinery used by manu- 
facturing jewelers can not be converted 
to war work and unless additional metal 
is available, will be useless. He also 
pointed out that many jewelry workers 
are veterans in their line and unable to 


adapt their skills to other fields. “We 


ask no unusual favors,” he said, “but we 
do insist on our right to be heard when 
we point out that the silver industry is 
being needlessly sacrificed upon the altar 
of special privilege.” 

At an earlier meeting of the associa- 
tion, the first of the fall season, Presi- 
dent Leonard D. Helfer outlined plans 
for the introduction of a second-hand 
watch law at the next session of the 
legislature. Attempts will also be made 
to further curtail trade diversion through 
a tightening of existing laws. 

Herman M. Hollander, legal advisor 
to the association, explained the pro- 
posed inventory control order to the 
membership at the meeting, pointing out 
that under the suggested plan jewelry 
stores whose total business for the year 
ending Sept. 30 was less than $100,000, 
or whose inventory was less than $25,000, 
would be exempt from control. 

President Helfer also announced plans 
for a membership campaign scheduled 
to start Oct. 1, the purpose being to 
enroll every jeweler in Western Pennsy]- 
vania, nearby Ohio and West Virginia. 
Harry M. Lasday of L. Schmidt Co., 
Braddock, Pa., associate chairman of the 
dinner-dance committee, stated that at- 
tendance greater than last year was ex- 
pected judging from the advance sale 
of tickets. 

John P. Sommer, William O. Smith 
and I. Binstock, representing the Hor- 
ological Association of Pennsylvania, ex- 
plained the proposed Watchmaker’s 
Licensing Law which they expect to in- 
troduce into the state legislature at the 
next session. 


q Maurice W. Rihn, secretary-treasurer 
of the Terheyden Co., spent the last two 
weeks in September vacationing in Chi- 
cago. 

qThe Pittsburgh branch of The Loftis 
Bros. Jewelry Co. celebrated the firm’s 
84th anniversary Sept. 10-19. 


Co-Chairman for 1943 Fathers’ Day 

The National Council for the Promo- 
tion of Father's Day, Inc., has appointed 
Robert H. Rolfs of Rolfs, West End, 








Bi 


_ PITTSBURGH © 
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Wis., leather goods manufacturer, as 
co-chairman of the Father's Day Council 
for 1943. 


Oops—Sorry! 


Through an error, an item on page 
148 of the August Jewevers’ CircuLar- 
Keystone stated that Canadian’ wed- 
ding rings had been standardized for 
the duration. The reference should have 
been to British wedding rings. Intelli- 
gent readers were not misled by the 
error, since the use of the monetary 
term “guinea” obviously indicated En- 
gland. 











DAVID WEIS « CO. 
DIAMONDS 


1101 CLARK BUILDING PITTSBURGH 








WESTERN PENNSYLVANIA 
HOROLOGICAL INSTITUTE 
Modern Methods of Watchmaking 
DAY and EVENING CLASSES MQ 
Our thirty-day trial period prevents 
failures. 

Every graduate now working. 
205-220 House Building, Pittsburgh, Pa. 




















MORRIS GOLDSTOCK 
EVERYTHING IN WATCH CASES 
FROM BAGUETTE TO 18 SIZE 
DISTRIBUTOR FOR 


KEYSTONE, STAR, AND 
ILLINOIS WATCH CASES 


203 CLARK BLDG., PITTSBURGH, PA. 








J. B. BERNSTEIN CO. 


Wholesale Jewelers 
SPECIALIZING IN 
DIAMONDS and MOUNTINGS 


ee 


502 Clark Bldg. Pittsburgh, Pa. 








WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 











KEYSTONE JEWELRY MANUFACTURING CO. 
WHOLESALE 
DIAMONDS - WATCHES - JEWELRY 


PROMPT SERVICE ON 
SPECIAL ORDER WORK 


413 CLARK BLDG. PITTSBURGH, PA. 
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Treasury Modification Permits 
Exchange Credit for Tax Paid 


A decision of the Treasury Depart- 
ment reversing an original regulation 
and permitting exchange with credit for 
tax paid, within 60 days following the 
original purchase, was communicated to 
the ANRJA Tax Committee by D. S. 
Bliss, deputy commissioner of the In- 
ternal Revenue Department, Aug. 28. 

Under the original ruling, the Trea- 
sury held that if a $100 diamond ring 
was returned and exchanged for one 
selling for $200, a tax of $20 would en- 
sue on the second sale without credit 
being given for the $10 tax already paid. 
Under the newly-announced modifica- 
tion, however, only the $10 difference in 
tax will have to be paid. 

“Upon further consideration,” the 
statement read, “the former ruling of 
this office that such articles are used 
from the moment of their sale at retail 
is hereby modified to the effect that in- 
destructible articles, such as diamonds, 
other precious stones and articles of 
jewelry on which such diamonds or 
precious stones are mounted, will be con- 
sidered used only after the expiration 
of a reasonable period of time immedi 
ately following the delivery of the 
article to the purchaser; such period of 
time not, in any case, to exceed 60 days. 
It is to be noted, however, that this 
ruling does not in any way alter the 
provisions of section 320.64 of Regula- 
tions 51 as amended by ‘Treasury De- 
cision 5102.” 


Canada Moves to Restrict Sale 
Of Railroad Standard Watches 


Use of railroad standard watches in 
Canada has been restricted by the War 
time Prices and Trade Board accord 
ing to an order published in the Canada 
(iazette Sept. 8. The order defined a 
railroad standard watch as “any spring 
driven time piece designed primarily 
for use by railroad employees,” and re- 
quires that every seller of new railroad 
watches report in writing to the super 
visor of rationing the number of such 
watches in his possession or control on 
Sept. 1. Dealers will be accountable at 
all times to the supervision of rationing 
for the number of watches so reported. 

It was stipulated that no person shall 
acquire any new railroad = standard 
watch unless he is a railroad employee 
required to carry such a watch “in the 
performance of his duties and has no 
watch capable of meeting such require 


ments.” In addition, before purchasing 
such watch it will be necessary to pro- 
duce “essentiality certificate” signed also 
by a division superintendent to confirm 
that the purchase is necessary. 

Provisions of the order do not apply 
to any purchase of railroad standard 
watches by the Department of Muni- 
tions and Supply and National Defense 
for use “by any of His Majesty’s 
Armed Forces.” 


lowa RJA Re-Elects H. O. Woodbury 
At Cedar Rapids District Meeting 


H. O. Woodbury of Newton, presi 
dent of the Iowa RJA, was re-elected 
Aug. 23 at Cedar Rapids at the second 
of two meetings held in lieu of a state 
convention. Cliff Collins of Waterloo 
was re-elected vice-president, and Rob 
ert Y. Pratska of Cedar Rapids was 
named secretary-treasurer in place of 
William Joseph who joined the armed 
forces in July. Directors include Wal 


HEADS 
IOWA RJA 
AGAIN 





Cedar Mark 


Rapids ; 
Sacina, Marshalltown; Ike Fuiks, Iowa 


lace  Boyson, 


City; H. C. Kirkberg, Fort Dodge; M. 
EK. Riley, Oskaloosa, and Roy Hinson, 
Fairfield, who was elected to take the 
place of Grant Dudgeon, of Ames. 

Speakers included Lt. Gov. Bourke 
B. Hickenlooper, George Haskell, OPA 
public relations counsel, and Mel Lom 
bard of Lombard & Co., Des Moines 
The largest membership in the associa 
tion’s history was reported. 


Named to N. H. Mining Committee 

Myer J. Kassner, Laconia, N. H., 
jeweler, has been named a member of a 
six-man committee appointed by Gov- 
ernor Blood to investigate methods of 
safeguarding the state’s geological in 
terests in view of the recent opening of 
mica and pegmatite mines. 








Karrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—i14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties, including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER &CO., Inc. 


Manufacturers 


64 West 48th Street 
New York 











RECENT REMODELINGS AND REMOVALS 








Name and Address 
Art’s, 462 E. State St., Salem, O............. 


Clayton’s, 44 Bank St.. Waterbury, Conn...... 


Douglas Jewelry Co., 238 Broad St., Albany, 


Friedlander & Sons, 503 Pacific Ave., Seattle, 
won .New unit 


WINS, ia eae eeaaia oie Gale a 
Futer Bros., York, Pa. ....... 
Gordon’s Credit Jewelers, 

NS. Wiad orate al oe a WANS Gedo Pee 
Ken Hull, 630 Main St., Quincy, Il 


McEntee Jewelry Co., 413 So. Boston, Tulsa, Okla. 
R. G. Myers, 5 North Main St., Manheim, Pa... 


Noack’s Jewelers, 1217 K Bldg., Sacramento, 
I a5 Mais diy 2d nena es ee 0 
Joseph Siegel Jewelry Co., 134 Monroe Ave. 
Grand Rapids, Mich. ......... 


hio 


Vic Swanson, 225 Second St., Bremerton, Wash... 
Wiandt’s, 642 Wabash Ave., Terre Haute, Ind. 
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Silvercraft Jewelry, 451 Lake Ave., Ashtabula, 


Owner or 
Manager 
Modernization Herbert Art 
Modernization Albert Burns, mer. 
New: location J. P. Douglas 


Feature 


Frank Impala, mgr 


rae ; .. Expansion Leroy & Park Futer 
411 Travis, Houston, 


New front 
Modernization 
New location J. 


M. McEntee 


...New location 
Cal.. New location 
Rominger Jewelry Co., 1703 Broadway, Scotts- 


Stanley F. Lovett 


.. Modernization C. W. Kaufman 
New location Arthur & Norton Sieve] 
New location Mrs. Madeline Mervin 


. Modernization 
_New location 





PROTECT YOUR PROPERTY 
AGAINST ALL THESE 
HAZARDS - IN ONE POLICY ! 


|. Fire and Lightning, up to pol- 
icy limits. 





2 


Windstorm, Cyclone or Tor- 
nado. 

Hail Storm, with 
damage by rain. 


Ww 


resulting 


4. Explosion. 


” 


Aircraft, loss caused by fall- 
ing aircraft of any kind. 


6. Vehicles, loss caused by ve- 
hicles not owned or operated 
by the insured. 


7. Smoke Damage, due to sud- 
den, unusual and faulty op- 
eration of stationary heating 
plant. 


8. Riot, loss or damage by riot 
and riot attending a strike. 
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KLEIN BROS. CO. 


WHOLESALE JEWELERS 


Place your orders NOW to 


insure Prompt Delivery! 


Extensive & Complete Lines 


617 Vine St., CINCINNATI, O. 











Greenwold Grift Co. 


The House of Quality and Service 
18 WEST 7th STREET. CINCINNATI, OHIO 


VIRGIN Diamonds 
CELLINICRAFT Jewelry 


ELGINS e@e HAMILTONS ¢Zones 7, 8) 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence. 








PROMPT SERVICE ALWAYS 


GERWE-FROHMAN CO. 


Wholesale Jewelers 


CINCINNATI 











DIAMOND-CUTTING 


EXPERT WORK 
7 AY Mn) 1.411 4 4 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 


ce ek: 


MANUFACTURING COMPANY 
JEWELERS 


Special Orders — Designers 
800 Schofield Bildg., Cleveland, Ohio 


Main 9718 
0. J. GROENE J. J. FRATIANNE 
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q Joseph Huschle, formerly of Bentel 
Bros. Co., Hamilton, Ohio, who came 
here about a month ago to take a posi 
tion with Guenther Jewelers, is now a 
sales representative for Louis F. E. 
Hummel, 1 East Fourth St. 

4A girls’ softball team sponsored by Ed. 
H. Wubbolding of T. Knoebber & Co., 
manufacturers, finished first in its league 
as the season closed this fall. Much of 
the credit for its success must go to 
Wubbolding’s daughter, Betty, 110- 
pound, “fire-ball’ pitcher. 

q Maury Solomon of D. Jacobs & Sons, 
Race St., wholesalers, was ticket com- 
mittee chairman for the Ohio Valley 
Motor Boat Racing Association which 
sponsored its annual regatta on the 
Ohio River at Cincinnati, Sept. 20. 
Proceeds of the affair benefited the Coast 
Guard Reserve in this area. 

q The first feminine member of the 
Cincinnati jewelry industry to join the 
WAAC’s is Miss Grace Dollenmayer, 
until recently credit manager for the 
Jacobs Jewelry Co., 44 W. Fifth St. She 
is now in training at Ft. Des Moines, 
Iowa. Marching maneuvers were not 
new to her as she had been a member 
of the drill team of a women’s Catholic 
organization here. 

q The Cincinnati Guild, Ohio Watch- 
makers Association, after seven months 
of effort, finally succeeded in giving 
away a check for $179, Sept. 11. The 
recipient was the Hamilton County 


July Excise Tax Collections 
Continued High: $5,365,501 

Collections of the Retail Fxcise Tax 
on jewelry during August, representing 
sales made during the month of July, 
amounted to $5,365,501.23, a by no means 
marked decrease from the June figures. 

Total collections of the tax for the 
first ten months of its operation came 
to $52,882,227. Month-by-month collec- 
tions of the tax were as follows: 


Customary 


Amount Percentage 

of Tax of Year's 
Month of Sale Collected Total Sales 
October ......$1,739,464.79..... 7.0% 
November .... 3,720.419.74..... 8.2% 
December 9,372,331.40.....25.2% 
January . . 8,283,693.40..... 5.6% 
February .. 4,248,651.74..... 5.2% 
March . 4,.598,241.68..... €.0% 
April 4.625,160.90..... 6.5% 
May . 4,912,290.04..... 8.0% 
June 6,016,472.05..... 8.6% 


July . 5,365,501.23..... 6.5% 


$52,882,226.97 


American Gem Society Announces 
New "Registered Jeweler’ Awards 
The title of “Registered Jeweler” has 
been awarded to ten more retailers by 
the American Gem Society. Those receiv 
ing the title, as a result of passing ex 
aminations, are: ITawrence B. Holz 
man, Holvyman’s, Atlanta, Ga.; Robert 
C. Terwilliger, Philip H. Stevens Co., 
Inc., Hartford, Conn.; Benjamin F. 
Rosumny, Klein & Son, Montgomery, 
Ala.; Clem Wolff. Hess & Culbertson, 
St. Louis. Mo.; Milton J. Reed. Wueste 
man-Wallace, Champaign, IIl.; C. G. 


_ CINCINNATI 





Chapter of the Red Cross. The un- 
usual situation had its origin last Janu- 
ary when the organization gave a dance, 
proceeds of which were to go to the Red 
Cross. At its subsequent meetings, held 
throughout the spring and early summer, 
the Guild each time requested that a 
Red Cross representative attend to ac- 
cept the money. Each time the rep- 
resentative failed to appear until the 
first fall meeting when persistency was 
rewarded. Elmer G. Fisher, president, 
made the presentation. 


Suggests Cincinnati Instrument School 


q Elmer G. Fisher, president of the Cin 
cinnati Guild, Ohio Watchmakers Guild, 
has an idea which officials of the Air 
Force Concentration Command, new 
Government agency at Lunken Airport, 
have promised to investigate. Pointing 
out that Cincinnati was fast developing 
into one of the nation’s most important 
aviation centers, he suggested that a 
school be set up here to train men and 
women to maintain and repair delicate 
airplane instruments. As the city is also 
a jewelry center with many precision 
instrument craftsmen, he pointed out 
that very likely such a school would 
attract a group of these persons who 
could be trained to apply their skill to 
the war effort in that manner. Similar 
schools have been set up in several other 
cities throughout the country. 


Anderson, Potter & Anderson, Peoria, 
Ill.; Robert H. Bromberg, Bromberg & 
Co.. Birmingham, Ala.; Margery A. 
Paxton, Paxton’s, Storm Lake, Iowa, 
and George C. Jessop and Arthur Jes 
sop, J. Jessop & Sons, San Diego, Cal. 


Census Bureau Says Wholesalers’ 
July Sales Up, Inventories Down 


Sales of wholesale jewelers during 
July, 1942, were 22 per cent higher than 
in the same month of 1941, and were 11 
per cent above those for June, 1942, says 
the Current Statistical Service. Their 
sales for the first seven months of 1942 
were 17 per cent higher than for the 
corresponding period of 1941 and totaled 
$14.419,000 for the 33 firms polled. 

Twenty firms reporting end-of-month 
inventories disclosed a July, 1942, de- 
crease of 9 per cent from July, 1941 
figures. Compared with June, 1942, 
figures, July inventories were down 3 
per cent. 


THE SCHUMER BROTHERS 
COMPANY 
Workers in Precious Metals 
5 E. Third St. 


Cincinnati, Ohio 


Gold and platinum mountings and wed- 
ding rings. Antique reproductions and 
Send us your specifica- 


submit a design without 
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BOSTON. 


q Walter Wigmore, widely known in 
Boston jewelry circles, has joined the 
staff of John Derby, Inc., Somerville re 
tailers. 

q William Stuart, watchmaker with Free- 
man-Hascall, Rutland, Vt., spent his 
vacation in and around Boston renewing 
old acquaintanceships. 

q Because of a number of men entering 
the armed services, Hodgson-Kennard & 
Co.’s team in the Boston Jeweler Bowl- 
ing League has been withdrawn and the 
gap will be filled by a team from the 
FE. H. Saxton Co., Washington St. whole- 
salers. Due to the transportation dif- 
ficulties, matches will be held at the Bos- 
ton Alleys on Tuesday evenings. 

q Gus Felber of D. C. Percival & Co.. 
dean of Boston’s travelling jewelry men, 
was presented with a diamond ring b) 
his many friends in the trade Sept. 20 
on the occasion of his golden wedding 
anniversary. In addition, a stack of let- 
ters expressing good will testified to the 
enormous popularity of the man who has 
helped many a New England retailer 
on the road to success. 


“Obsolete” Engraving Plates 
Must Be Turned in for Scrap 
Under WPB Conservation Order 


Although you may not know it, Mr. 
Jeweler, you may be classified as a 
“printer.” Why? How? Well, here are 
the facts. 

Many a jeweler acts as a middle-man 
for orders of engraving—wedding invi- 
tations and announcements, “at home”, 
visiting, business cards and the _ like. 
After the job, the jeweler frequently re 
tains possession of the plates or dies 
from which the engraving was done. 
That’s where he becomes a “printer” 
and, consequently, subject to WPB Con 
servation Order M-99 concerning the 
scrapping of “obsolete” printing plates. 

Early in August holders of obsolete 
plates were ordered by WPB to notify 
the owners before Sept. 1 that the plates 
were in their (“Obsolete” 
plates were defined by the order as those 
which have been in existence for the past 
2% years and have not been used during 
that time. But a plate is not considered 
obsolete if it has an “assured future 
use.” Thus a plate used for a wedding 


possession. 


invitation is certainly obsolete, despite 
sentimental considerations, but one for 
a visiting-card, which may be used again 
since the name and address remain the 
same, is considered to have “an assured 
future use.) If the owners of the plates, 
after being notified by the holder, did not 
claim them up to Sept. 20, the holders of 
the plates were ordered to submit a re 
port, describing the plates, to WPB by 
Sept. 30. 

The order further stated that on and 
after Oct. 1, and on the first day of any 
calendar quarter thereafter, any person 
holding obsolete plates in his possession 
may not, during the same calendar quar 
ter, acquire any new plates or restricted 
metal for conversion into plates. On 
and after the same date, anyone acquir 
ing plates or restricted metal for con 
version into plates, must endorse on the 
purchase slip a statement that the terms 
of Order M-99 have been complied with. 

The rub for jewelers is this: Many of 
them did not hear of the order when it 
was first issued, since they would hardly 
consider themselves “printers.” After Oct. 
1, however, jewelers who engrave their 
own plates will not be able to obtain 
metal for new plates without affirming 
that they have no obsolete plates in their 
possession. Just what will be the status 
of a jeweler who farms such work out to 
an engraver is not clear. 

Of course, misunderstanding about the 
order was not limited to jewelers: on 
Sept. 22, WPB released a series of ques- 
tions and answers explaining how to 
notify the owners of the plates—two days 
after the owners were supposed to have 


communicated with the person holding 
them. 
Best course for jewelers to follow, 


though not officially recommended, would 
be to notify the owners of any “obsolete” 
plates that they must be turned in for 
scrap and cannot be reclaimed for senti 
mental or other reasons. Disposal of the 
obsolete plates may be made to any per 
son authorized to receive and process 
scrap metal and the jeweler can, of 
course, pay the owner of the plate the 
small sum _ received from the scrap 
dealer. Persons affected by the Order 
are required to keep written records of 
their inventories and sales of obsolete 
plate for a period of not less than two 
years. 








NEW RETAIL ENTERPRISES 





Name and Address 


Ballard & Son, Watch Repairs, 109 S. Goldboro St., Wilson, N. C.L. G 
(formerly 


Charles E. Great Barrington, Mass. 


Jessup) 


Birdsey, 


Owner or Manager 
Ballard 
F. C 


Phil Burton, Anacortes, Wash. (formerly Huey Jewelry Co.) 


Dreasler & Sons, Tahlequah, Okla.............. 
Marvin M. Frank, North Main St., Ottawa, IIl.. 
Birmingham, 


The Jewel Box, 1925 Third Ave. N., 
Kinsman Jewelry Co., Barton, Vt. .. 
George W. Moore, Beaumont, Calif.. 


Northrup Jewelry Store, 507% Frisco, Clinton, Okla... 
Perel & Lowenstein, Mayfield, Ky. (formerly W. 


éee6 ‘ Orion Dreasler 


Ala. Hyman Goldstein 


Louis P, Northrup 


D. Harris) 


Earl Pfetzing, Atascadero Bldg., Atascadero, Cal... 


M. Plotkin, Vance Bldg., Seattle, Wash. (formerly Gus Cohn) 


C. J. Silver, 


Sol Rosenschweig, 1515 Elm St., Dallas, Tex... 
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14 W. 7th St., St. Faul, Minn....... = 
Simpson Jewelry Co., 8 So. Sutter St., Sto-kton, Calif 


Harry Post 


Jack Simpson 
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MPOMTERS ANO WHOLESALE OEALERS IN 


WATCHES-/ (+ @™a~) \- DIAMONDS 
CLOCKS - JEWELRY : SILVERWARE 


373 aie _BosTon 
WASHINGTON ST. MASS. 


” The House of Perice™ 
|- ALBERTS 


SONS, INC. 








Serving Jewelers in 
New England and New York 
State 





OUR DIAMOND 
Department offers 
a wide selection and 
complete stocks 











1. ALBERTS SONS, Inc. 
373 WASHINGTON ST., BOSTON 4 
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STERLING 
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BOS 


Syummetalic 
Kore? Gold on Sterling) 
and STERLING SILVER 
REAL STONE JEWELRY 


Sold direct to retailers 


W. E. RICHARDS CO. 


ATTLEBORO, MASS 


MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 





For further information address: 
Administrative Office 


1112 BOYLSTON STREET 


Boston, Massachusetts 


NICKEL SILVER 
PHOSPHOR BRONZE 


THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 








Keystone Watch Repair Record Book 
144 pages—spaces for 2,000 
Entries—$2.50 Postpaid 


THE JEWELERS’ CIRCULAR-KEYSTONE 
100 East 42nd St. New York, N. Y. 























Where to Buy 
AMERICAN 
China and Glass 


ASTLETON CHINA 
"BE"LURE TABLEWARE 


FINE CHINA TRADE 


MADEINAMERICA * MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 




















LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 


Made in America 


to 


LENOX 


LENOX, INC. Trenton, N. J. 








“CARENADE” CRYSTAL 


Stemware, Bowls, Vases, Perfume Bottles, 
and Smoking Accessories 
« 
Send for Illustrated Catalog 
e 


ENRIGHT - LE CARBOULEC, INC. 


160 Fifth Ave. New York City 
CHelsea 2-5558 














HAWKES CRYSTAL 
GLASSWARE 


for discriminating 


people—WRITE 


T. G. HAWKES & CO. 
CORNING, N. Y. » 
N. Y. Office: 542 5th Ave. op warmrrors 


MARY RYAN 


225 Fifth 





oe Benek oem A: 
ACCESSORIES 
FURNITURE 
Pee eee GIFT AND ART 
Chicago 


Avenue 


Merchandise Mart 


NOVELTIES 





THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 











DELLA WARE 


AMERICAN MADE 
distributed by 


FISHER, BRUCE & CO. 


Phila.: 221 Market St.- New York: 1107 Broadway 











Jewelry Repairers’ Handbook 
by J. G. Keplinger 
Price $1.25 — Postage Paid 


The Jewelers’ Circular-Keystone 
Chestnut & 5éth Sts. 100 E. 42nd St. 
Philadelphia, Pa. New York City 
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Seek Boost of Canada's Silver Price 


The British Columbia Department of 
Mines has asked the Canadian govern- 
ment to increase the domestic price of 
Silver, in keeping with the recently in- 
creased price of imported silver in the 
United States, according to Herbert 
Anscomb, Minister of Mines. “Should the 
price not be increased,” Mr. Anscomb 
said, “Canadian silver will go to the 
United States and Canadian producers 
will be deprived of the higher price.” 


STATEMENT 
MANAGEMENT, 


OF THE OWNERSHIP, 
CIRCULATION, ETC., 


REQUIRED BY THE ACTS OF CON- 
GRESS OF AUGUST 24, 1912, AND 
MARCH 3, 1933, OF THE JEWELERS’ 


CIRCULAR-KEYSTONE, 
monthly at Philadelphia, 
1, 1942. 


published 
Pa., for October 


COUNTY OF NEW YORK j{,.. 
STATE OF NEW YORK (~" 

Before me, a Notary Public in and for 
the State and county aforesaid, person- 
ally appeared P. M. Fahrendorf, who, 
having been duly sworn according to 
law, deposes and says that he is the 
Business Manager of THE JEWELERS’ 
CIRCULAR-KEYSTONE and that the 
following is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 


paper, the circulation), ete., of the afore- 
said publication for the date shown in 
the above caption, required by the Act 
of August 24, 1912, as amended by the 
Act of March 3, 1933, embodied in sec- 
tion 537, Postal Laws and Regulations, 
printed on the reverse of this form, to 
wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, Chil- 
ton Company, Ine., 100 East 42nd St., 
New York, N. Y.; Editor, Fred V. Cole, 
100 East 42nd St., New York, N. Y.; 
Managing Editor, none; Business Man- 
ager, P. M. Fahrendorf, 100 East 42nd 
St.. New York, N Fe 

2. That the owner is: (If 





owned by a 


corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one per cent 
or more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual Owners must 


be given. If owned by a firm, compa'y, 
or other unincorporated concern, its name 


and address, as well as those of each in- 
dividual member, must be given.) Chil- 
ton Company, Ine., 100 East 42nd 5St., 
New York, N. Y. Holders of more than 
one per cent of the capital stock out- 
standing of Chilton Company: C. A. 
Musselman, 260 Sycamore Ave., Merion 
Station, Pa.; J. S. Hildreth, York Lynne 


Manor Apts., City Line & Berwick Road, 
Overbrook, Phila., Pa.; G. H. Griffiths, 
165 Montclair Ave., Montclair, N. Y.; 
Charlotte M. Terhune, 160 E. 48th St., 
New York, N. Y.; John Blair Moffett, 
Fishers Rd., Bryn Mawr, Pa.; C. S. 
saur, 69-11 Yellowstone 
Hills, N. Y.; J. H. Van Deventer, 12 
Phillipse Place, Yonkers, N. 3. aere. 
Beulah Fahrendorf, 19 Tunstall Rd., Scars- 


Blvd., Forest 


dale, N. Y.; Mary M. Acton, 260 Syca- 
more Ave., Merion Station, Pa.; Mabel 
M. Musselmati, 260 Sycamore Ave., 


Merion Station, Pa.; Dorothy S. Johnson, 
1327 N. Greenway Drive, Coral Gables, 
Fla.: Anne E. Tomlinson, c/o Bankers 


Trust Company, P. O. Box 704 Church 
Street Annex, New York, N. Y.: Ethel 
G. Breen, Trustee u/w of Charles W. 
Anderson, 51 East 42nd St., New York, 
N. Y.—Beneficiaries: Robert C. Ander- 
son, Percival E. Anderson, Charles W. 
Anderson, Jr., Annie L. Clark; John 
Blair Moffett, 1608 Walnut Street, Phila- 
delphia, Pa.—Agent for J. Howard Pew, 
J. N. Pew, Jr., Mabel P. Myrin, Mary 
Ethel Pew; Elizabeth J. Bailey and Ell- 


wood B. Chapman, Trustees Estate of 
James Artman, Deceased, 930 Real 
Estate Trust Building, Philadelphia, Pa. 

Seneficiaries: Franklin Artman, Vera 
Watters, Alvin C. Artman, Elizabeth J. 
Artman, Marion A. Pratt, George H. 
Pratt, by assignment, Edwin Moll, by 
assignment; Frederick S. Sly, 149-40 35th 
Ave., Flushing, L. I., N. Y. 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are: None. 


} 


| 212 Fifth Ave. 





4. That the two paragraphs next above, 


giving the names of the owners, stock- 
holders, and security holders, if any, 
contain not only the list of stockholders 


and security holders as they appear upon 


the books of the company but also, in 
cases where the stockholder or security 
holder appears upon the books of the 


trustee or in any other fi- 
duciary relation, the name of the person 
or corporation for whom such trustee is 
acting, is given; also that the said two 
paragraphs contain statements embracing 
affiant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
company as trustees, hold stock and se- 
curities in a capacity other than that of 


company as 


a bona fide owner; and this affiant has 
no reason to believe that any other per- 
son, association, or corporation has any 
interest direct or indirect in the said 


stock, bonds, or other securities than as 
so stated by him. 
P. M. Fahrendorf, 

(Signature of editor, publisher, busi- 
ness manager, or owner.) 

Sworn to and subscribed before me this 
18th day of September, 1942. 
[SEAL] Mae A. Gatzenmeier 
(My commission expires March 30, 1944.) 








Where to Buv 
IMPORTED 
China and Glass 











JUSTIN THARAUD, Inc. 


129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 








PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 








EDWARD BOOTE 


35 & 37 West 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 











Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The eriginal production 


WM. S. PITCAIRN CORPORATION 
New York, N. Y. 











A Short Course in Engraving for 
Jewelers 
By WM. KASSEL 
Price 50¢ 


The Jewelers’ Circular-Keystone 
Chestnut & 56th Sts. 100 E. 42nd St. 
Philadelphia, Pa. New York, N. Y. 
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The ABC of Modern Engraving 


by WILLIAM KASSEL 


Chapter HI--Beginner’s Practice for Cutting Letters and Monograms 
(Concluded) 


To cut scrip names well is an essential part of the 
skill of every competent engraver. Script is either well 
done or badly done, and the difference cannot be 
camouflaged. 

Every letter must be evenly spaced, must have the 
same slant, the correct height in proportion to the other 
letters, and must be on an even line. The letters should 
be connected by hair lines so fine that they can be de 
scribed only as delicate. 

For practice, start by drawing four parallel lines an 
equal distance apart as shown in Figure 28. The lowest 
line is the bottom of the letter; the next one above 
it gages the height of the letters a, c, i, m, n, o, ete., the 
next marks the top of d, p, t, and the fourth gives the 


height of b, h, 1, and the capitals. Correct slanting of 


— wien 


i: Ay a AW // 
—— F ORLM MME i 
G/M wi / 








y 


Fig. 28 


the letters is a very important element in the appear 
ance of lower case script. What the degree of slant 
should be is determined by the artistic sense of the 
engraver. Until it has been developed a series of lines 
on an angle will assist the beginner in getting all the 
letters on exactly the same slant. Draw a_ square, 
divide the upper line into four equal sections, run a line 
through the square from the lower left hand corner to 
the third mark from the left at the top of the square. 
This will give a satisfactory angle. 

Figure 28 shows how all this is done. First, four 
horizontal lines are drawn in the space to be engraved, 
as guides to the height of the letters. Then a square 
is drawn at the left and marked off in the way just 
described. Several slanting lines are then drawn across 
the horizontal guide lines, parallel to the slanting line 
across the square. These serve as a guide to keep the 
slant of the letters correct and uniform. Note that all 
the small letters come to the top of the second line, that 
the t is 2/3 the distance from the second line to the 
third, and that the / stops half way between the third 
and the fourth line, with the capital C going all the way 
to the top. While the exact proportions and angles may 
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be open to some modification, the arrangement illus 
trated is considered in good taste. 

In cutting the word Constitutional turn the plate so 
that the letter C will be at the top and the / nearest 
you. Cutting from the right, cut the three shade strokes 
of the C as the graver indicates. Then the 0; the second 
stroke of the n (the lower half, the stroke nearest you) ; 
all of the t, 7, t, u, t, 7, the o and the n as before; both 
strokes of the a; and the down stroke of the 7. Turn 
the plate and complete the upper shade line of the C; 
then finish out the shade strokes of the other letters, 
the final cut being the top stroke of the /. The hair 
lines are cut next, being sure to make the connecting 
lines fine and delicate. The t’s are crossed and the 
i’s are dotted to complete the word. 

Old English has always been a popular style for 
marking family silver. It harmonizes with almost 
every type of pattern and looks equally well on a plain 
design or one of highly decorative embellishment. There 
are a number of types of Old English. The most-used 
is the solid letter cut with a line tool and finished with 
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STANDARD 


IS 999.75 PLUS 


and other standards of fineness maintained 
in all our other metals 


FINE GOLD PLATINUM 
PALLADIUM 


lridium—Ruthenium—Rhodium—Osmium—Silver 
Platinum in all degrees of hardness 


Platinum and Gold Solders 
Stamped with the K & L guarantee of Quality 














WE SOLICIT YOUR Kastenhuber & Lehrfeld 


ae = oe SMELTERS AND REFINERS 


SCRAP GOLD AND 


rlaTINUM «94 West 46th Street NEW YORK, N. Y. 









































anne “THE PATHWAY TO SUCCESS” 
So little— eo 
vet, so much 


A bit of metal, vibrating 
with finite accuracy! So 
dependable that it acts as 
the basic timing standard 











for widely varied precision WATCHWORK STONE SETTING 
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WATCH 
CLOCK. OILS 


For years, the majority of users of 


This unit is a part of 
the WatchMaster, known 
to jewelers and watch- 


makers in all parts of watch and clock oils have preferred 
h — e f on. e Nye Now, due to world conli 
the country jor us prect- tions. others are turing to Neve fos 
ston operation in rating assured supply, and are discover- 

: ing the unvarying high quality 


that built such a loyal followin: 
Nye Oil is an American product 
from porpoise jaw to bottle’’ 
Ask your materials supplier for 
Nye Oil 


watches and locating ir- 
regularities. 


American Time Products 
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a square graver. Solid letters in a size suitable for tea 
spoons should be tried first. The first column of Figure 
29 illustrates letters 4 and C in proportions suitable 
for a pattern requiring a wide space, and B, G and W 
for a design needing a slim letter. Many letters of the 
Old English alphabet are straight up and down, and un 
less they are cut perfectly straight with all lines 
parallel, a good eye will detect it. 

It is best to cut the straight lines first, as shown in 
column 2. The best results are obtained by cutting 
Letters 
like A are cut down, but this is not a straight letter. 


upward to assure straightness of the letters. 


The curved lines (see column 3) are also cut with a 
liner. Starting at the top of the curve, the point of 
the liner nearest you is dug into the metal and gradu 
ally laid over as the cut progresses, to the full width 


of the tool, then eased out where the cut tapers off 


until only the point remains in the metal. The tops and 
bottoms are cut next. 

The curved lines may need touching up. This is done 
with the square graver by cutting a line along the side 
wherever the edge is rough. The shade lines are then 
connected by hair lines which are cut with the square 
graver. The first two bars of the letter B may prove 
dificult to cut with a single stroke. 

To get that graduated start, place the liner so that 
the point nearest you enters the metal first, turn the 
tool away from you as you start cutting until it is flat 
and cutting the full width of the tool. The direction of 
the cut is from the bottom of the letter upward. As the 
tool nears the top of the stroke, gradually lift the point 
of the tool nearest you until only the edge away from 
you is cutting. Many engravers prefer making this line 
in two cuts, one from the top half way down, then the 
lower half from the bottom upward overlapping the 
first cut. 

A too large solid letter does not look well unless it has 
a little extra embellishment (see letter D on plate) 
This has a hair line cut all around the letter. This is a 
rather difficult job needing considerable experience, 
since it calls for so much delicate hair line work with 
the hair lines exactly the same space from the main 
strokes all around the letter. A simpler type is the same 
solid letter with the hair lines only at the right and top 
“off shade.” 

For hollowware a cross shaded letter is excellent 
This letter is 
cut in outline and then filled in with cross-shading. The 


of the shade lines. This is known as an 


(see letter S, at top right of Figure 29). 


off-shading is obtained by cutting the upper and right 
hand outlines of the main bars of the letter somewhat 
heavier. This is done with a line tool; the balance of 
the outlining is completed with the square graver. The 
cross shading is done with the lozenge graver, and con 
sists of a series of parallel hair lines, which must be 
equally spaced and at exactly the same angle. This 
sample letter shows three widths of cross-shading. Any 
of them are satisfactory, but the closer the shading, the 
finer the job, although it means more work. 

Block lettering is a dignified style and appeals to 
persons who prefer the simpler types. It is widely 
used for presentation inscriptions and prize trophies, as 
well as for articles of personal use. It is distinctly 
masculine in character. The difficulty of this style from 
the engraver's point of view lies in its plainness be 
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cause there is no ornamentation to camouflage imperfec 
tions. Every cut must be perfectly straight, on an ex 
act line with every other letter and the spacing must 
be accurate. 

As a sample we have taken the word California 
(Fig. 30). 
width. First seratch the guide lines for the tops and 
bottoms of the letters. Then cut all the horizontal lines, 
cutting from right to left as the arrows indicate, making 


For this job use a liner of number 5 or 6 


certain that every line is parallel and directly on the 
line as illustrated (next to top line of Fig. 30). Turn 
the plate so that the C is nearest you, and cut the 
perpendicular lines as illustrated (third line of Fig. 30 
cutting from right to left in the directions of the arrows, 
and making certain that every cut is straight up and 
down. It is advisable to check after every few cuts to 
be certain that the lines do not lean to the right or left. 
The bottom row of the figure illustrates the manner of 


cutting the slanting lines including the two main strokes 


CALIFORN 





Fig. 30 


of the letter 4d. These are cut from the top of the letter 
downward. Start with the stroke nearest you, digging 
the point of the liner (near side) into the metal, and 
gradually lay the tool over until it is cutting the full 
width of the tool. The second stroke is done in a 
similar manner, only the off side of the tool is dug into 
the metal first. 
ward. The near side of the liner should enter the metal 


The cross cut of the n is best cut up 


first; then gradually lay the tool over so it will cut 
full width. As it nears the end of the stroke, gradually 
lift the nearest point until only the farthest point is 
in the metal and cutting. The letters C and O are con 
nected by cutting the tops up and the bottom lines 
down, thus making all lines symmetrical. The FR is 
tinished as indicated by arrows, one cut being upward, 
while the other is down. 

Only the finishing or squaring off of the letters now 
remains. This is done with a flat tool making cuts as 
shown (slightly enlarged) at the extreme lower right 
hand corner of Fig. 30. “A” and “B” at the right of 
the bottom line show the cuts for finishing the tops and 
bottoms of the strokes, “C’’ represents the squaring off 
of the horizontal cuts of the letters and F. This 
operation must be done with care to assure perfect 


alignment and neatness of finish. The tops of the two 











letters 4A can be finished to a clean point with the 


same tool or with a square graver. 

Block letters are often used with extended tops and 
bottoms. This is a more pronounced style and is used 
as individual letters, or in a name, or as a part of an 
inscription to bring out some line more clearly. It is 
known as Extended Block and is illustrated in the 
second EF in Fig. 31. The horizontal strokes, including 


Fig. 31. Left to right: Roman, asterisk, Roman with hair line off- 
shade, Extended Block and Block. 


the extensions, are cut first, as in a regular block letter. 
The extensions must reach exactly the same distance 
on each side of the letter, for the effect will be spoiled 
if the extensions are off balance. The up and down 
strokes are cut in the same manner as plain block, tak 
ing care not to cut into the extensions, only to them, 
so that the effect will not be marred. Squaring off is 
also handled in the same way as with the plain block 
letter. 

Plain and Extended Block and Roman all can_ be 
elaborated on by the addition of an “off shade’’ which 
is a hair line to the bottom and right of all strokes. (See 
the left-hand F in Fig. 31. This is Roman.) Note that 
for both Block and Roman, the “off shade” is cut to 
the bottom and right, while on Old English it is top 
and right. Beginners often forget this and make mis- 
takes in placing these hair lines correctly for the style 
of letter they are cutting. A hair line also can be cut 
all around the letters, both on the inside and outside, 
leaving an equal amount of space all around. This is 
known as Hair Line Block and is effective when well 
done. Both the Plain and Extended Block can be cut 
in outline and then cross-shaded in the same manner as 
shown earlier for Shaded Old English. 

Roman letters can be used in the same manner as 
block, with one exception; they are not adaptable to 
the extension type. Roman letters are much in present 
favor for flatware, where today’s fashion calls for them 
to be cut solid, with an asterisk between the letters. 
The body strokes are cut with a line tool as in block 
letters. 

The curved strokes as at the right of the letters B, 
D, P and R require considerable skill in the handling 
of the liner. The principle is the same as previously 
described, starting the cut with one point of the liner, 
rolling it over as the cut progresses so as to get the 
full width, and then tapering off with the other point 
at the end of the stroke. The connecting lines are hair 
lines cut with the square graver. They must, of course, 
be delicate and straight to be effective. The finishing 
can be done with the square graver, digging in from the 
right and left. Some engravers use the flat tool in the 
same manner as in squaring off block letters. A square 
graver, however, makes a finer job, but requires con- 
siderably more experience. 

To cut the asterisk, scratch a horizontal line the long 
way of the plate, then draw a perpendicular line across 
it at right angles. Make a single small dot, with the 





half round tool, where the scratched lines cross. Start 
near this dot, with a square graver, and cut a line 1/16 
of an inch long, on one of the scratched lines, start 
lightly, digging deeper as you cut, and bringing the 
tool out with a snap. In the same manner cut on all 
four of the scratched lines, making all your cuts the 
same length and turning the plate for each line. Then 
cut identical lines at a slant of 45 degrees, midway of 
each of the spaces between the four horizontal and 
vertical lines you have already cut. Another style of 
asterisk can be made by cutting these last four lines a 
trifle shorter. A third style calls for making the main 
cut shorter for all eight lines and then finishing them 
by a cut in on each one, starting with a hair line and 
widening out at the center. 

This concludes what might be termed the most es- 
sential styles. There are, of course, other styles and 
types of letters, but those described above constitute 
the great bulk of all engraving jobs, and if you master 
Fig. 32. Three examples of mod- 
ern lettering. Left to right: Roman 
Outline, Extension Block Outline 
with off-shade, Roman Outline 
with off-shade. All heavy lines 
are cut with a line tool, the hair 


lines with a square graver. All 
three types can be cross-shaded. 





these you will have the necessary knowledge to go 
ahead and pick up the rest as you go along. Other 
styles will be only variations of what you have already 
practised and any difficulty that you may have with 
such styles will be in the designing rather than in the 
cutting. 

Before we close this chapter on cutting, let us repeat 
once more the all-important admonition that has run 
throughout this section. That is—in all your practising, 
bear in mind that the thing to strive for is perfection 


al Fig. 33. An interesting modern 
/ variation derived from Old 
English. Letters of this style 
may be cut solid, as shown, for 
flatware, and outlined and 
cross-shaded for hollowware. 
A hairline off-shade may be 
added to any of these for 
further embellishment. 


e 4 
of workmanship. That is the whole purpose of prac 
tising. Every line should be scratched-in to the last de 
tail, curves should be carefully rounded, and must be 
free from breaks or corners, with every shade line cor 
rectly placed. Cuts must be uniform in width and depth, 
and spacing must be exact. The importance of these 
things cannot be over emphasized. A wrong cut is not 
easily corrected, will not form the letters, and the entire 
engraving may have to be removed. 





This concludes the third chapter of “The ABC of 
Modern Engraving,” an up-to-date, practical and au- 
thoritative discussion of every phase of the subject, by 
William Kassel, author of “A Short Course in Engrav- 
ing for Jewelers,” which was published some years ago 
by THE JEWELERS’ CIRCULAR-KEYSTONE. Future 
instalments of the current work will give information 
on the laying out and placing of the engraving, finishing 
operations, and the use of prints and transfers. The 
fourth chapter will start next month. 
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RANDFATHER CLOCK—How could we settle 


a question that has come up between one of our 


customers and an antique dealer who sold him an old 
grandfather clock—the argument being whether or not 
the present movement and case are the ones originally 
together? (Question No. 5470.) V. F. 
Answer—Cases such as you cite do come up rather 
frequently, and in most of them it is better to call in 
an expert cabinetmaker to advise the clockmaker or 
jeweler because the technical evidence of alterations to 
fit a case and a “‘strange’’ movement together, is more 
a matter of cabinetmaker’s work than clockmaker’s work. 
The alterations are usually on the bracket-tops, move 
ment baseboard, and on the inner frame that fits against 
the dial; this frame is sometimes new woodwork, or 
altered so as to require refinishing. Since such disputes 
sometimes become matters of litigation, the cabinet 
maker’s testimony may be safer than a jeweler’s, as 
expert testimony, should a witness be cross-examined 
in court. Lawyers can easily disqualify a witness mere- 
lv by bringing out whether his regular occupation and 
experience is or is not a competent background for his 


testimony. 


_J YPODERMIC NEEDLES—A doctor brought us 
a lot of hypodermic needles he says are for in 
jecting insulin, and wants them resharpened; he gave 
us a new needle to show the proper slant to grind. What 
equipment might be best for this, and how used? (Ques 
tion No. 5471.) J. M. 

Answer—Your hard Arkansas oilstone will be exact 
lv right for the sharpening lap. Since apparently you 
have a quantity of the needles to sharpen, it would per 
haps be worth while to rig up a holder, say a bit of 
brass plate, filed or sawed with a groove into which a 
needle will neatly fit with a side just above the plate 
surface; a brass screw fitted alongside the slot for 
clamping a needle; then this plate fastened to an ordi 
nary graver-sharpener adjusted to whatever angle will 
lay the needle point on the oilstone at same angle as 
ground on the new sample needle. This would permit 
rapid accurate work, profitable accordingly. A _ little 
ingenuity should make easy work of rigging up the tool; 
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WORKSHOP 
QUESTIONS 
AND 
ANSWERS 


or if you wish, we would sketch the idea and send it to 


vou in some detail. 


AILROAD WATCH—Is there anything in the 
idea that a R. R. watch should be regulated always 
by the timing screws, and the regulator not moved from 
center of scale? (Question No. 5472.) R. W. 
Answer—It is correct to use regulator for any mod 
erate changes; that would leave the pointer quite near 
the center of the regulator scale. If to bring the watch 
to time would place the pointer well away from the cen- 
ter of the scale, then the timing screws should be used 
to bring the pointer nearer to its central position, which 
is to be considered normal in watches of good quality. 
Isochronal and position adjustments are based on curb 
pins located as with the regulator near the center of its 


index scale. 


IZING RINGS—What I do in repairing jewelry | 
picked up myself, never when under any kind of 
instruction. Always have trouble with job of making 
rings larger or smaller, to make a neat job. I saw 
through ring, pull ends apart and file flat. But often 
they don't meet, and too much space for solder to fill. 
How can this be done right? (Question No. 5473.) T. D. 
Answer—Your trouble will be avoided if after saw 
ing through the ring you will insert an “equalling” file 
between the ends of sawed ring, pinch the latter against 
the file and file until both ends are flattened; then tie 
the ends together by passing iron binding wire around 
the ring. Since the thin equalling file has its cutting 
faces parallel to each other, the ring-ends will meet 
perfectly and there will be a minimum of space to b 
filled with solder, the flat filed surfaces being held to 


gether by the binding wire during soldering. 


LCOHOL SUBSTITUTE—Please repeat the name 
and maker of substitute for denatured alcohol pub 
lished some time ago: I cannot find the J. C.-K. issue 
this was in. (Question No. 5474.) O. T. 
Answer—Paco solvent, manufactured by Wm. 
Graham Co.. Baltimore, Md. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 


first 25 words. Additional word 5c. a 


word. 
Heavy type, $3.00 for first 25 
words. Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement, 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 


closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subseribers 
should send 25c. if they desire a copy 
of the paper comtaining their adver- 
tisement. 


Special notice forms close 20th of 
month, 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations. 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St.. New York 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word: 
minimum charge, 75c. 














WATCHMAKER, experienced, desires 
position Address ws ie 2553.”" care 
Jewelers’ Circular-Keystone 


STENOGRAPHERS, BOOKKEEPERS 


tvpists, clerks furnished; no charge 
Fulton Agency, 93 Nassau St., Cort 
7392, New York. 


BOOKKEEPER, 18 years’ diversified ex 
perience complete charge or office and 
double entry books. Address a 
2552,"" care Jewelers’ Circular-Keystone 


FIRST CLASS jewelry jobber, stone set 


ter and engraver; 35 years’ experience 

best references Address “G., 2568,” 

‘are Jewelers’ Circular-Keystone 
JEWELER, experienced .fine hand made 


platinum and gold special orders, wishes 
permanent position. Address ‘“‘P., 2587,” 
care Jewelers’ Circular-Keystone 


EXPERT R. R. and Swiss watchmaker, 
25 years’ experience; draft exempt: 
benchwork only or estimator; good 
references. Address “E., 2585,” care 


Jewelers’ Circular-Keystone 


WATCHMAKER, thoroughly experienced, 


desires connection where customer- 
satisfaction, not repair profit is the 
first consideration. Address ‘‘A., 2579,” 
care Jewelers’ Circular-Keystone 





MODEL MAKER with full knowledge of 
mould making for process casting, for 
precious metal line, wishes position. 
Address “R., 2588,” care Jewelers’ Cir- 
cular-Keystone. 


ENGRAVER, experienced (25 years) 
jewelry and silverware, open for posi- 
tion (permanent); samples, references, 
etc. Address “E., 2560,” care Jewelers’ 
Circular-Keystone. 


WATCHMAKER, 14 years’ experience, 
all sizes American and Swiss, light 
jewelry repairs, ring sizing; can han 
dle department. Address “D., 2499,” 
care Jewelers’ Circular-Keystone. 


engraver, hot 1h 
jewelry store 
i Address 
Circular- 


and 
around 
position. 
Jewelers’ 


WATCHMAKER 
draft, with all 
experience, Wants 
“L., 2547," care 
Keystone 


SUPER-SALESMAN, initiative and execu- 
tive ability, expert knowledge diamonds, 
watches, jewelry; 30 years’ experience ; 
commission considered. Address “G., 
2538," care Jewelers’ Circular-Keystone 


JEWELER (European), 38, married, high 


and references, seeks responsible 


sales position in a fine wholesale or re 


class 


tail business. Address “E., 2503,” care 
Jewelers’ Circular-Keystone. 
JEWELER and stone setter, 35 years’ 
experience in all branches of the trade 
Florida or New Orleans preferred 
good references Address “H., 2516,” 
care Jewelers’ Circular-Keystone 
RETAIL JEWELRY salesman, 38, ex 
pert repair estimator; 15 years’ experi 
ence; pleasant personality ; good refer 
ence; New York City or Borough: 


Address “E., 2410,’ care Jewelers’ Cil 
cular-Keystone 


EXPERT manufacturing jeweler-setter, 


with good background; well trained; 
capable designing platinum special 
orders, ete permanent with reliabk 
concern Address ad" 26601.”" care 


Jewelers’ Circular-Keystone 


CAPABLE 
ployed as 


retail salesman, 
assistant manager In 


presently én 
New 


York City seeks permanent connection 
anywhere that will offer opportunity : 
age 30 have family. Address “L., 
2600," care Jewelers’ Circular-Keystone 


class man; 25 
country will 
fine monograms 
Address ‘“‘Holi- 
Circular 


ENGRAVER, 
in finest 
position until January ; 
and inscription work. 
day,’ 2586, care Jewelers’ 
Keystone 


vears’ 


accept 


high 


stores in 


WATCH 
exce ptionally 


SERVICE departinent manager, 


fine watchmaker, estima 


tor, experienced salesman; 25 years 
experience; results guaranteed; salary 
$85 week. Address “J., 2572,” care 


Jewelers’ Circular-Keystone 

HIGH GRADE salesman, draft exempt; 
experienced in every department, cash 
and credit jewelry line; Eastern State, 
New York or vicinity preferred; excel- 
lent references. Address “F., 2564,” 
care Jewelers’ Circular-Keystone 


POSITION as saleslady in jewelry shop; 


Florida preferred, but will consider 
some of the larger cities; can furnish 
tine references and full details on re- 
quest. Address “B., 2472,” care Jewel- 
ers’ Circular-Keystone. 


WATCHMAKER, 20 years’ experience, 
general run, close timing, small sizes; 
interested in top price work; American ; 
draft exempt; $50-$60;. sober, steady; 
employed. Address “Mannaschusetts, 
2563,’ care Jewelers’ Circular-Keystone 

YOUNG LADY bookkeeper, over 10 

years’ diversified experience, diamonds, 

manufacturing, importing; full charge; 
knowledge stenography ; own cor- 
respondence; fine collection systems, 
ete. Address “E., 2590,’’ care Jewelers’ 
Circular-Keystone. 


| 





diamonds, 


SUPER-SALESMAN ; 
watches; available reputable’ credit 
store Central California; peak produc- 
tion absolutely guaranteed ; highest un- 
impeachable reference; communicate 
immediately. Address “D., 2583,” care 
Jewelers’ Circular-Keystone. 





YOUNG WOMAN, thoroughly experienced 
diamonds, jewelry; competent secre- 
tary; bookkeeper, handle stock; de- 
pendable assistant to employer; desires 
connection reliable concern, responsi- 





ble capacity. Address “N., 2: eare 
Jewelers’ Circular-Keystone. 

OFFICE manager, full charge vook- 
keeper, control chain store accounts; 


inventories ; collections ; installment 
field diversified ; accounting knowledge ; 


conscientious; excellent references. Ad- 
dress “D., 2466,” care Jewelers’ Cir- 
cular-Keystone. 

YOUNG LADY, good appearance and 
personality, full knowledge of general 
jewelry business, experience in selling 


traveling; capable office assistant, 

position of trust; A-1_ refer- 
New York. Address “J., 2540,” 
Jewelers’ Circular-Keystone. 


and 
desires 
ence ; 
care 


VOLISHER, 
experience ; 
rings, and 

i producing 


expert lapper, many ye: 
platinum, gold watch cases, 
jewelry of every descrip- 
the highest grade fin- 





ishes, rapid workmanship; capable tak- 
ing charge; best references. Address 
“P., 2305,” care Jewelers’ Circular- 


Keystone. 


YOUNG LADY of good appearance, nicely 
spoken; position of trust; last position 
manager of watch repair and jewelry 
house, patronized by high class people ; 
knowledge of business from all its 
branches; travel South or where even 
climate. Address “K., 2206,” Jewelers’ 
Circular-Keystone 


FIRST CLASS watchmaker desires posi 
tion with a firm where close timing 
and production is required on baguettes, 
Swiss complicated and railroad 
watches; 25 years’ experience, foreign 
and American; recommendations fur 
nished. Address “E., 2371,” care Jewel 
ers’ Circular-Keystone 


MANAGER, 12 years in present posi- 
tion, managing one of largest units 
in nationally known Eastern chain; 
draft exempt; capable to take com- 
plete charge; buying, merchandis- 
ing, display, advertising, credits; 
open for proposition. Address “C, 
2498,” care Jewelers’ Circular- 
Keystone. 


EXPERIENCED retail jeweler, now pre- 
paring as registered jeweler, American 
Gem Society; knows managing, credits, 
watches, etc.; 40 years old; 22 years’ 
experience in retail jewelry business: 


wants position as manager or gem 
salesman in Eastern or Southern 
Florida, only with a legitimate firm 
Address “S., 2577,” care Jewelers’ Cir- 


cular-Keystone. 


MANAGER buyer, 44, credit 
his services immediately ; top salesman 
and originator of modern installment 
methods of operating; capable of tak- 


store, offers 


ing complete charge of buying, sales, 
credits and collections; creative win- 
dow trimmer and original ideas on 
promotional work and advertising lay- 


outs; salary to start, $75. Address 
“M., 2574,” care Jewelers’ Circular 
Keystone 
MANAGER, buyer, salesman, 24 years’ 
managing, buying, for large retail 
jewelry businesses; thoroughly experi- 
enced, trained, buying; sales promo- 


tion, advertising ; can successfully man- 
age any credit or cash business; honest, 


dependable, wants same kind of house 
with credit; draft exempt; available 
two weeks notice; investigate. Address 
“K., 2556," care Jewelers’ Circular- 


Keystone. 
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Lines Wanted. 
Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 


SALESMAN with established trade, call 
ing on jewelry stores, Ohio, desires 
line; commission basis only; references 


Address 
Circular-Keystone 


furnished 2602,’ care 


Jewelers’ 


FRANCISCO sales 
jewelry and kindred merchandise, open 
to represent manufacturer; 20 vears 
selling territory; trade and bank ref 
erences Address “C. G., 2589, care 
Jewelers’ Circular-Keystone 


SAN representative 


NR 


ALESMAN, Middle 


among 


traveling East and 
West, with established following 
jobbers and large users, connec- 
tion manufacturer handling volume 
business Address ig) 2539," care 
Jewelers’ Circular-Keystone 


seeks 


AVAILABLE for 
representing a 
facturer’s 


side line, salesman now 
highly successful manu 
line to the jobbing trade in 


metropolitan area, seeks side line, pref 
erably of watch straps, gold rings, or 
jewelry; normally this additional line 
would be unnecessary, but due _ to 
priority curtailment the firm he repre- 
sents is unable to ship the full quota 
of his orders; 25 years’ selling experi 
ence in this area, devoted mostly to 


Outstanding lines; a likeable character 


friendly with all his contacts, and above 
all a producer; this advertisement is 
being published with the full knowl 
edge of his firm; kindly address re 


plies to “A., 2541,” care Jewelers’ Cir 


cular-Keystone 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


SALESMAN covering Philadelphia, Balti 
more, Washington and South, to handle 
complete line of olid gold ring high 
grade mat only Address ‘Vv 2290,” 

rm Teweler Cireular-Kevsto1 

A-1 SALESMAN for South and South 
west must have following in better 
class store and come well recon 
mended; have a complete line of dia 
mond mounted platinum = and gold 
watches, rings, cocktail ring cockta 
watches ladies’ and gent tar ip 
phire and ruby rings pins, ete \d 
dress “ 2604," care Jewelet Cir 
ular-Keystone e 








Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 





daylight 


SECOND WATCHMAKER, 
4 N. Seventh 


shop. H. Buytendorp, 20 
St., Richmond, Va 


repairs and small new 
position Gantt Jewelry 


Paso, Texas 


JEWELER for 
work steady 
Mfg. Co., El 


JEWELER who is capable of making fine 
models on stone rings Address “R., 
2524,” care Jewelers’ Circular-Keystone 


salary 
Sam Ger- 
Sharon, Pa 


EXPERT watchmaker ; good 
Write or apply in person to, 
son, 44 E. State St., 








FOR OCTOBER, 1942 


GOOD jewelry repairer and engraver 
Doyle & Cook, Inc., 11 Central Square 
Lynn, Mass 


class watch 
2912 W 
News, Va 


first 


Sons, 


WANTED at once, two 
makers Barclay & 
ington Ave Newport 


isn 


WANTED, first class watchmaker; 
permanent position; $50 a week. 


D. B. Ryland & Co., Bristol, Va. 


jeweler to do light 
must be neat and clear draft 
position § tor the right 
Jewelers, Macon, Ga 


WANTED 
pairing 
exempt 
man 


jewelry re 


good 


Andersen's 


WANTED first class manufacturing 
jeweler who can do diamond setting and 
engraving must be draft exempt 
Andersen's Jewelers, Macon, Ga 


watchmaker 
Addre ss 
Circular- 


WANTED 
Providence, R 
ih. 2528," care 


Keystone 


experience d 
salary 
Jewelers 


$50 


excellent 
Atlanta, Ga 
Jewelers 


WATCHMAKER 
salary $60 for 
ay, Zool,” r 
Kevstone 


opportunity 
Address 


ire Circular 


WATCHMAKER for Rochester N Y 
permanent good opportunity alary 
$HD Address “‘A 2530,” care J 


Circular-Keystone 


Ilwaukee W 
perma 


for M 
conditions ; 
Address “E 


Circular-Keystone 


WATCHMAKER, 
pleasant working 
nent salary, $50 


care Jewelers 


WANTED, first class watchmaker fot 
Cin nnati store salary $60; give age 
experience Address “G., 2535 eal 
Jewelers’ Circular-Keystone 


salary $65 per week 


WATCHMAKER 
ood aha NeED 


200d working conditions On 


Pive fe experience Address y 
ire Jewelers’ Circular-Keyst ‘ 
EXPERIENCED watchmaker lra ex 
must be dependable and w ¢ 

perat Lange Watch SI 


JEWELRY 1 I in whe s ut 
good | shing tate xp 
etter ddre r., 202 
W ( llar-Kevstone 


WANTED, watchmaker who in d 
neg i | graving for Wyoming pay 
$ irt Address G 248: ( 
ewe I ( ar-K tone 


WANTED, experienced watchmaker 
woth our Sst Louis and Hot Spi 
(Ark.) store Apply, Selle Jewelry © 
S08 Olive St., St. Louis, Mo 


watchmaker 
reference 
Rad 


WANTED first class 
rravel preferred ; 
s Jewelry Store, 


g enclose 
top salary. Towe 


ord Va 


WATCHMAKER, competent take 


te charge repair department; 560 
weekly start Shaw Jewelry Co., Gal 
veston, Tex 

WANTED, a first class watchmake1 
must be neat and of good character 
position permanent; $50 per week. Ad- 
dress, P. O. Box 1446, Tucson Ariz 


WANTED, two watchmakers for A 

zona positions permanent must be 
first experience and referen‘es 
Greenwald & Adams, Tucson, Ariz 


class 





WANTED, lady polisher; give informa 
tion in detail in first letter as to ex 
Address ON 9522 aa 


perience - , 
Circular-Keystone 


Jewelers 


jewelry 
positior 


$31 


retail credit 
permanent 
Klausner, 

N. ¥ 


SALESMAN, for 
store; experienced 
to right man A. M 
Knickerbocker Ave Brooklyr 


watchmaker who Cal! 
jeweler-engraver wi i 

watches steady, per nent 

Ralpt Mario Ind 


WANTED, 
grave or 
assist on 


position Roesslet 


WATCHMAKER, permanent position, with 
excellent opportunity and good work 
ing conditions Rost Jewelry Ir 
dianapolis, Ind 

WANTED, first class watchmake f< 
steady position; give complete details 
in first letter Address Harry ¢ 
Wright & Sons, Greensburg, Pa 

WANTED, experienced salesma prefer 
one who can do light jewelry re} 
ing: permanent M Abramson & 5S 


Nicholas Ave New York Cit 


1400 St 


WATCHMAKER, permanent pos 
well established store t i 
spection; Western Massachusetts 





details Address “G Zoe J \ 
ers Cireular-Kevystone 
WANTED, a first iss W 
s an experienced stimat 
swering em f Ad 
“H., 259 Jeweler (“it 
Keystone 
WANTED watchma di “\ 
nome approxin itely 9 wat 
week must be exce nt worke 
reside ! New Yor ( \ Addré 
9582 eare JJ vele ( r-Ke 
WANTED, jewelry repal i wit tra 
hop experience give f det J 
first letter positior per! nent led 
Wright, Jew 1 Ser ( I 
dependet I g ( \ ( 
WANTED manage! f 
ewelry, located I suburbs i 
phia rn t be draft deferred. Ad 
D 9 Q Te Famatay Cir 
Keyst : 
WATCHMAKER pable rs 
( gerade and “1Ze vp 
8 re RB “kett lewele! ( 
P 
WANTED welry repa ind é 
order man for trade shop, in Mid-West 
tat reference Lge ind iry ¢ 
pected Ad ss “‘T 2 | 
( ¢ 


New y kK bt 

pearance retere! S ite 

experle Addres J 24% 

Jewelers’ Cire ir-Ke | 


WATCHMAKER, all around ma! I 
ferred; give qual tio! ary 
wanted in first letter healthy 


95 per cent sunshine Baird, the J 





JEWELER salesmar experienced t 
stallment store salary $60 per week 
state age and particulars. Write, Rose | 
Jewelry Co., 2011 Park Ave., Roon 
508, Detroit, Mich 


JUNIOR or Senior watchmaker wanted 
small store, pleasant surroundings 
please give full particulars and salary | 
expected in first letter. Johnsor Jew | 


ers, 39 E. Broadway, Tucson, Ariz 


(Continued an page 136) | 











Special Notices 





from page 135) 








HELP WANTED—Continued 


WANTED, first class watchmaker stat 
age married or single references, 
. iry experience, ete ! first letter 
Addres ‘G 2515,”’ care Jewelers’ Cir 
cular-Keystone 

WANTED jewelry and_= silverware 1 
gravel permanent position and a go 
place for the right mar Miller & 
Woodward, 147 E. Main St., Lexingt« 
IX 

WATCHMAKER and clock repairer, ¢ 
Derienced tate age quaiiiicatlo . 
recommendations and salary H. Millet 
& Sor 2832 Lorain Ave., Cleveland, 
Ohio 

WATCHMAKERS wanted; one fro 


benchman; one junior watchmaker 
best of working conditions; good wages 
and hours Address “K., 2511,” care 


Jewelers’ Circular-Keystone 


ENGRAVER or jeweler; understands 
monogram saw piercing silver jewelry ; 
state age, salary, references Address 
Art Metal Studios, 17 N. State St., Chi- 
cago, Ill 

WANTED at once, a good all around 
combination watchmaker; give refer- 
ence, state wages and give full particu- 
lars in your first letter or wire. L 
Daiches, Laredo, Texas 

CLOCKMAKER and jeweler; all kind cf 
clocks, light jewelry repairing, crystal 
grinding, ete.; steady work; imust 
furnish good references. Reussilles’, °6 


Broad St., Bank, N. J 


ted 


EXPERIENCED salesman wanted or 
loose diamond concern, with New York 
City and out-of-town trade; state ref- 
erences Address a ceri,” care 


Jewelers’ Circular-Keystone. 


SALESMAN, 
diamonds 


salesman on 
steady position 


° class 


high 
and watches 


with wonderful opportunity, in a large 
jewelry store in the Middle West. Rost 
Jewelry Co., Indianapolis, Ind. 
WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience Ad- 
dress “E., 2040,” care Jewelers’ Cir- 


cular-Keystone 


WANTED, watchmaker and engrave? 
position permanent; will pay top sal- 
ary for man capable handling repair 
department. Cogburn Jewelry Co., 
Panama City, Fla. 

=r 

DIAMOND SETTER, and _ jeweler 
wanted by leading retail jewelry 


store of the Southwest; best of work- 
ing conditions. Arthur A. Everts 
Co., 1616 Main, Dallas, Texas. 


SALESMAN, retail store experience; 
steady position, good salary; oppor- 
tunity for man desiring a change; 
apply at once. Madow’s, 263 E. 
Fordham Road, Bronx, New York. 


JEWELER wanted on special order work 


who can make jewelry from designs: 
one specializing in this field. Address 
a af 2523,” care Jewelers’ Circular- 


Keystone. 


WATCHMAKER, wanted immediately, 


first rate man only; permanent posi- 
tion; excellent opportunity; personal 
interview or phone Foxcroft 9-6345 
A M Klausner, 431 Knickerbocke1 
Ave., Brooklyn, N. Y 


EXPERIENCED jewelry salesman _ for 
large, credit jewelry store in Buffalo, 
.. Y.; good salary and commission to 
start; write all particulars. Address 
“E., 2506," care Jewelers’ Circular 
Keystone 

EXPERIENCED salesman for Middl 
West and Southern territory; carry 
popular priced, fine 14 karat mounted 
gold jewelry retail trade; opportunits 
for right man. Address “J 2598."" val 


Jewelers’ Circular-Keystone 


watchmaker who can 
do ring sizing and light jewelry re 
pairing, for a front end position, in 
North Carolina; steady position with 
good pay Address f. we are 
Jewelers’ Circular-Keystone 


rood 


WANTED, a 


592," « 


WANTED, watchmaker and engraver, 
must be capable of doing first class 
work; state age, qualifications, salary 
expected and how available 
George Keyworth, Pine St., 

Fla 


Soon 


206 FE. 


Ww 


Lakeland, 


WANTED, high grade, competent watch 


maker; permanent position, good wages 
and hours, by reliable jewelry store in 
ideal climate; not a credit store. Write 
at once to Isaac sros., Colorado 


Springs, Colo 


MANAGER; unusual 
capable jewelry salesman to 
plete charge of jewelry 
busy credit clothing 


opportunity 1o1 
take com 
department in 
store; complet 


details in first letter. Salz, 751 Main 
St., Hartford, Conn. 

FIRST CLASS watchmaker, prefer on 
who can set stones, do light jewelis 
repairing; by home owned store; rail- 
road time service inspectors; good sal 
ary to right man. May Bros. Jewelers, 
Clovis, N. Mexico. 

ENGRAVER, lettering on jewelry, for 
Middle South; good opportunity, good 


salary, Christmas bonus, Summer vaca- 
tion, steady position; submit samples 
Address “Circular 1322,” Room 1415, 
Heyworth Bldg., Chicago. 


WATCHMAKER, capable of taking com- 
plete charge of repair department in 
jewelry store; starting salary $60 
weekly; permanent position. Write, 
Jewelry Co., 2011 Park Ave., 
508, Detroit, Mich. 


Rose 


Room 


JEWELER doing a large repair business 


desires a good watchmaker, steady 
worker; prefer one out of draft: give 
age, reference and salary expected 
E. B. Gehman, 4 E. 8th St., Wilmineg- 


ton, Del 


WATCHMAKER, dependable and capa 
le; excellent opportunity; pleasant 
working conditions; permanent; state 


age, qualifications and salary expected. 
Address “J., 4321,” care Jewelers’ Cir- 
cular-Keystone, 

WATCHMAKER, 


permanent position, 


high class store New York State; pre 
fer one who can do plain engraving; 
state qualifications, salary and how 
soon available. Address “L., 24414,” 


care Jewelers’ Circular-Keystone. 


WATCHMAKER wanted at once; perma- 


nent; good salary; pleasant surround- 
ings; age 46 or over; state age, quali- 
fication, references in first letter. 
Address “D., 2475," care Jewelers’ 


Circular-Keystone. 





WATCHMAKER WANTED; 
nent position, good working con- 
ditions; state age, experience and 


perma- 


salary expected. Address “Con- 

i A Pine 
necticut, 2614,” care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKER, jeweler, engraver 
and salesman; prefer one with op- 
tical experience, Pennsylvania _li- 
cense; good salary and steady posi- 
tion to the right man. J. W. 
Nichols, Uniontown, Pa. 


ENGRAVER, at once; permanent 
position. good salary; ideal work- 
ing conditions in  Washington’s 


largest jewelry store. R. Harris & 
Co., 1101 F. St. N. W., Washing- 
ton, D.C. 


SALESMEN wanted; Southern and New 
England States to represent complet 
line of platinum and gold jewelry tor 
retail trade; no objections to non-con- 
flicting line; commission basis; exce! 
lent opportunity Write, David Sarkin, 
93 Nassau St., New York City 

JIEWELER, engraver, stone settel 
knowledge of clocks and simple watch 


repairing would help, but not essential 


high grade store, not borax; fine Jocal 
itv; draft deferred or exempt; good 
salary Write, phone or wire, Koppe 
Jewelry, Billings, Mont 


DIAMOND SETTER, fine one, who can ao 
fair jewelry work, or engraving, or a 
good engraver who can do fair jewelry 
work or fair setting; Southerner pre 
ferred; $52.00 for 48 hours; steady 
work; trade shop. Address “D., 1907,” 
care Jewelers’ Circular-Keystone. 


EXPERLENCED salesman, draft exempt, 
| for long established, medium size, cash 
credit jewelry store, in medium size 
Connecticut city; permanent position 
with good future to right man. Address 
“G., 2508," care Jewelers’ Circular- 
Keystone. 
WATCHMAKER, with sales ability, of 
character and personality; permanent 
position in growing business; wonder- 


ful opportunity; ideal working condi- 
tions; state experience and salary ex- 
pected. DeMoss Bros., 29 Steuben St. 


Albany, N. Y. 


WANTED, good watchmaker capable of 
Waiting on trade at rush times; plain 
engraver preferred, but not essential ; 
position permanent; salary $50 weekly 
give all information possible and refer- 
ences in first letter sell Jewelry Co., 

| Tullahoma, Tenn. 


PERMANENT opening for first class, ex 
perienced salesman who can produce ; 
*excellent working conditions, good 
ary; send photo and give all informa- 
tion necessary to arrive at aé_é fast 
agreement. Woods, Ince 126 E. Doug- 
las, Wichita, Kan. 


’ 
Sai- 


WANTED, watchmaker for South Florida, 
do some jewelry repairs and plain en- 
graving: permanent position; salary 
$50 or can work on commission; over- 
time at larger salary; send references 
and state age and experience in first 
letter. Frank Johnson, 604 Duval St., 
Key West, Fla. 


WANTED, good all 
prefer one with 
repairs and engraving ; 


around watchmaker ; 
knowledge of jewelry 
kindly send ref- 


erence, photograph and other informa- 
tion as to your ability; will pay wood 
wages to good man. Lipson’s Jewelry 
Store, 326 Main St., Fairmont, W. Va 


CREDIT JEWELRY; salesmen high type, 
for aggressive jewelers’ Baltimore, Md. ; 
good earnings and opportunity leading 
to manager; give age, draft classifica- 

} tion, experience, references and salary 

expected in first letter. Address “F., 
2478," care Jewelers’ Circular-Keystone. 


| 
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HELP WANTED—Continued 





JEWELER wanted on repair work id 
also able to do some engraving; first 
class place to work; give information 
in detail in first letter, married «ot 
single, experience and salary expect 
Address “L., 2521,” care Jewelers’ Cit 
cular-WKeystone. 





JEWELRY repair man; competent all 
around man on fine jewelry; na- 
tionally known retail jeweler in 
Baltimore; 40 hour basic week; 
give age, experience, marital status. 
Address “B., 2607.” care Jewelers’ 
Circular-Keystone. 


WATCHMAKER, A-l mechanic or 
combination man; steady = and 
sober; school trained preferred; 
good salary, steady position; sub- 
urban Philadelphia, Pa.; state age, 
references. Address “J., 2517” care 
Jewelers-Circular Keystone. 


WANTED three or four watchmakers, 
also a watchmaker, engraver and 
jeweler, permanent positions; good 
salary; state age, experience, salary 
expected, and furnish references 
in first letter. May Jewelry Co., 
Marion, Ohio. 


SALESMEN WANTED; we have open- 
ings for live wire men; must have good 
following to represent a well known 
Swiss watch and jewelry line; several 
territories open ; commission with draw- 
ing account; experienced men need 
only apply. Address “B., 2922,” care 
Jewelers’ Circular-Keystone 


WATCHMAKER wanted; excellent 60} 
portunity for skilled watchmaker; pe} 


manent position; guarantee $50 pe 
week; can make $100 per week if real 
mechanic; send references and do not 
apply if cannot turn out the work 
Southeast Texas Address “C., 2473,” 


care Jewelers’ Circular-Keystone 


WATCHMAKER, ability manage busi 
ness; opportunity purchase interest 
gentleman, with unquestionable refer 
ences; also skillful watchmaker, com 


plicated, fine watches; also watch 
maker’ for average repairs ideal 
working conditions Smith-Williams 


Richmond, Va. 


WATCHMAKERS, fast A-1 trade shop 
mechanics can make $75 to $135 
in a 40 to 50 hour week our men 
are earning this amount now; an 
interview will quickly prove these 
facts; largest, all day-light, airy 
shop in the city. The Wolf Co.. 
740 Sansom St., Philadelphia, Pa. 


WATCHMAKER wanted immediately ; 
permanent position must be fully 
‘apable; pleasant conditions, air 
conditioned store; starting salary, 
$55 per week, bonus on_ year’s 
operations; forward full particulars 
and photo first letter. Moon Jew- 
elry Co., Thomasville, Ga. 


MAN, young or elderly, draft exemopt 
or 3A; a finished or unfinished student 
from watchmaking school, for practical 
experience in retail store; Eastern 
Pennsylvania, city of 40,000; pleasant 
working and living conditions; steady ; 
give details and salary expected. Ad- 
dress “K., 2520,” care Jewelers’ Cir- 
cular-Keystone. 


H 


W 


Ww 





EAD WATCHMAKER, salesman, take WATCHMAKERS needed urgently as 
in man, $60 salary (compares with 30 craft instrument technicians hund 
to $100 in New York) plus overtime of good-paying civilian positions in a 
ideal working conditions excellent branches of aviation; essential Wwar- 
climate permanent position; 250 miles time service that leads right into prot 
from coast population ,0O.000 alse itable. interesting lifetime career 
need second watchmaker W rit Air Transport Command is piling ul] 
mail to, Crothers, Jewelers, Yal hundreds of thousands of miles ¢ ry 
Wash ng troops and cargo, and eeds 
strument men for hundreds of ! 
nance bases; huge Army alircratt 
ATCHMAKER, one who can do fi: tenance depots all over th unt! 
class work and wishes permanent po need hur dreds” more instrume! 
tion onlv better class work take! , chanics for Civil Sel Vice posit 
pleasant working conditions must be verseas maintenance base t iding 
of good habits give full particular tircral manutfact I sa oe 
of experience salary expected ‘ iter i s 3 Ww 
watchmaker just joined the tlaries and many d 1g 
Hal Jewelers, established 1S a hes rerait pla t 
Gree! s C n t manufactut é g 
demand for trait 
evel farther bevond the pply 
ANTED periens d watch) graduates being reserved for 
cloecl rep or ¢ mil watel ihead hundred ot gradu I 
l ike? ht ewelry repairing | ! top-! ten tr t 
ZTAaV per ine t position witl T i ( \ se! ( mmis \ 
ble er good salary giv 1 x onths ourse 
part first tter re } l t r I tw I 
t d or ngzle, irlliest |] perience rd irily req I t 
da ort \ddres “y 2520 Armv air depot posit , 
en ! Cireular-Keyst é oldest a re t I 
\ erica with irges stat 
nent structors I =te 
ATCH REPAIR concession for el tr tor t I S. Army Air For s F 
busy pot i Southern California goo ea) Training Command hr ! 
for ninimun of $100 a week to rig re all he e study write 
man; requires watchmaker of ability nformat ! ( the specia rul 
with outfit of own tools, who training vou need. American Scl 
pendable ndustrious and ambit Aircraft Instruments, Dept. J ) vt 
permanent propositior give exp Sar Fernando Road (yler 
ence personal history and photo w Angeles County), ‘ 
first lette Address “A., 2449 are 
Jewe I Circular-Keystone 
~ 
* YOU are good reliable salesman, hav Ff or Sate. 
a good record and have a family 
you are not subject 0 aon our con Stores. Stocks and Businesses 
pany is interested in finding sucl ans - F ~ 
assure you opportunity is worth th Minimum charge (25 words) $1.50 
fort; please give complete informat Additional words, 5 cents a word 
in first letter and we will send - - 
plications to those men who convil ates 
us they have ability Address ‘B POR : W 2 4 
2451." care Jewelers’ Circular-Keystone . . SEnten a ka a 
t es ! i } I 
ATCHMAKER, permanent positior e) : ae ; yak 
cellent working conditions in air-co1 HIGH GRADE watch mate i us => 
ditioned store: shop on first floo excelle nt stoct aoimmg ove Doo," ong 
would like man capable of doing €1 year! located ! irge M d W es 
graving and jewelry work howevel ty near Chicago Address H 
this is not essential; salary, $65 pel re Jewelers’ Cir ar-Keysto 
week: largest store in town of 70,000 pice Saas - : 
with good school and Duke Universit WATE ASE citer con pp ee 
state age experience and wher v" established 70 years smal —" 
t tools. 1 nel 
ean report for work Kinton’'s stock, watch parts, tool wall a 
Durham, N. C counter cases, safe, ete.; $ re 
ies close estate $1.000 takes: act qu 
Myrtle W. Waters, Executrix, 10% 8S 
— P Main Av Scranto1 Pa 
ANTED, experienced watchmaker, ‘ : 
one who can do ring sizing and FOR SALE, well know establ 
light jewelry repairing and some watch repairing trade shop. in Sout! 
“e ¥ western Ohio billing $1,250 mont 
engraving; must be of neat appear- axcallents pamersn foe watitaa coneiaria 
ance and pleasing personality; ex- yportunity. Address “B., 2461 
cellent working conditions; perma- Jewelers’ Circular-Keystone 
nent, good salary; must have good FOR SALE. pawn shoe saastaed 
reference. Bishop C. Leonard, 126 drafted; 160 per cent location; prof 
S. Main St., Salisbury, N.-C. able; most modern in Sout! urge 
: vestment of profitable loans; st 
duced té sult buver \ddress 
2477,” care Jewelers’ Circular-Ke 


ANTED, expert watchmaker by 
one of Florida’s largest, finest jew- 
elry stores; must be first class and 
fully capable for close timing, high 
grade work starting salary, $55 per 
week, bonus at end of year; send 
references, photo and experience 
first letter; permanent position. 
Write or Phone, Moon Jewelry Co.. 


nr . 
I allahassee, I la. 


A TCHMAKERS; opportunity to con- 
nect permanently with reliable com- 
pany operating watch repair de- 
partments in leading department 
stores throughout the country; 
openings available in Philadelphia, 
Pittsburgh, Pa., New York City, Chi- 
‘ago, Youngstown, O., San Fran- 
cisco, Los Angeles; good working 
conditions; highest salaries. 
People’s Watch Repair Co., 310 St. 
Clair St., Toledo, Ohio. 





FOR OCTOBER, 1942 

















Sf or Sale. 


Tools, Equipments. Merchandise 
Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 





FIVE used complete pocket ad wt 
watches, requiring n or repairs $ 
satisfaction guaranteed B. Lowe Box 


11, St. Louis, Mo 


JEWELRY CARDS of distincth 
finest and most artistic to help 34 





in your window display Dauer Pr 
ing Co America’s lez g price ca 
manufacturers 1 E St New 
York City Write for s now 

















Special Notices 





(Continued from page 137) 


FOR SALE—Continued 


3000 ring boxes plastic; 100 gross hold- 
on clutches; 300 trays with covers to 
hold one. two, three dozen rings. Pol 
lack, 95 Bowery, New York City. 


FOR SALE, wheel rounding-up_ tool; 


perfect condition; like new Address 
. 2510,’ eare Jewelers’ Cireular- 


Keystone 


SAWS, yellow and black, Swiss (some 
Hercules) 26/0-No. 3; low price; whole- 
sale, retail; also fish and rabbit Swiss 
files George Gazton, 59 W. 30th St... 
New York 


BROKEN MOVEMENTS $§ssuitable only 
for material; 30 Swiss or 20 American 
for $5; large stock of gold-filled cases 
of all = sizes B Lowe, Box 311, St 
Louis, Mo 


2070 IMITATION stones for repairing 
jewelry, costume jewelry, etc. $2; 
diamond cut Zircons, blue or white: $1 
per carat B Lowe, tox 3ll, St 
Louis, Mo 


WATCH CLEANING machine, L. & R. 
special; absolutely perfect in every de- 
tail; price $50, express prepaid; rea- 
son selling, in army W. F. Farrell, 
0S Broadway, Vincennes, Ind 


COMPLETE, jewelry store fixtures, show 


cases, wall cases, panels, mirrors, 
partitions; good condition; must be 
sold at once A. M Klausner, 431 


Knickerbocker Ave., Brooklyn, N. Y 


CHICAGO, ILL.; for sale reasonably; 
beautiful hand rubbed mahogany fix 
tures 78 feet of wall cases, 28% feet 
of showcases also steel shelving. Ad 


dress “‘K., 2573," care Jewelers’ Circu 
lar-Keystone 


NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. 5th St... Los An- 
geles, Cal. 

MICONCAVE crystals, sizes six to 21, 
186 sizes, 25c. doz., $2.50 gross; 100 
unedged fancy shape, 89c.; gold filled 
bracelet crowns, 76c. doz.; 250 hour, 
minute, second hands, 83c.; staffs, 
stems, jewels, mainsprings, etc.: send 
for 23rd anniversary bargain bulletin. 

Beck Bros., Lau Bldg., Ft. Wayne, Ind 





FOR SALE, one drop hammer, with fol 
lowing on the base: Brownell Ma- 


chinery Co., Providence, R. I No. 2 
and on brass plate, Standard Machins ry 
Co., Providence, R. I1.: two drops, one 


) 


250 lbs. and the other about 
400 Ibs., worked from an overhead pul 
ley driven by a D.C. motor. Brandt 
—— oe Godchaux Bldg New 01 
eans, aa 


weighing 


> 


TTENTION ; jewelers, watchmakers, 
wholesalers, retailers; we carry a com- 
plete line of watch repair books, jewel 
ry repair books, watch stock books, 
diamond _ stock books, general stock 
books, daily report books, watch re- 
pair checks, deposit envelopes, counter 
envelopes, guarantees, ring size cards, 
etc.; if not in stock, we will make it. 
Dauer Printing Co., printers, designers, 
engravers, manufacturing  stationers, 
31 E. 22nd St., New York City. Write 
your requirements. 
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Business @pportunities. 
Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 


EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad 
vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 


GORDON BROTHERS, cash_ buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 87. 


JEWELRY stocks bought for cash; 
write or wire; all  correspon- 
dence confidential. Maxwell’s, 1429 
Boardwalk, Atlantic City, N. J. 


HIGHEST CASH PRICE for surplus dia- 
monds, watches, jewelry, old gold; 355 
years established; send trial package 
for estimate. Emil Noel, 29 E. Madi- 
son St., Chicago 


DIAMONDS, colored stones, watches, 
jewelry, and silverware; highest prices 
paid upon your approval of my quota- 
tions; established 1921. William E 
Lynch 15 Maiden Lane, New Yorl 
City 


HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 


COLLAR BUTTONS wanted, cuff links, 
emblems, findings, broken jewelry, 
broken chrome bands, watch cases, dead 
stock of jewelry, stickpins, stones, odds 
and ends, ete.; check sent promptly 
B. Lowe, Box 311, St. Louis, Mo 


SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures or 
estates for cash; my direct outlet en- 
ables me to pay you higher prices; 
bank and trade references of the high- 
est character. Write 37 Maiden Lane, 
New York. Telephone Bowling -Green 
90-7151 


COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the country; 
bank and trade references. 18 
Tremont St., Boston. Mass. 


JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 


MR. JEWELER, do you need cash; 
do you want to liquidate; we are 
Atlantic City’s oldest, exclusive 
jewelry auctioneers; write or wire 
us and our representative will call 
on you at our expense; all cor- 
respondence strictly confidential; 
bank and trade references fur- 


nished. Maxwell’s, 1429 Broadwalk, 


IF DUE to present changes you wish 
to close out your business or reduce 
your stock, we can accomplish this 
quickly and profitably; we have con- 
ducted successful auctions for the 
leading jewelers in all parts of the 
United States for the past 40 years. 
Write or wire. A. E. Gates & Asso- 
ciates, P. O. Box 46, Ocean City, 
N. J 





HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, Il. 


M. HARRIS, Auctioneer, 1337 Fteley 
Ave., New York; auction sales or pro- 
motional sales; I can sell your entire 
stock and guarantee 100 cents on the 
dollar; as business is more difficult 
right now, due to war _ conditions, 
scarcity of merchandise, higher excise 
tax, ete., now is the time to convert 
your stock into cash while prices are 
high and merchandise is bringing bet- 
ter prices at sales; never before have 
business conditions been so uncertain; 
therefore, why not insure your future 
security by using my method of con- 
verting your inactive and other mer- 
chandise into working dollars; same 
consideration given small sales as 
large; cash paid for entire stocks 











Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WATCH MASTER timing machine, it 
good condition Address “B., 2580,” 
care Jewelers’ Circular-Keystone 


WANTED, late model watch timer, 
Watchmaster or Paulson EK. Harring- 
ton, 225 St. Louis Rd., East Alton, I. 


WANT TO BUY jewelry store for cash, 
in small town up to 20,000 population, 
Address ‘“l., 2513,’ care Jewelers’ Cire 
cular-Kevystone 


WANTED, complete set watchmaker's 
tools, including lathe; good condition 
Address ‘“‘A., 2452,” care Jewelers’ Cir- 
cular-Keystone 


WANTED, new chronographs; write giv 
ing cash prices and full descriptions. 
Address ‘“A., 2471,” care Jewelers’ Cir 
cular-Keystone 


SWAGER, Standard Machine Co. No 
3%A, 4A or equivalent; capacity must 
be 1” to 1%” solid bar J. F. Jelenko 
& Co., Ine., 136 W. 52nd St., New York 


WANT TO BUY lathe and attachments, 
also posing tool; must be in perfect 
condition. Address ‘“H., 2509,” care 
Jewelers’ Circular-Keystone 


WANTED, New Century engraving ma- 
chine, in good order; give lowest cash 
price and particulars. Address “K., 
2599," care Jewelers’ Circular-Keystone 


WANTED, six dessert Knives (regular), 
six dessert forks, six or 12 tea spoons, 
1847 Rogers Ambassador Pattern; if 
you have them state price. C. S. Clin- 
ton & Son, North Platte, Nebr. 
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WANTED TO PURCHASE—Continued 








OLD FASHIONED jewelry purchased, at 
highest prices; send trial package for 
cash offer: references furnished upon 
request. Wood & Strand, 207 Main St 
Northampton, Mass 


WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, ete. give ful 
details. Linick, Green & Reed, Inc., 29 
FE. Madison St., Chicago, Il 


WANTED TO BUY a jewelry store; must 
be reasonable; will consider store that 
can stand building up, or from one 
who is being drafted, or estate; all 
particulars in first letter. Address “M 
2543,” care Jewelers’ Circular-Keystone. 


CASH IN on your odds and ends in 
sterling flatware, either new or used 
and in obsolete, inactive or active pat 
terns; see our advertisement on page 
89. Julius Goodman & Sons, 77 Madi 
son Ave., Memphis, Tenn 


CHRONOMETERS, ~~ chronometer 
clocks, sextants, regardless condi- 
tion; 16 and 18 size movements; 
Waltham auto clocks; paying new, 
highest prices due war; urgently 
needed. Address “A, 2491,” care 


Jewelers’ Circular-Keystone. 


WE WILL BUY for cash at a profit to 
you any surplus. stock of Bulovas, 
Elgins, ‘Gruens or Hamiltons that you 
may have on hand; all transactions 
strictly confidential; all merchandise 
can be shipped to us COD; for further 
information, Address “L., 2500," care 
Jewelers’ Circular-Keystone 











To Let. 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


1} 


equipped small well 


SUBLET fully nall, 
deal light, 


planned diamond office 


reasonable rental; fixtures, furniture to 
be sold or leased Room 1205, 48 W 
{Sth St New York City 


PART of desirable office to rent; 
furnished; rent reasonable. Room 
1209, 580 Fifth Ave., New York 
City. Telephone, Bryant 9-5944. 


RELIABLE watch repairing for the 
trade since 1921; efficient, depend- 
able; mail service. Standard Watch 
Service. 146 Fifth Ave. New York 
City. 


SPECIALIZE in making any part fo! 
plain or complicated fine watches; ma- 
terial for high grade swiss watches 
also high grade watch repairing; men 
ber of Horological Institute of Amer- 
ica, Washington, D. C., and Horologi 
cal Society of New York. M. Ascher 
dorf, 11 John St., New York City 


Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











LESTRINGING of pearls nd | ds 

the trade prompt service R. Ma 
110 N. Franklin St., Cl ig I 

JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade ill repairs 
finished like new Hasenjaeger Bros 
Jewelry) Co 505 Arcade 3idg., St. 
Louis, Mo 

PEARL STRINGING high class t 
stringing, designing and woven work 
seed pearls mail orders filled same 
day reasonable prices; excellent ref 
erences Gertrude B Lamberger, iD 
W {7th St New York Phone Long 
“acre UbZs 








Patents 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 


PATED r good leas d 
Sil } n I a race 
fide il advic eratul gis 
trae int Z H I ! } 
Pat Att ney g 2 I 
Vay ew Y I ‘ 








Watch Work, etc., for the 
Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 
nel, 2 W. 47th St., New York. Phone 
3ryant 9-5065 


EXPERT watch repairing for the trade, 
work guaranteed, low prices 
furnished; prompt service for out of 
town clients. Scherb, 727 Cornelia, Chi 
cago, Ill 


retere es 


GUARANTEED watch repairing for the 
trade; skilled workmanship; testing on 
our Time Micrometer insures quicke1 
delivery ; write for prices, or send trial 
package. The Wolf Co., 740 Sansom 
St., Philadelphia, Pa 
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Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


JEWELRY and silverware engraving 
taught Monogram Engraving School 
30 Fifth Ave New York City M 
41-7572 Licensed by N 7 oe Day 
Ever g 


LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 


WATCHMAKERS crease your ability 
through the highly recommended books 
“Rules and Practice for Adjusting 
Watches” and ‘Practical Balance and 
Hairspring Work” by Walter Kleinlein 
Your jobber or trade journal 








Helping 
You Sell 


is Our 
Business 


Keeping your store well 
stocked with merchandise is 
more important—and more 
difficult today, than ever 
before. 

Priorities are 
some items entirely and re- 
stricting others, but there 
are many lines of substitute 
merchandise to satisfy your 
customers’ demands and 
maintain store 


eliminating 


help you 
volume. 
If or when you want infor- 
mation about any 
or line of merchandise not 
currently advertised in 


The 


Jewelers Circular-Keystone 


product 


you are invited, without ob- 
ligation, to request full de- 
tails from our complete and 
up-to-date files. Use the con- 
venient coupon for prompt 
service. 


ANOTHER 
SALES HELP 


FROM JC-K 


THE JEWELERS’ CIRCULAR-KEYSTONE 
100 EAST 42 STREET, NEW YORK, WN. Y. 


Please send full information about the fol- 
lowing merchandise: 


NAME 


ADDRESS 
CITY STATE 














Manufacturers’ News 


ELGIN "HANGS" THE FOES OF PRODUCTION 


oe 07 = 
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Speakers’ stand at the Labor Day Celebration at Elgin, Ill., where Hitler, Mus- 

solini and Hirohito in effigy were “hanged” before a crowd of 5,000 war work- 

ers and townspeople. Left to right on the platform are the jury, T. Albert 

Potter, president of the watch company at the microphone, Chief Petty Officer 

Eddie Reagan, and Dr. Chang-Lok Chen, consul-general of the Republic of China, 
who were guest speakers. 


“Lost Time” Hitler, “Inefficiency” Mus 
solini, “Accidents” Hirohito were hanged 
in effigy before a crowd of 5000 as the 
climax of a noon-hour Labor Day cele- 
bration at Elgin, Ill, during which T. 
Albert Potter, president of the Elgin 
National Watch Co., disclosed that his 
firm’s output of war materials rose from 
S88 per cent of quota in April to more 
than 140 per cent in August. 

To avoid lost time from war produc 
tion, Elgin’s annual Labor Day parade 
was keyed to the needs of the times. 
Workers stayed at their benches, while 
delegates of veterans’ organizations, Boy 
Scouts and floats paraded through the 
city, winding up outside the watch plant 
for the noon-time ceremony. 

Dr. Chang-Lok Chen, Chinese consul 
general in Chicago, appealed to Ameri 
can factory workers for more and more 
production. 

“Work as you never worked before, be 
cause your soldiers and your sailors need 
everything you can give them. We 
Chinese know what it is to fight without 
weapons. China has 5,000,000 men in the 
field and can mobilize 30,000,000. China 
will not give up the fight till victory is 
won,” he said. 

Chief Petty Officer Eddie Reagan, 
cited for valor during a bombing attack 
in the Java Sea on the U. S. light cruiser 
Marblehead, told how crew members 
toiled to save the ship after 37 Jap 
planes had scored two direct hits and a 
near miss. The ship was left in a sink 


New Sales Representatives 
For Mary Dunhill, Inc. 

Gabriel Leonard Stern 
have just been appointed regional sales 
representatives of Mary Dunhill, Inc., 
according to an announcement by Arthur 
Mainzer, executive vice-president. 

Mr. Sulzer recently completed 21 years 
of service with Bernard Rice’s Sons, dis 
tributors of toilet articles, silverware and 
novelties. His territory includes all areas 
west of Omaha, previously covered by 


Sulzer and 
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ing condition, with rudder jammed. The 
crew bailed by hand for 68 hours to bring 
the cruiser into port for temporary re 
pairs, then sailed her 13,000 miles in dam- 
aged condition to a home port. 

“We saved that ship by united effort, 
and that’s what is going to win this war 

united effort,” Reagan said, pointing 
out that maximum effort on the produc 
tion lines is needed to back up the hero 
ism and self-sacrifice of the armed forces. 

Kane County States Attorney Charles 
Seidel acted as prosecutor in the mock 
trial of the three Axis partners. A jury 
of 12 men and women, each selected by 
a department of the watch plant, con- 
demned “inefficiency,” “lost time” and 
“accidents” to death and the sentences 
were confirmed by acclamation of the 
crowd, 

Led to the “gallows” by a costumed 
Uncle Sam, the effigies of Hitler, Mus 
solini and Hirohito were strung up be 
fore a large signboard bearing the words, 
“Hang the rats—production will do it!” 
with a chart showing the rising curve of 
Elgin’s war output. 

Mayor Myron M. Lehman, Commander 
Verne Landis of the American Legion, 
and Commander Ray Schuldt, of the 
Veterans of Foreign Wars, acted as 
hangmen of the effigies. 

\ 30-piece band and 250 seamen from 
the Great Lakes Naval Training Station, 
and a marine color guard took part in 
the ceremony. 


Mr. Mainzer, and Chicago and Milwau 
kee, previously covered by Stephen A. 
Ogden, who has entered the Army Air 
Corps as a captain. 

Mr. Stern comes to Mary Dunhill, Inc., 
from William C. Popper & Co., New 
York printing establishment. His terri 
tory embraces New York, New Jersey, 
Pennsylvania and the New’ England 
states—all formerly covered by Gordon 
A. Ogden, who has entered the Army 
Air Corps as a first lieutenant. 





Oneida Issues Employees’ Magazine 


Something new in employee magazines 
is being issued by Oneida, Ltd., under 
the name of the Community Commando. 

Four pages of tabloid newspaper size, 
it is put out once a week by and for the 
men and women in QOneida’s factories 
and offices, with the bulk of its space and 
attention devoted to what Oneida is do- 
ing to help the war effort. 

One of the particularly interesting 
features—at least to an outsider—and 
we imagine to Oneidans as well—is a 
department given over to pictures and 
extracts from letters from some of the 
292 employees now in the armed services, 
many of them overseas. Bits of friendly 
gossip about the personnel of the various 
departments make up the rest. 

Included as a loose-leaf insert in the 
issue of August 22 was a reprint of the 
company’s advertisement, which appear 
ed in ‘Tue Jewevers’ Crrcutar-Kerystront 
for August—the “Open Letter to Hitler” 

with the caption: 

“This is a reproduction of an adver- 
tisement which appeared on the back 
cover of ‘Tue Jeweters’ CircuLar-Key 
stone, a trade magazine read by thou 
sands of jewelers all over the United 
States. We thought you'd like to read 
it too.” 


New Exchange Draws Dealers Uptown 


The Midtown Jewelers Exchange, Inc.. 
50 West 47th St., New York, officially 
opened its doors June 15 with the 
avowed intention of eneouraging Bowery 
diamond and jewelry dealers to move up 
town closer to the heart of the industry's 
center. Modern blond wood display cases 
and fluorescent lighting throughout the 
arcade aid in creating the bright day- 





The Midtown Exchange is brilliantly lighted 
with modern fluorescent fixtures 


light atmosphere so essential for the ad 
vantageous display of fine stones. An 
art gallery of fine paintings on perma- 
nent exhibition and valued at $15,000 is 
an additional feature of interest. 

According to Ely M. Peskin, manager 
of the Exchange, fifteen excellent booths 
are still available for rental. Louis N. 
Simons and Palais Royal Jewelry have 
leased the front window spaces and oc- 
cupy the adjoining first booths on each 
side of the arcade. Other permanent 
tenants are: Herman C. Satz, A. Wein- 
man, I. Siegal, Chas. Bernstein, Walter 
Kokish, Kiever Abraham, Tropin & Ber- 
ney, Nelkin & Feldmeisser, I. Gottlieb, 
Midtown Trading Co., I. Fogel, M. Ster- 
ling Optical Co. and H. Rodman. 
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Gruen Offers New Display Fixture 


A new Gruen watch display for fall 
and Christmas season used by jewelers 
is especially designed to enable retailers 
to identify their stores with Gruen na 
tional magazine advertising. This is 
made possible by a “picture frame” at 
tachment to the display into which re 
prints of the illustrations of the various 

















At the left is the new Gruen display as set 

up for use. At right are two illustrations 

from Gruen's fall advertising, the lower of 

which is from an ad that will appear during 
the Christmas season. 


ads are inserted. New pictures are in 
serted as new advertisements appear, 
thus keeping the tie-in continual and 
timely and giving longer life to the dis 
play. 

The fixture is made with a sculptured 
white plaster background on which the 
words stand out in raised relief, the 
name “Gruen” and the picture frame be 
ing done in gold. The base is painted a 
rich maroon. Space is provided for 
showing three or four watches. 


Convenient Coin Card Aids 
Small Collections and Payments 








The Knight Printing Co., Ine., 382 
Lafayette St.. New York, has designed 
a practical coin holder for mailing specie. 
It should be decidedly useful in any de 
partment where small amounts are col 
lected or exchanged, such as_ repair 
charges, purchases and collections of 
small items, and over-payments. It 
eliminates the use of stamps and_ the 
bother of issuing small checks or money 
orders as remittances. 

This coin card is of convenient small 
envelope size with ingeniously devised 
cut-out slots for the insertion of quar 
ters, dimes and nickels for any amount 
of $1 and under. Once the money is 
inserted in these slots it cannot fall 
out. The card has a flap cover with 
sufficient area to permit printing of com 
mercial forms or advertising text. 

A leading wrist watch attachment 
manufacturer now using this card re- 
ports that it is a real solution to the 
problem of collecting small amounts. 
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A CLEARING HOUSE FOR OLD JEWELRY 





Some of the jewelry which 
De Vries receives is re-sold 
as complete pieces, while 
other articles are broken 
up for the stones and plat- 
inum. 


With merchandise shortages popping 
up all over the jewelry map, jewelers 
are realizing more and more every day, 
the need for finding new activities and 
expanding some of the old ones, in order 
to keep their businesses going. One of 
these activities which is neither impeded 
by nor interferes with, the war effort is 
in customers’ old jewelry. 

Recent articles in Tue Jewevers’ Cir- 
cULAR-Keysrone have told how some 
stores have built a profitable department 
in the re-styling and modernizing of cus- 
tomers’ old pieces. But not all jewelers 
have either the facilities or the artistic 
ability needed for this kind of work. 

They can, however, develop a consider 
able amount of business by buying old 
jewelry and either breaking it up for the 
stones and metal, or, in the case of fairly 
modern and_ salable pieces, re-selling 
them as complete articles. An offer to 
accept trade-ins of these old pieces is 
often a great help in selling new articles. 

\ service designed to help the average 
retailer who may wish to undertake this 
sort of activity, but who isn’t in a posi 
tion to handle all of the operations him 
self, is being offered to the trade by Paul 
De Vries, 535 Fifth Ave., New York. 

Mr. De Vries, who has been an im 
portant dealer in precious stones and 
jewelry for many years, is providing a 
sort of “clearing house” arrangement 
through which such retailers may ad 
vantageously dispose of these old items. 
Retailers are invited to send to him for 
appraisal whatever old jewelry may be 
offered to them or any unsalable items 
that they may have in their stocks. Old 
silver and colored stones are included in 
the service as well as diamonds, gold and 
platinum. 

\ valuation is made and submitted by 
return mail to the retailer who may 


Kassoy Moves to Larger Quarters 
To Accommodate Growing Business 


Continued growth of the business of 
I. Kassoy, Inc., dealer in diamond papers 
and jewelers’ supplies, has necessitated 
the firm’s moving to larger offices in 
order to handle its business. The new 


quarters are in the same building in 





either accept or reject it as he sees fit. 
If the former, a check is mailed him the 
same day that his acceptance is re 
ceived; if he rejects the offer the articles 
are immediately returned. 

Such a service, which enables the re 
tailer to dispose of any and all old 
jewelry on an “as is” basis, is obviously 
a great convenience as compared with 
having to break up these old _ pieces, 
value the metal, grade and sort the stones, 
and then sell the materials through sev 
eral different channels. Moreover, the re 
tailer will usually find himself ahead 
financially as well as saving time and 





The handling of old gold is an impor- 
tant part of the De Vries service. 


trouble because of the fact that Mr. De 
Vries has well established markets for 
all classes of jewelry goods, without re 
trading and therefore is able to offer ex 
cellent prices. 

Jewelers are invited to send him a 
sample piece or two as a trial of his ser 
vice which has been widely used by 
banks, trust companies, and estates, for 
many years. 


which the firm has previously been 
located, 7 W. 45th St. 

The firm has what is believed to be the 
best and most complete assortment of 
diamond and gem papers in the world, 
and despite the impossibility of further 
imports for the duration of the war, ex 
pects to be able to supply indefinitely 
all requirements for every conceivable 
color and grade. 
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Fine Jewelry at Special Prices 


The House of Milner, 728 Sansom St., 
Philadelphia, has recently purchased 
through the U. S. District Court the 
entire stock of Starks & Co., Phila 
delphia, and has also bought direct from 
Morrell G. Baldwin of the same city, 
who has liquidated his business, his en 
tire stock of loose and mounted diamonds 
and precious and semi-precious stones. 

All of this merchandise is now being 
offered for sale by Milner at extremely 
attractive prices well below current mar 
ket values. Items may be purchased 
either singly or in quantity. 

The stocks include a wide variety of 
fine diamond rings in wedding band, 
solitaire and cocktail styles (many of 
the latter in combination with rubies, 
emeralds and sapphires), fine ruby, emer- 
ald and sapphire rings, diamond brace 
lets, brooches, wrist watches, a large col 
lection of unset colored stones and dia- 
monds, and a quantity of gold and 
platinum ultra-thin pocket watches re 
tailing from $100 to $1,500. 

The sale provides an excellent oppor 
tunity for jewelers to replenish their 
stocks of fine goods at favorable prices, 
or to pick up “unusual” pieces for their 
special customers. 


New Idea to Help Dealers Get the 
Most from Buxton National Ads 


Mr. or Mrs. John Q. Public sees a 
manufacturer’s ad in one of the national 
magazines decides to buy but often 
forgets—until they see a tie-in or re 
minder in the dealer’s window. The deal 
er that refreshes the customer’s mind is 
likely to be the dealer that makes extra 
volume sales. 

To help dealers in Buxton billfolds, 
Keytainers, and other Buxton items in 
providing this direct store tie-up with 
the national advertising, Buxton is sup 
plying retailers with a pad of 21 sheets 
or show cards (size 20” x 3%”) one to 








Buxton's ‘National Calendar Tie-In Pad" 
contains 21 show cards, each one tying-in 
with one specific advertisement. 


meet each ad on the Buxton advertising 
schedule from July 31 through to Dee. 
29. 

The pad is arranged with the sheets 
in the same order in which the ads will 
appear, so that as each one is torn off 
and used, the next one appears as a 
reminder of the next advertisement. Key 
note of the showeards is “Here is the 
Buxton merchandise you saw advertised 
in such and such an issue of such and 
such a magazine.” 

The merchant no longer has to get 
the advertising schedule from the manu 
facturer and then have his own show 
cards drawn up to put into his window 
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in order to tie in with the advertising. 
The National Calendar Tie-in Pad does 
this for him, providing him with a ready 
made series of attractive show cards, 
ready to go into windows and counters 
when the national ads appear on_ the 
newsstands. 

Buxton believes that this is the first 
attempt by a manufacturer to fill this 
need for the merchant. 


Beauty Contest Winners Get New 
"Miss Victory’ Watches by Harvel 





Selected by the Miss America Pageant 
Committee as the official prize watch for 
the great annual Atlantic City beauty 
contest, Harvel “Victory Model” wrist 
watches were awarded to all contestants 
in the finals of the Miss America com- 
petition last month. 

Pictured above, admiring her new 
“Miss Victory,” a new style specially 
created for the pageant awards, is “Miss 
America, 1942” who in real life is Jo 
Carroll Dennison of Tyler, Tex. 

Below, Louella Koons, prominent At 
lantie City jeweler, presents one of the 
finalists, “Miss Wisconsin,” with her 


Harvel. 





Longines Times International 
Ski Contest 


Word has just been received by the 
Longines - Wittnauer Watch Co., that 
Longines Olympic timers were used for 
official timing of the international ski 
contests which were recently held at 
Nahual Huapi under the auspices of the 
general director of National Parks of 
the Argentine. 





Bulova Offers Free 24-Sheet Posters 


FOR FAITHFUL SERVICE! 





The Bulova Watch Co. is offering a 
new 24-sheet, full-color bill poster, free 
of charge, to all its retail dealers. (See 
picture above). 

The posters will also be imprinted, at 
no charge, with the name and address 
of the jeweler, who has only to procure 
the necessary space for the posters. 


Cash for Your Sterling 
Odds and Ends 


If you have any odds and ends of 
sterling flatware which you'd like to turn 
into cash, here is your opportunity. 

Julius Goodman & Son, 77 Madison 
Ave., Memphis, Tenn., prominent and 
old-established dealers in antique and 
unusual silverware and fine jewelry, are 
offering to purchase any and all sterling 
flatware which other stores may wish to 
dispose of. Anything from single pieces 
to complete sets is desired, and active, 
inactive and _ obsolete patterns are 
wanted. Highest prices will be paid, says 
the company. 

Jewelers are invited to check over their 
stocks and ship by express collect any 
unwanted items they may have. Good 
man will value the pieces and mail a 
check for the amount of their offer the 
same day the goods are received. They 
hold the silver pending acceptance or re- 
jection by the shipper and if the offer is 
rejected the goods are returned, Good- 
man paying express charges both ways. 

References are the Jewelers Board of 
Trade and the First National Bank of 
Memphis. 


Belsic Products Sole Representative 
For Thorens Pocket Lighters 


Jack Schwalbe, president of Belsic 


‘Products, 122 Fifth Ave., New York, an- 


nounces that his firm has been awarded 
the exclusive agency in the United States 
for the Thorens pocket lighter. The es- 
tablished policy of distributing through 
selected wholesalers and retailers will be 
continued. 

Made in Switzerand, the Thorens has 
won an enviable reputation for both 
beauty and mechanical excellence. It is 
available in two basic models—the Storm 
proof, which retails at $2.85 and up, and 
the Automatic, ranging upward from 
$3.50. An assortment of attractive styles 
is available—all of them engine-turned 
and all with a polished medallion for a 
monogram. 

A descriptive folder illustrating and 
describing the complete line is available 
to the trade upon request. 


Mat Service for Registered Jewelers 


To assist Registered Jewelers of the 
American Gem Society to capitalize upon 
their membership, the Society has had 
the Western Advertising Agency prepare 
a series of advertisements. 

Inquiries and orders should be ad 
dressed to Western Advertising Agency, 
718 South Flower St., Los Angeles, Calif. 
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Chad Jr Breclurions: - 


-q,°? helps those that help themselves,” says the old proverb, and if 
you want something done about this threatened silver famine which 
may prevent you from getting any merchandise except gold. platinum, and 
precious stones, you'd better get busy and do something about it yourself. 


The Silver Users Emergency Committee has done a splendid job of 
publicizing the seriousness of the threat hanging over the head of every 
business that depends upon the manufacture or sale of products made of 
silver. Newspapers and magazines throughout the country in strong and 
pointed editorials have exposed the utter insanity of hoarding gigantic stocks 
of idle and useless silver in the Treasury vaults when that silver is so desper- 
ately needed by American industry. 


Now one more step has been achieved. Senator Green of Rhode Island 
has introduced a bill in the United States Senate which, if enacted, will 
permit the sale to industry of the idle part of the Treasury’s silver holdings 
—the part which is not needed for coinage or to back up the paper money. 


And here is where you come in—here is where you must do your bit if 
you want to see your industry get this metal that it must have in order to live. 


Laws, no matter how good, are not enacted by merely having some friendly 
Senator or Congressman introduce a bill and then letting nature take its 
course. Laws are passed only when the people interested in their passage 
get busy with their own Senators and Congressmen, and get them interested. 


Nobody can do that but you voters back home. A Representative from 
Illinois isn’t much influenced by an editorial in the New York Times and 
a Senator from Michigan isn’t much worried about a factory in Massachusetts 

that’s out of his territory. 


But he is very much influenced by what his own constituents say and 
think—the people who will vote either for or against him when he’s up 
for re-election. And if every jeweler, all over the country will write or talk 
to his Congressman and Senators. and get his employees, his friends, and the 
salesmen who call upon him, to do the same, there’s at least a good chance of 
the Green bill becoming law. 


You'll find the facts about the silver situation in this and previous issues 

of THE JEWELERS’ CiRCULAR-KEYSTONE. Repeat them—in your own words 

—to your Senator and Congressman—ask them to vote for the Green bill 
($.2768)—and urge everyone you know to do likewise. 


It’s up to you—if you want the silver to be made available that is needed 
to manufacture the merchandise you need—then get busy—now—today! 


J Gb 


Editor 


THE JEWELERS’ CIRCULAR-KEYSTONE 


























THIS PHOTOGRAPH OF THE FERRELL JEWELRY CO., JACKSONVILLE, FLA.. SHOWS YOU THE CORRECT WAY TO BE IN THE PEN BUSINESS 


ATID WE SELL DIAMONDS AND 
WATCHES THE SAME WAY 


“a 





PRESIDENT, FERRELL JEWELRY CO. 




















These are the things we are fighting for 





That our children may look to the skies 


in joy and confidence...and not in fear 


This illustration, part of the full page Community advertisement in LIFE, October 19, gives you 
an idea of the powerful Community advertising which will appear monthly throughout the Fall. 
Some day we will again be making COMMUNITY, but now all our skills and 
facilities are being devoted to the war that must be fought and won. In our ad- 


vertising pages this Fall, we believe it is our responsibility to our Country to try 





to express the things for which we, our jewelers, and all America are fighting. wear ei LVERPLANS 
4 THE Fl f L 


